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On Display 

ROOMS 904A—905A—906A 
NATIONAL SHOE FAIR 
Stevens Hotel—Chicago 
January 2, 3, 4, 5, 1940 


Tweedie dealers the country over, catering to smart 
young women who are fashion-wise, tell us that often 
in fitting the customer she will pause, holding a Tweedie 
style and, examining its beauty of line and color, ex- 
claim: “What a lovely shoe!” Tweedies are lovely to 
look at—delightful to wear, and of course profitable 
to sell. 


TWEEDIE FOOTWEAR CORPORATION 
JEFFERSON CITY MISSOURI 


AtcuRING Footwear FOR YOUR CHOICE CUSTOMERS 
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THEODORE ROOSEVELT, our 
great rugged American (in his last 
public message, read at the Ameri- 
can Benefit Concert, held at the 
Hippodrome, New York City, Jan- 
uary 5, 1915—the night before he 
died) gave the principles of Amer- 
icanism more clearly than anything 


written then or since. Here they 
are. We would like to hear this 
read again on January 5, 1940, at 
the National Shoe Fair, just twenty- 
five years after its first delivery: 

“I cannot be with you and so all 
I can do is wish you God-speed. 
There must be no sagging back in 
the fight for Americanism merely 
because the war is over. 

“There are plenty. of persons who 
have already made the assertion 
that they believe the American peo- 
ple have a short memory and that 
they intend to revive all the foreign 
associations which most directly in- 
terfere with the complete: American- 
ization of our people. 

“Our principle in this matter 
should be absolutely simple. In 





the first place, we should insist that 
if the immigrant who comes here 
in good faith, becomes an Ameri- 
can and assimilates himself to us, 
he shall be treated on an exact 
equality with every one else—for it 
is an outrage to discriminate against 
any such man because of creed or 
birthplace or origin. But this is 
predicated upon the man becoming 
in every fact an American—and 
nothing but an American. If he 
tries to keep segregated with men 
of his own origin and separated 
from the rest of Americans, then 
he isn’t doing his part as an Amer- 


“There can be no divided alle- 
giance here. Any man who says he 
is an American but something else 
also, isn’t an American at all. 

“We have room for but one flag 
—the American flag and this ex- 
cludes the red flag, which symbol- 
izes all wars against liberty and 
civilization; just as much as it ex- 
cludes any foreign flag of a nation 
to which we are hostile. 


[77] 


“We have room for but one lan- 
guage here and that is the English 
language, for we intend to see that 
the crucible turns our people out 
as Americans of American nation- 
ality and not as dwellers in a poly- 
glot boarding house. 

“And we have room for but one 
soul loyalty and that is a loyalty 
to the American people.” 


MERCHANTS’ opinions are im- 
portant, in the light of the fact that 
1940 is the merchants’ year, for the 
fate of the industry and its profits 
rests upon the movement of shoes 
toward the consumer. Representa- 
tive retailers from all parts of the 
country have expressed themselves 
as to the year in contemplation, 
locally; and we will publish more 
in succeeding issues. 


* * - 


SCHUYLER G. HARRISON of 
Harrison Brothers, East Orange, 
N. J., believes: 


“The shoe industry of this coun- 
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try will move forward in 1940. 
Fortunately, the advance will not be 
speculative for that would be un- 
sound. 1940 offers the opportunity 
for a reasonable increase in unit 
Sales, and a wonderful opportunity 
for ‘trading up’ as far as quality is 
concerned. During the depression 
cycle, price competition ground 
down many merchants to a grade 
below the average buying capacity 
of their communities. If these mer- 
chants rightly appraise the possi- 
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bilities of 1940, they will see an 
‘opportunity to recapture this lost 
ground. The United States is the 
wealthiest country in the world and 
its citizens should have the best in 
footwear. Let’s give it to them.” 


at tt at 


MOSE LEIBOWITZ of York, Pa., 
says: 

“For 1939 the ten local banks 
have over $42,000,000 on time and 
demand deposits. The total clear- 
ings will reach slightly over $74,- 
000,000. Local industries have 
been steadily moving ahead. War 
orders play but a very small part 
in the industrial life of York. Ex- 
cellent relations exist between em- 
ployers and employees; and wages 
in many factories have been on the 
increase. The farmers in this sec- 
tion are happy—thanks to their 
diversified farming. Barring no in- 
flation, 1940 should be a good year 
for the merchants of this community 
who know and study their trade 
and their economics.” 


oe * * 


GORDON EVANS of Lewis & 
Reilly, Inc., Scranton, Pa., believes: 

“Business seems to be taking on 
a more substantial aspect. There 
seems to be more confidence that 
should result in increased sales. Of 
course, there is still the problem of 
re-employment confronting us and, 
unless this can be definitely and 
substantially improved, business will 
not make the progress that we hope 
for. 
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“The one thing that gives me 
most concern is the fact that the 
reputation of retailing is estab- 
lished by the conduct of many, 
many small retailers rather than by 
the performances of the big fellows. 
Unfortunately, the little fellow finds 
himself in such a position that he 
is not able to meet the standards 
that denote progress. 

“If the merchant is to reap the 
full benefits of the progress he so 
devoutly wishes for, he must place 
himself in the position of leader- 
ship and must be ready to show his 
disposition to go a step further in 
the settlement of the difficulties of 
reemployment. 

“I don’t feel pessimistic, but | 
do wish that retailers generally 
would strive to reach the high plane 
of leadership that can be theirs.” 


a ae e 


JOHN SLATER of New York says: 
“Possibly 1939 did not meet the 
figures that were expected in the 
prognostications of 1938, but who 
did not gather a world of experi- 
ence with new merchandise, new 
methods and new conditions. 


th 
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“As we enter the New Year let 
us study our promotions in an effec- 
tive manner. Your resources are 
your great friends, work with them 
in closer harmony than ever before. 

“The prospects of a better year 
for retailing of shoes is in the 
offing. Man your ship with neces- 
saries and be always ready to meet 
a call from other ports. And may 
the shoe retailers be rewarded in 
accordance with their anticipa- 


tions.” 
* * * 


PAUL KIRSH of J. W. Robinson 
Company, Los Angeles, says: 
“The shoe season of 1940 should 
be a prosperous and profitable one 
for Los Angeles merchants. Retail 
business is bound to feel the im- 
petus of increased earning in other 
industries. The public will have a 
keen desire to replenish their de- 


pleted shoe wardrobes, dated from 
the past seasons, with 1940's new- 
est shoes. 

“Los Angeles will attract a great 
many people to its many resorts, 
for the racing and for California 
travel, etc. It should enjoy one of 
its best Spring seasons. 

“Shoes must have plenty of 
Headline News. ‘Telling a Story’ 
will make the coming season a most 
satisfactory one. We must drama- 
tize our shoes to keep our rightful 


place as ‘tops’ in the fashion world. 
“I feel Los Angeles can look 
forward with confidence to the year 


ahead.” 


ae ay tt 


ARTHUR LIVERS of Frank Broth- 
ers, New York, says: 

“In the big annual Boot ANp 
SHOE REcoRDER number of 1939, I 
was quoted as saying the Spring of 
1939 looked very promising, that 
the Chinese and Japanese war 
would be over, the German situa- 
tion would be calmer and every- 
thing would be ‘jake.’ 

“I am asked again to state my 
views of the Spring of 1940. What 
a prophet! I'll keep quiet. So there 


you are and make the most of it.” 


* as * 


P AUL 0. KUEHN of South Bend, 
Ind., says: 

“The shoe business for 1940 will 
be very, very good. What will my 
share be in my community? Our 
aim here will be high because our 
manufacturers are busy and pay 
higher wages—with orders to keep 
them busy well into 1940. 

“The labor problem has _ been 
solved. There the answer is Yes— 
all agree it’s a ‘Problem.’ Never- 
theless, shoes will wear out and 
must be replaced. Footwear will go 
out of style, but not on our shelves. 

“We are confident the merchan- 
dise we are buying for 1940 is 
right, or else we wouldn’t spend 
our money for it. Our budget will 
be flexible—to meet weather con- 
ditions, ‘errors.’ ” 
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MARCUS RICE of Famous-Barr 
Company, St. Louis, Mo., writes: 
“I don’t remember a year since 
1929 that was not a merchant's 
year in the sense that the demand 
for merchandise has never caught 
up with production. All the big 
problems in the shoe industry re- 
































sulting in losses to the retailer are 
due to frantic efforts to merchan- 
dise or, in other words, to create 
a demand for goods. 

“As far as discussing the long 
range prospects, I’m not psychic, 
but I believe that alert merchants 
are operating strictly on a short 
term basis due to day-to-day un- 
certainties. 

“All that can be safely said is 
that a larger share of business will 
go to merchants who have adequate 
quantities of shoes, styled accord- 
ing to popular demand, when that 
demand presents itself. The profits 
will go to merchants who are watch- 
ing the style demand closely and 
who stop buying at the right time.” 


DAVID S. HIRSCHLER of Hof- 
heimer’s, Inc., Norfolk, Va., tells 
us: 
“We expect 1940 to be a rela- 
tively good year in our vicinity. 
Rising increases from steady em- 
ployment will create a greater de- 
mand for consumers’ wares than in 
previous years, and in view of the 
fact that this is election year, we 
look to 1940 to be on the up-grade 
rather than on a decline.” 


a * * 


BEN PHELPS of Shreveport, La., 
is of the opinion that: 

“Prospects for a banner year 
were never brighter than now. Out- 
side of a crop failure, or a drastic 
change due to political or war con- 
ditions, I really believe that next 
year will be a good one. Building 
is extremely active here, with fine 
prospects of continuing so through 
next year; and while I do not an- 


ticipate any phenomenal boom, | 
do think that even a most conserva- 
tive conjecture would be for excel- 
lent Mid-Winter and early Spring 


seasons.” 
te a Aa 


ALBERT WACHENHEIM, JR., of 
the Imperial Shoe Store in New 
Orleans tells us: 

“Unless there is a decided eco- 
nomic change in the country, the 
shoe business will continue just 
about as it has during the past 
year. The merchants should buy 
very carefully, and only order what 
pairage they are sure they can sell. 
Gambling on price rises is a very 
risky thing, and in the long run 
proves disastrous. 

“We seem to be in a more sane 
period of shoe styles, and while the 
total pairage from the retailer's 
point of view might be slightly off 
in sales, there should be a lot less 
grief and markdowns for the retail- 
ers. 

“If the retailer watches his stock 
very carefully, he should be able to 
keep it in a healthy condition, 
which for the coming season should 
be his chief concern. The focus has 
apparently been off footwear for 
this past season, but I hope during 
the coming Spring we can bring it 
back in that direction.” 


T, DUN. BELFIELD, of W. H. Stei- 

gerwalt’s, Philadelphia, Pa., says: 
“If the present improvement in 

industry is not actuated by the war 


in Europe but, on the contrary, is 
a normal change for the better in 
this country, then I am definitely 
sure that we will see a decided im- 
provement in the retail shoe busi- 
ness in the early Spring. 

“In our particular case, there has 
been no favorable reaction to date, 





but I understand that the re-em- 
ployed have started to spend money 
on necessities which naturally will 
react to the volume of the dealers 
handling cheaper priced shoes. On 
the other’hand, I feel that business 
will taper off at least to some ex- 
tent early next year, and we are 
being very cautious in our buying.” 


ae o te 


STEVEN J. JAY of R. H. Fyfe & 
Co., Detroit, Mich., says: 

“Looking into 1940 as an im- 
provement over 1939, will say that 
one can find in it much reason to 
be enthusiastic, especially as we 
feel that the period just passed 
through has been given over to lay- 
ing the groundwork for a more 
profitable. business, because of im- 
proved management methods and a 
more careful study of the market; 
also better study of sizes and price 
ranges. We predict a good year 
providing that strikes, etc., are well 
under control.” 








Shoe Clerk: “It's a sales idea | thought up for the boss.” 
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HOWARD COONLEY 








INDUSTRY’S 
MAJOR OBJECTIVES ... 


MIANY of the national holidays which we observe in 
America have had their earliest origins in other lands. 
But in each case the United States, out of its own ex- 
perience, has added some feature peculiarly its own. 

This fact was never more clearly illustrated than in 
the celebration of the two holidays that fall in the clos- 
ing months of 1939. On Thanksgiving Day we found 
occasion to be profoundly grateful for the blessings of 
peace which we enjoy while nearly a third of the civil- 
ized world is at war. Now, at Christmas time, we renew 
with increased meaning our old habit of celebrating the 
well-being which is outstandingly ours as a_ nation, 
through the symbol of bearing gifts to others. 

Surely no American will at the present time be in- 
clined to take lightly this nation’s blessings. This, then, 
is a period when we should examine our situation 
realistically in its relation to the rest of the world and 
in its probable effect on our own future. From the back- 
ground of each approach, what is the panorama that is 
spread before us? 

We find commerce and industry on the whole present- 
ing a reasonably cheerful outlook. There is perhaps 


by HOWARD COONLEY 
PRESIDENT, 
NATIONAL ASSOCIATION OF MANUFACTURERS 


some danger of a misguided war boom and of scattered, 
shortsighted profiteering. But industry, as evidenced by 
its policies so forcefully reflected in the words and deeds 
of its leaders and its associations, is alert to guard 
against unhappy tendencies of this sort. Certainly the 
present rising index of business activity cannot be 
ascribed directly to the European war. 

Let me explain briefly what I mean: 

It was not the prospect of war volume or war profits 
that shook production in industry out of the doldrums. 
It was the sudden realization that came to us, on a 
background of newly-awakened understanding between 
Government and business, that we were a favored nation 
in a world beset by grave difficulties. In other words, 
the picture of bitter reality brought so closely before 
our eyes by the European struggle served as a powerful 
reminder that our own problems were, after all, not 

[TURN TO PAGE 121, PLEASE] 
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A NEW DECADE IN PROSPECT 


HAT’S ahead? 
Most business men are asking themselves that 
question as this year of 1939 approaches its close. 

Let’s look into the crystal and imagine that another 
year has passed by. What do we see? 

We see that business will have gone ahead about as 
usual, no startling booms, and no collapse. 

Shoe production will have been about normal or a 
little better. 

Many concerns will have made good profits—some 
will have fallen by the wayside. 

New domestic and international problems will have 
bothered us, but we will have made remarkable progress 
in solving these problems. 

And in making the world a better place to live in. 

Government and labor will have seen the wisdom of 
bending a bit towards business rather than fighting 
against business. 

Industry—or business.-—will have made remarkable 


And 


progress in the appreciation and application of Public 
Relations. 

The American Way will have proven itself to be the 
better way, by far, and will have done an heroic job in 
pointing this better way to other nations that will be 
striving for economic balance. 

In short, 1940 will have been an active year, with 
very real progress made. 

And a new roster of individual success stories will 
have been recorded in this splendid industry of ours. 

So says the crystal. 

Boot AND SHOE REcoRDER believes intensely in the 
American Way, and will endeavor to interpret this faith 
in 1940 and in the new decade that lies ahead. 


FU Thee 


PRESIDENT 
BOOT AND SHOE RECORDER 





TEN years ago, in the month of December, the nation 
was beginning to rally from the violent shock of the 
stock market crash of October, 1929. The word “de- 
pression” had not yet found a place in the vocabulary 


of the average business man. Business itself had not 
suffered seriously up to that time, and such declines as 
had taken place were attributed mainly to the natural 
reaction following what had occurred in Wall Street. 
By Spring, it was freely predicted, both industry and 
the security markets would again be forging ahead. 
Prosperity seemed “just around the corner.” 

The wide divergence between those cheerful proph- 
ecies and what actually happened in 1930 and ensuing 
years has tended to make business men somewhat wary 
of attempts to forecast the future. It is recognized that 
too many such forecasts are based upon snap judg- 
ments and wishful thinking, rather than upon the ac- 


curate analysis of known facts. It is always so much 
easier to see a situation emotionally, and to be over- 
optimistic or unduly pessimistic, according to the mood 
of the moment, than it is to interpret the facts in a 
manner that is purely objective. 

But ten years of struggle against the most dishearten- 
ing difficulties that American business has faced since 
the founding of the Republic have at least tended to 
minimize the dangers of over-optimism. And so today, 
as we stand on the threshold of a new decade and face 
the future thoughtfully, we are perhaps more likely to 
magnify the problems and the difficulties that confront 
us than to minimize their gravity. There is little likeli- 
hood, it seems, that we shall repeat the error of assum- 
ing, as so many did in °29, that we can always count on 
good times as our rightful heritage or be assured of 
prosperity with scarcely an effort on our part. 





ITS 


This present war, whatever else it may have done, 
has exploded the last remnant of the comfortable old 
philosophy of “easy money,” once accepted without 
question by so many Americans. Remember how the 
buying orders piled up over that Labor Day week-end 
when war was declared, how the markets soared in those 
early days of September, with the prospect of quick, 
easy profits? And remember what has happened since 
then? Even war, it seems, hasn't the profit possibilities 
that it used to have, and in wartime as in peacetime, 
he who would profit in the future must combine the 
knowledge of when and how to act with the courage 
that prompts him to risk the hazards of enterprise. 


If we are to face the future intelligently, with a clear 
picture of the kind of problems we shall encounter and 
overcome in this new decade that lies ahead of us, we 
must utilize the experience we have gained in these past 
ten years, when so many of our preconceived ideas, be- 
liefs and practices have been so rudely challenged and 
subjected to such rigorous and searching re-examination. 

Perhaps the most hopeful sign that we can see on the 
horizon is the new faith that has emerged, in the funda- 
mental strength and soundness of the principles and in- 
stitutions upon which rest, not only the American Re- 
public, but also the economic structure of the nation. 

[TURN TO PAGE 228, PLEASE] 
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MORE SHOES FOR LESS MONEY 
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Many changes have taken place in the economic life 
of America since 1929. Most of these changes have 
made economic problems which seem almost impossible 
of solution. Some of the problems are new problems, 
some are old problems in a more intensified form, 
while still others are just old problems which have just 
begun to be recognized for what they are. The changes 
since 1929 have not all created new worries and bur- 
dens for the people of this country, however. Strange 
as it may seem many people in many ways were better 
off in 1939 than they were in 1929. The depression 
brought low prices and many of these low prices have 
remained despite the recovery that has been taking 
place irregularly since 1932. The consumer in many 


6 
1936 1939 


instances could get and did get more goods for less 
money in 1939 than he did in 1929. 

Shoes, one of the most important items of clothing, 
have proved no exception to this gain made by con- 
sumers. The consumption of shoes in 1939 reached a 
total of approximately 404,615,000 pairs or 50 million 
pairs more than in 1929. Part of this increase was obvi- 
cusly the result of the growth in population, a growth 
of almost 10 million between 1929 and 1939. But this 
does not account for all the gains in demand for shoes. 
In fact, only 42.3 per cent of the gain of 50 million pairs 
can be accounted for by the change in the country’s pop- 
ulation. The remaining 57.7 per cent was caused by a 

[TURN TO PAGE 114, PLEASE] 
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Untrammeled. Unbound and Unafraid 


WE are not going to lay this price freedom subject 
away in moth balls just because it is the holiday time 
of the year. So far we have pounded on the subject 
within the trade itself but the time has come to take it 
out of the trade and put it before the public. 

In mid-January we have been invited to address a 
very important group of women’s club executives. These 
leaders in the women’s club field, are beginning to play 
a real part in the economic talk of the nation. We 
propose to tell these women leaders, so that they in turn 
can tell their clubs, that price freedom at retail is an 
important topic for discussion in 1940. 

We believe that women should know that shoes can be 
built at any price. There is no law that shoes must 
be $1.99, $3.98, $6.50, $8.75, $10.50, etc. Those are 
“convenience prices,” made so by habit. “Habit is a 
cable. You weave a strand of it every day until at last 
you can’t break it.” 

Maybe a shoe at $3.98 is not the most for the money 
or the best for the purpose. Maybe in real values it is 
worth only $3.65. Or, because of well-balanced quali- 
ties necessary for that type of shoe, it should sell for 
$4.15. 

Why take away from women the thrill of buying pre- 
cisely what they want at the economic, right price? If 
we continue to standardize and total-ize our present 
system, we will be taking away from women that in- 
herent right of knowing what they are getting, com- 
paring it with something else and feeling that they are 
receiving for their money the best in shoes and service. 


I’ve got a feeling that we have actually taken 
out of retailing a priceless ingredient—consumer 
interest. Maybe the customers are interested in 
price freedom as well as they are in freedom of 
selection in this store or that, this material or 
that, this pattern or that, this color or that. You 
just can’t go on making American retailing a 
bookkeeper function. There’s a need of open- 
ing it up to the play of emotions that come in the 
thrill of shopping. 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


One of the strangest things in the shoe world today 
is the fact that there actually exists more price freedom 
in men’s shoes than there does in women’s shoes. The 
largest chain can push its prices up 15c. and there 
isn’t the slightest ripple of discontent from that store’s 
public. Another great named shoe pushes up from 
$8.75 to $8.95 and advertises so that the world can 
read—and not a single pair sale was lost by the rise. 
Men will buy shoes at all prices and part of the healthy 
life-stream of the men’s shoe business is due to the 
fact that it isn’t in a strait-jacket, an economic mad- 
house or a frozen morass. 

There is something economically lousy about a situa- 
tion where a $3.98 price has got to be preserved, despite 
hell and high water—particularly in women’s shoes 
where variants in cost make vicious the system of “build 
the shoe to a price.” Just because a $3.98 price ticket 
has got to be saved, the buyer goes to a factory making 
$2.98 shoes and says: “Grade them up on the soles. 
Put in a little better upper material. Make them so that 
we can give the public good value at $3.98—with a 
little longer profit to us, etc.” Well, you can’t make 
nightingales out of crows. Nor can you make table-run 
leather better by mandate. 


There is no real excuse for making the Ameri- 
can shoe business a slave to price. The funniest 
angle to all this comes from one operator who 
said: “I can’t trust my help. I wouldn’t dare have 
two prices in my store. The clerks would give 
the customers the $2.98 shoes, collect $3.98, pocket 
the difference—and because the shoes are not 
stamped with the prices, we would never know 
the difference at headquarters.” If that isn’t the 
last word in total-ism! You can’t do it in shoes 
but in every grocery store in America they sell 

[TURN TO PAGE 210, PLEASE] 




















jAY 


( Below/ I 
Nationa Zoot ané 
Manufacturer® 


Shoe 
on 


{ssociatl 











HARRY E. 
FONTIt S 
Below’ »resid ent 
Nationa Shoe Retail- 
ers {ssociatio® 


FREDERICK 1. MI 
I 











CARL BURGSTAHLER DAVID S. HIRSCHLER STANLEY HEALD WEIR STEW ART 


5 on 40 AT THE FRIR 


ALKER T. DICKERSON LOUIS F. TUFFLY ALFRED J. PAULY L. V. HERSHEY JOSEPH T. GEUTING, JR. 














BOOT anv SHOE RECORDER, December 23, |939 


EXHIBITORS IN CHICAGO 
AT INDUSTRY’S GREATEST SHOW 


Acme Shoe Co.... 
Cleveland, Ohio 
Acme Shoe Mfg. Co. 
Clarksville, Tenn. 

Adams 
Pittsfield, N. H. 
Adams Shoe Mfg 
Webster, Mass. 
Adler-Jones Co 
Chicago, Ill. 
Advance Shoe Co., I 
Chicago, Ill. 


Advance Woolskin Shoe Co.... 


Chicago, 
Air-Ku ~ Shoes, Inc... 
Cincinnati, Ohio 
Air Step Shoe Coe « 
St. Louis, Mo. 
Air-Tred Shoes 
Auburn, Me. 
Alden, C. H., Shoe Co.. 
Brockton, Mass. 
Algy ae Co. 


Evere Mas 
Allen Edtnonde "thee Corp 


Belgium, Wis. 
Allen Shoe Co., Inc. 
Haverhill, Mass. 


ROOM 
-1203A 


..-Booths 15-16 
- 1053-1054 
1137A 

. .835A-836A 


. .801A-802A-810A 


Allied Shoe Co. 
Elgin, Ill. 

Altman Bros. Shoe Mfg. Co., 760A-761A-762A 
Cincinnati, O. 

American Maid Shoe Co.... .1314A 
Mundelein, IIl. 

American Playshoe Co., Inc... . 1215A 
New Bedford, Mass. 

American Shoemaking 1132A 
Boston, Mass. 

Ansin Shoe Mfg. Co. 
Athol, Mass. 

Armstrong D. & Co., I 
Rochester, N. Y. 

Armstrong Cork Co.... 
Lancaster, Pa. 

Arnold Bros. & Co 
East Weymouth, Mass. 

Arnold, M. N., Shoe Co. 
South Weymouth, Mass. 

Ascutney ~ = bcc 
Hudson, 

Athletic ong Co., The 
Chicago, Ill. 

Atkinson Shoe Corp..... 
Boston, Mass. 

Atlantic Footwear Co., Inc. 
Passaic, J. 


- § 1104-1105-1106 
1 1107-1108 
. .735A-736A 


933A-934A 


615A-617A 
1161-1162 


1218-1219-1220 


ROOM 

Ault-Williamson Shoe Co.... . . 733A-734A 
Auburn, Me 

Avon Sole Co oes 759A 
Avon, Mass. 


B. & B. Shoe Co.... 
Chicago, Ill. 

B & W Footwear Co., Inc 
Webster, Mass. 

Mian Glove & Steger Co 


Bally, 


Bancroft Walker Co., Rooms 1-2, Third F 
Waltham, Mass. 
Banister, James A., Co. 
South hog aad Mass. 
Banner Shee Co. 
Dover, N. H. 
Banner Slipper Co., Inc 
enesteie Pa 
Baris Shoe Ae "hee. 
New York, Y. 
Barker Moccasin Co. 
Lewiston, Me. 
Barnett roy Co. 
Brookl N. 
Barr & Bioomfeld Shee Mfg. Co. 
Seabrook, N. 
Barrett Shoe - 
Frankfort, Ky. 


- 1103A-11 
1311-13 


Bates Shoe Co.... 
Webster, Mass. 
Beach & Play Shoes, Inc. 
New York, N. Y. 
Beaudin, L. E., Shoe Co... 
Hanover, Pa. 
Beau Peep Products 
Chicago, Ill. 
Becker Corp., The 
South Norwalk, Conn. 
Beckerman Shoe Corp.. 
Boyertown and Kutztown, Pa. 
Bedford Shoe Co. 
Carlisle, Pa. 
Belcher, Geo. E., Last Co. 
Stoughton. Mass. 
Belle-Craft Slipper Corp. 
Brooklyn, N. Y. 
Belle Meade Shoe Co.... 
Nashville, Tenn. 
Belleville Shoe Mfg. Co.... 
Belleville, Ill. 
Best Shoe Co., Inc... . 
Boston, Mass. 
Beverly Shoe Co., Inc. 
Lowell, Mass. 
Bickford Shoe Co... 
Boston, Mass. 
Billiken Shoemakers (Div. of Craddock 
Terry Shoe Corp.) ... 821A 
Lynchburg, Va. 
Bloom Bros. Co... 
Minneapolis. Minn. 
Bloom Ease Slipper... 
Minneapolis. Minn. 
Blue Ribbon Shocemakers, 
804A-805A-806A-807A-808A 
St. Louis, Mo. 
Blum Shoe Mfg. Co. 
Dansville, N. Y. 
Bond Shoe Co. 
New York, N. Y. 
Boot & Shoe Recorder... 
New York, N. Y. 

Boot & Shoe Recorder Daily... .....1408 
Bostonian Footsaver Shoes 512A-513A 
Whitman, Mass. 
Bourbeuse Shoe Co... 

Union, Mo. 
Bourque Shoe Co. 
Raymond, N. H. 
Box Wraps, Inc.... 
St. Louis, Mo. 
Boyd-Welch, Inc., 
1012A- 1013A-1039A-1040A-1050A 
St. Louis, Mo. 
Bradford Shoe Co. 
Hampton, N. H. 
Brauer Bros. Shoe Co.. { 1002-1003-1004-1005 
St. Louis, Mo. ) 1006-1007-1009-1010 
Brentwood Shoe Co. hin 1354 
East Kingston, N. H. 
Bridgewater Workers Co-Operative As- 
sociation, Inc. 1234 
Bridgewater, Mass. 
Brilliant Bros. Co. 
Boston, Mass. 
Bristol Shoe Co. 
Boston, Mass. 
British Walkers 
Chicago, Ill. 
Brooks, William, Shoe Co., The, 1231A-1232A 


Nelsonville, 
Brown Shoe Co. . ( 800-803-811-803A 
) 809A-811A-1024 
. . «+. . 1239-1240 


931A-938A 


. 837-838 
.1118-1119-1120 
909A-Booth 11 


902A-910A 
.1317A 


St. Louis, Mo. 
Brown, David, Shoe Co. 

Baltimore, Md. 
Brown, H. H., Shoe Co., Inc. .. 

Worcester, Mass. 


722-728 


aH ©& 86 6 86 & wo oD 
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NATIONAL SHUE FA 


JANUARY 2 - TUESDAY THROUGH FRIDAY - JANUARY 5 
STEVENS HOTEL CHICAGO 


ROOM 


rg, A. s.. Pk eae 
Boston, Mass. 
tron Shoe Co., Farmington, N. H... .1305 


lifornia Casuals, Inc. 921 
.os Angeles, Calif. 
lifornia Coolees For Men 
os Angeles, Calif. 


Bi 

B 

c 

Cc 921 
C.lifernia Shoes, Ltd. 

Ca 

Cc 

Ca 

Cc 


. .951-952-953 
Los Angeles, Calif. 
mbridge Rubber Company... 
Cambridge, Mass. 
meron, A. M., C 
Chicago, Ill. 
meron Co., 
Chicago, Ill. 
ntilever-Ground Gripper Shoes 
Pertsmouth, Ohio. 
Capitol Shoemakers 
St. Louis, Mo. 
Carlisle Shoe Co. ...... 


Carlisle, Pa. 
Carmo Shoe Mfg. Co. .... { 1000-1001-1007A 
Carthage, Mo. ) 1009A-1010A 
Carry-Pack Carp. .....-ccccsccces Booth 19 
Chicago, Ill. 

Central Slipper Co., 
Harrison, N. 

Champion sy Mfg. Co. 
New York, N. Y. 

Charing Cross Shoes, Ltd. 
New York, N. Y. 

Charlsam Footwear Corp.. 
Brooklyn, N. Y. 

Chelmsford Shoe Co.. 
Derry, N. H. 

Clapp, Edwin & Son, Inc. 
East Weymouih, Mass. 

Clark Shoe Co. 
Auburn, Me. 

Clayton, A. C., Printing Co. 
St. Louis, Mo. 

Clickstein Shoe Co. 
Boston, Mass. 

Cohen, L, & Sons... 
Boston, Mass. 

Cohen, M. & Sons Shoes, Inc. 
Brooklyn, N. Y. 

Colby Shoe Mfg. Co. 
Freeport, Me. 

Cole, B. ~— _ 
Norway, M 

Cole, Rood & Haan Co. 
a ag I. 

Colella, sid 
Heer, Mass. 

Collins- Morris Shoe Co. ... 
St. Louis, Mo. 

Colt-Cromwell Co., Inc. 
Boston, Mass. 

Comfort Sandal Mfg. Co., Inc. 
Long Island City, N. 

Comfort Slipper Corp. 
Fitchburg, Mass. 

Commonwealth Shoe & Leather Co..512A-513A 
Whitman, Mass. 

Compo Shoe Machinery Corp. 
Boston, Mass. 

Conformal Footwear Co. 
St. Louis, Mo. 

Connell, J. M., Shoe Co., Inc.. 
South Braintree, Mass. 

Connolly Shoe Co. 
Stillwater, Minn. 

Conrad Shoe Co.... ee 
North Abington, Mass. 

Consolidated National [{ 1302A-1303A-1304A 

Shee Corp. ...... | Soeareeenaceeeea 

Boston, Mass. 1308A-1309A-1310A 

Consolidated Slipper Corp. 
Bombay, N. Y. 

Continental Shoe Corp 
Portsmouth, N. H. 

Coon, W. B., _ sé 
Rochester, N. Y. 

Corcoran, Joseph F., Shoe Co., I 
Stoughton, Mass. 

Cornelia eters, Mfg. 
New York, 

Coronet Shoe , 2A 
Haverhill, Mass. 


-Booth 17 
Booth 20 
The 


2305A-2306A 


Ime. ... 


errr T 914A-955A 
.1210 
-1231 
. .2356A 


1221A-1222A-1223A 
749-750 


. 812-813 
633 


1128 


1300-1301A 

. -701-754A 
2312A-2357A 
557 


Corp. 


Manchester, N. H. 

Creative Footwear 
Boston, Mass. 

Crescent Shoe Co.... 

_ New York, N. Y. 

Crosby Square, The House of 
Milwaukee, is. 

Crystal Fixture Co... 
Chicago, Ill. 

‘urtis Shoe Co., Inc... .. 
Marlboro, Mass. 
Curtis-Stephens-Embry Co. .. 
Reading, Pa. 

“ushman, Charles, Co.. 
Auburn, Me. 


.Booth 7 
1255A-1256A 


Dainty Maid Shoe Co. .1162A-1163A 
Haverhill, Mass. ° 

Daly Bros. Shoe Co., Inc..1404A-1405A-1406A 
Boston, Mass. 


ROOM 


Danvers Shoe Co., Inc. .626 
Manchester, N. H. 
Darling, L. A., Co. 
Bronson, Mich. 
Darlington Fabrics Corp. 
New York, We 
Dartmouth Shoe Co. 
Brockton, Mass. 
Davidson Shoes 
Nashville, Tenn. 
Davis, H. E., Shoe Co. 
Freeport, Me. 
Devine & Yungel Shoe Mfg. 
Harrisburg, Pa. 
Dewey and Almy Chemical Co. 
Cambridge, Mass. 
Diamond Shoe Co. 
New York, N. Y. 
Dickerson, Walker T., Co., The, 
North Assembly Room, 3rd Floor 
Columbus, Ohio. 
Dine Shoe Corp. ee 
Wakefield, Mass. 
Dodd, Dorothy, 
Shoe Co. 
St. Louis, Mo. 
Doerman Shoe Mfg. Co. 
South Milwaukee, Wis. 
Dominion Shoe C 
Nashville, 
Douglas, W. 
Brockton, 
Dover Shoe 
Dover, N. H 
Doyle Shoe . 
Brockton, Mass. 
Drew’s Arch-Rest Shoes 
Lancaster, Ohio. 
Drew’s Foot-Friend Shoes. 
Lancaster, Ohio. 
Drexsage, L., & Co., Inc.... 
New York, N. Y. 
Dunn and McCarthy, Inc... | 703-704-705-706 
Auburn, ) 707-708-709 
Duplex Soles .. 759A 
Avon, Mass. 


.Booth 22 

Booth 10 
734-735 

509A 

1139A 

Co. 860-861-862 


(Darex) .1100 


1154 


| 939A-940A-950A-951A 
) 952A-953A-954A 


650 

716 

637A 

1356A 

1316A 
.-721A-723A 


.1337A-1338A 


859A-860A-861A 
1359A-1360A 


Eagle Shoe Mfg. Co.. 
Everett, Mass. 

Eastern Footwear Corp.. 
Dolgeville, N. Y. 

Eaton, Charles A., Co. 
Brockton, Mass. 

Edgewood Shoe Factories 

General Shoe Corp.) 

Atlanta, Ga. 

Edwards, J., & Co. 
Philadelphia, Pa. 

Elam, F. S., Shoe Co. 
Rochester, N. Y. 

Elfskin Corp. 
Worcester, Mass. 

Elite Shoe Co.... 
Framingham, Mass. 

Emerson, A. E., Shoe Co... 
Worcester, Mass. 

Empire Last Works... 
Rochester, N. Y. 

Empire Specialty Footwear Co... 
Endicott, N. Y. 

Endicott Johnson Corp. 
Boston, Mass. 

Endicott eg Corp.. 
Endicott, N. 

Enna Jettick Shoes, Inc. 
Auburn, N. 

Ennis, John, Ine, 
Brooklyn, N. Y. 

Ephrata Shoe Co., Inc.. 
Ephrata, Pa. 

Evangeline Shoe Mfg. 
Manchester, N. H. 

Excel Shoe Co. 3 
Lynn, Mass. 


520 


(Division of 
711A-712A-713A 


- 700-701 A-702A 
1038A 

.1152A 
1259A-1260A 
1335A-1336A 


{ 439A-440A 
| 452A-453A 
. .643A-648A 

.643A-648A 


703-704-705 


739A-740A 
.532 Booth 13 
.529 

. .831A-832A 


Columbus, Ohio. 
Fairy Forms... 
Auburn, N. a. 
Farmington Shoe Mfg. 
Do H. 


over, 
Fashion Bilt Shoe Co. 
Pontiac, Ill. 


ROOM 


Feder-Gregg Shoe Co., Inc., 753A 
Cincinnati, Ohio. 

Fein & Glass, Inc. 
Reading, Pa. 

Felters Co., Inc., The 
Boston, Mass. 

Fern Shoe Co., The 
Hollywood, Calif. 

Ferris Shoe Mfg. Co., Inc. 
Souderton, Pa. 

Field and Flint Co. 
Brockton, Mass. 

Firestone Rubber & Latex Products 

Co. o< Booth 14 

Fall River, Mass. 

Fisher Shoe Co. 
Hudson, Mass. 

Fitz Bros. Co. 
Auburn, Me. 

Five Star Shoe Co. 
Long Islapd City, N. Y. 

Fleisher Shoe Co. 
Manchester, N. H. 

Florsheim Shoe Co. 
Chicago, Ill. 

Foote, John, Shoe Co., The 
Worcester, Mass. 

Forest Park Shoe Co. 
St. Louis, Mo. 

~~ ee Corp. 
New York, N 

Fortune Shoes 
Nashville, Tenn. 

Frank Shoe Mfg. Co. 

ilwaukee, Wis. 

Franzen Shoe & Slipper Co. 
Worcester, Mass. 

Frederick-Speier Footwear, Inc. 
Norwalk, Conn. 

Freedlender Shoe Co. 
Haverhill, Mass. 

Freeman Shoe Corp. 
Beloit, Wis. 

Freeport Shoe Mfg. Co. 
Freeport, Me. 

Friedman-Shelby Shoe Co. 
St. Louis, Mo. 

Frye, John A., Shoe Co. 
Marlboro, Mass. 

Fulton Leather . Co. 
New York, 


916-917 

1318 
1050-1051-1052 
1156 
619A-620A 


1321-1322-1323 
553 

729A 

1150 
504-505-507 
1329 


| 804-805-806 
) 807-808-809 
1166A 


507A 

851 

816 
1166-1167 
-1332A 
1400-1401-1401A 
.1140A 
918-919-920 
903A 

632 


Gaffney-Sulkis Shoe Co. 1235A-1236A 
Boston, Mass. 
Gale Shoe Mfg. Co. 
North Adams, Mass. 
Gardiner, T. W., Co. 
Lynn, Mass. 
Gardiner Shoe Co., 
Gardiner, Me. 
Garfield & Rosen 
Boston, Mass. 
Geller, Andrew, Shoe ) te. Co. { 2301A 
Inc. ; ) 2302A 
Brooklyn, 'N. . 2 
General Cork Co 
Brooklyn, N. Y. 
General Shoe Corp. {| 502A-504A-505A-507A 
Nashville, Tenn. ) 509A-560A-628-629-716 
General Tire & Rubber Co. 827A 
Mechanical Goods Division 
Wabash, Ind. 
Gerber Shoe Co., 
Lawrence, Mass. 
Gerberich-Payne Shoe Co. 
Mount Joy, Pa. 
Gil-Ash Shoe Co... 
Fitchburg, Mass. 
Gilbert Shoe Co., The... 
Thiensville, Wis. 
Givren, « Shoe Co., Inc. 
Rockland, Mass. 
man, H. C., Co., The 
Columbus, Ohio. 
Goldberg Bros. : 
Haverhill, Mass. 


710-712 
553 
The .1107A-1108A 


1257A-1258A 


1365A 


Inc. 1216 
639A-640A 
624-625 

713 

550 
704A-705A-706A 
1217-1228 
1159A-1160A 
1330 

. 1239A-1240A 


Gold Seal Rubber Co. 
Middletown, Conn. 
Goldstein, Julius, & Sons Co. 
Boston, Mass. 
Goldstein, 5S. 
Boston, Mass. 
Goodwill Shoe Co. 
Holliston, Mass. 





[94] 


Gordon, Reuben, Shoe Co., Inc. 
Philadelphia, Pa. 

Gotham Shoe Mfg. Co. 
Binghamton, N. Y. 

Grand Shoe Co., Inc.. 
Haverhill, Mass. 

Gray Bros. Shoes, Inc..621A-622A-623A-624A 
Syracuse, N. 

Great Eastern Shoe Co 
Boston, Mass. 

Great Northern Shoe Co.... 
Manchester, N. H. 

Green-Barr Shoe Co..... 
Lowell, Mass. 

Green, Daniel, Co.... 
Dolgeville, N. Y. 

Green Shoe Mfg. Co. 
Boston, Mass. 

Green, W. S., Co. 
Williamsport, Pa. 

Gregory & Read Co.... 
Lynn, Mass. 

Grossman Shoe Co., Inc..... 
Parkersburg, W. Va. 

Grosvenor, C. A., Shoe Co. 
Worcester, Mass. 

Groves Shoe Co... 
Chicago, Il. 


- 


1155A-1156A 
.1138A 


.1126A-1127A 

. .651A-653A 

. .630A-632A 
.-1110A 
656A-657A 
760-761-762 
1324-1325 

. 1204-1205-1206 


Hagerstown Shoe & Legging Co........766A 
Hagerstown, , 
Hagerty, P., Shoe Co., The 
ashington Court peneners Ohio. 
Hallowell Shoe Co.. 
Hallowell, Me. 
Hamilton-Scheu & Walsh 
Bee GOs ccccssee 
St. Louis, Mo. 
Hanan & Son, Inc. 
New York, N. Y. 
Hannahsons Shoe Co 
Haverhill, Mass. 
Harvard Shoe Co. 
Rochester, N. H. 
Hazzard, R. P., Co.... 
Augusta, Me. 
Headway Shoe Corp..... 
Webster, Mass. 
Hecker Products Corp. 
Indianapolis, Ind. 
Heilbrunn, J., & Sons. . 
Rochester, N. Y. 
Herbst Shoe Mfg. Co. 
Milwaukee, Wis. 
Hermal Shoe Co.... 
Everett, Mass. 
Hevwood Boot & Shoe Co 
Worcester, Mass. 
Hide and Leather and Shoes 
Chicago, Ill. 
Highland Shoe, Inc. 
Lewiston, Me. 
Holland-Rac‘ne Shoes, 
Holland, Mich. 
Holly Shoe Co. 
Littleton, N. H. 
Holmes, Stickney & Walker, Inc.. 
Portland, Me. 
Holtz, Herbert, Shoe Co 
Haverhill, Mass. 
Horn & Short 
Natick, Mass. 
Horwitz, Vincent, Co., Inc. 
toona, Pa. 
Hubbard Shoe Co. 
Milwaukee, Wis. 
Hubbard Shoe Co., Inc... 
Rochester. N. H. 
_ es. ocacakde 824A-825A-826A 
. Ta. 
Huntington Shoe Co., Inc.... 


Huntington, Ind. 
Huth & J { 714A-715A-716A-717A 
Shoe Co. .. 1 718A-719A-720A 
Milwaukee, Wis. 
Hyde, A. R., & Sons Co. 
Cambridge, Mass. 


. 612 
. 1339-1340 


{ 1041A-1056A 
- 1 1057A 


.1051A-1052A 


. 539 
.1238 
Booth 18 
-1212 
..742 


Inc 
1113A-1114A 
622-623 
. 1366-1367 
1153A-1154A 
1139-1140 
. 560 
1318A-1319A-1320A 


. 931 


-1101-1102 


Ideal Shoe Mfg. Co. . .645 
Milwaukee, Wis. 
Inter-Allied Slipper Co., 
Jersey City, N. J. 
International Shoe Co 
Manchester, N. H. 
iqwentene Shoe Machine Corp. 
ambridge, Mass. 
Interstate Shoe Co. 
Manchester, N. H. 
Interstate Slipper Co., 
sthampton, Mass. 
Ireland, R. B., C 
Dover, N. H. 


.1261 
539A-660A-661A 
.- Booth 1 

660A 


1111-1112-1158 
.1203 


Jacob, H., & yw Inc 
Brooklyn, N 3 

Jacobson, ie 
Boston, Mass. 

James Shoe Mfe. Co... 
Milwaukee, Wis. 

Jarman Shoe Co 
Nashville, Tenn. 


963-2313 
. 505A 
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ROOM 


Jay Shoe Mfg. Co. . 1221-1222-1223 
Cambridge, Mass. 
Jefferson 
St. Louis, Mo. 
Jerro Bros. ... 
New York, N. a 
Jersey Footwear, Inc. 
Passaic, N. J. 
Johansen Bros. | SIBA-s20A-921 A-pa2A 


855A 


Shoe Co. ee 919A-920A-921A-922A 

St. Louis, ‘Mo. 923A-924A-925A-926A 
| 928A-929A-930A 

Johnson-Baillie Shoe Co 
Millersburg, Pa. 

Johnson, Stephens fe eee 4 

& Shinkle 826-828-829-830-839 

St. Louis, Mo. i= = 


1119A 


Johnston & J eed 
Newark, N 

Jones & Vining, Inc... 
Montello, Mass. 

Joyce, Inc. 
Pasadena, Calif. 

Julian & Kokenge Co. 
Columbus, Ohio. 

Juvenile Shoe Corp, The 
St. Louis, Mo. 


. 600-601 A-602A 
609A-612A 


{ 1056-1057-1058-1059 
1 1060-1061-1062 


515A-517A-519A-520A 
743-744-748 


Kane, Dunham & 
Kraus, Inc. 

St. Louis, Mo. 
Keith, George E., Co. 
Brockton, Mass. 
Keith, Keith & McCain. . 

ockland, ass. 
Kennebunk Welts Co. 
West Kennebunk, Me. 
Kesslen Shoe Co...... 
Kennebunk, Me. 
Kesslen Shoe Co... . 
Biddleford, Me. 
Keystone Slipper Co... 
Philadelphia, Pa. 
Kidskin Group ‘ 
New York, N. Y. 
Kimel Shoe Corp. 
Claremont, N. H. 
Kingston Shoe Co 
Nashville, Tenn. 
Kirkendall Boot Co... 
Omaha, Neb. 
Kirsch-Blacher Co., 
New York, N. Y. 
Klev-Bro Shoe Co., 
Derry, N. H. 
Kleven Shoe Co.. 
Spencer, Mass. 
Knight Slipper Mfg. 
Brooklyn, N. Y. 
Knipe Bros., Inc... . 
Ward Hill, Mass. 
Koss Shoe Co., 
Auburn, Me. 
Kreider, A. S., Co., The.. 
Lebanon Co., Palmyra, Pa. 
Kreider, A. S., Shoe Co., The 
Annville, Pa. 
Kreider, A. S., Shoe Mfg. Co. 
Elizabethtown, Pa. 
Kreider’s, W. L., som, Mfg. 
Co., Inc. ‘ 
Palmyra, >. 
Krentler Bros. 
St. Louis, Mos and Milwaukee, Wis. 
Krippendorf Dittman Co., The.......657-814 
Cincinnati, Ohio. 
Kyros, P.. Shoe Co., Inc 
Lynn, Mass. 


. § 1333-1334-1335 
) 1336-1337-1338 
1336 


731A-732A 
.Foyer-Grand Ballroom 


Inc... . . 1258-1260 


- 1307-1308 


Inc. 
.1121A-1122A-1123A-1124A 


Corp. 751 


. 546 

. 546A 

. 856A 
812A-814A 

. 813A 
tan 


..-553 


Laconia Shoe Co. 
Laconia, N. H. 
Laganas, Chris, Shoe Co 
Lowell, Mass 
Laird-Schober- By Colella 
Haverhill, Mass. 
Laird, Schober Co., Inc. 
Philadelphia, Pa. 
Lambertville Rubber Corp. 
Rock Island, Ill. 
Lancaster Shoe Co... 
Elizabethtown, Pa. 
Landis Shoe Co.... 
Palmyra, Pa. 
Langer-Lippman Co... 
Boston, Mass. 
LaValle, I : 
New York, N. Y. 
Lebon Shoe Co.... 
Malden. Mass. 
Lederer Co., be 
New York. 
Leighton’s, Fa. re Imports 
New York, Y. 
Lennox Bags . 
St. Louis, Mo. 
Lenox Shoe Co. 
Freeport, Me. 
Lester Shoe Co., I 
Chelsea, Mass. 
Levine, Al & Sol 
Boston, Mass. 


1207-1208 
2339-2340 

1214 
-Booths 4, 5, Room 1011A 
.1209A 
.8, 3rd Floor 


.1230-1238A 


ROOM 
-1119A 


. -758A 
1160 


Levi-Weiss Sales Co 
Chicago, Ill. 
Lima Cord Sole & Heel Co., The... 
Lima, Ohio. 
Lincoln Shoe Co.... 
Haverhill, Mass. 
ion Shoe o 3 
New York, N. 
Lippert Bros. “J 
rooklyn, N. Y. 
Little Falls Felt Shoe Co.. 
le Falls, N. Y. 
Lockwedge Shoe Corp. 
Columbus, Ohio. 
Longini Shoe pits. Co.. 
Cincinnati, Ohi 
Lorman, Shoe Stylist (Pullovers) . 


New York, N 
Louis Shoe —S 1133A-1134A 
1218A-1219A-1220A 


1236 
-1LL1A-1158A 
664A 

. .604A-605A-606A 
. -B36A 
1055 


Amesbury, Mass. 
Lown Shoes, Inc 
Auburn, Me. 
Lucey, John E., Shoe Co. 
Middleboro, Mass. 
Lucille Footwear Co. 
Williamsport, Pa. 


Mackey, J., & Son 
Jersey City, N. J. 
Maine oes, Inc... . 
Auburn, Me. 
Maistrosky, S. J., Inc. 
oston, Mags. 
Manistee Shoe Mfg. Co.... 
Manistee, Mich. 
Manning-Gibbs Shoe Co. 
Worcester, Mass. 
Marilyn Sandal Corp. 
Stoneham, Mass. 
Marks, L. V., & - Co., 
Cincinnati, Ohio. 
Marshall, Meadows & Stewart, Inc. 
Auburn, N. Y. 
Martin-Tickelis Shoe Co.... 
Ipswich, Mass. 
Martin- \ ag ag Shoe Co. 624A 
Brooklyn, N. Y. 
Masterbilt Shoemakers (Div. of Crad- 
dock-Terry Shoe Corp.)...... 537 
Lynchburg, Va. 
Mathes, I., & Sons, Shoe Co. . 1232-1237 
St. Louis, Mo. 
Maybury Shoe Co .1035A-1036A 
718-719-720 
. .736 


732-737 
601-602 


Rochester, N. H. 

Mayer, Fred H., Shoe Co.... 
Milwaukee, Wis. 

Mayer-Herman Co. ... 
Brooklyn, N. Y. 

Mayville Shoe Corp. 
Mayville, Wis. 

Mears, F. W., Heel Co. 
Boston, Mass. 

Meis, Charles, Shoe Mfg. Co., The .618-619-620 
Cincinnati, Ohio. 

Melrose Slipper =<) I 1311A-1358A 

1027 


. 1315 
. 1362 


Little Falls, 

Mendle Printing Co...... 
St. Louis, Mo. 

Menihan, J. G., Corp. 
Rochester, N. Y. 

Mercury Cordovan Sandals. . 
Brooklyn, N. Y. 

Metro-Craft Shoe Co.. 
Manchester, N. H. 

Metropolitan ‘Shoemakers, Inc.. 
Chicago, Ill. 

Meyer, Frank C., Co., Inc. 
Brooklyn, N. 

Middletown Footwear, Inc. . 751 A-752A 
Middletown, N. Y. 

Mid-States Shoe Co.......  .644-645-646-648 
Milwaukee, Wis. 

Midwest Shoe & Slipper Mfg. 
Chicago, Ill. 


Milford, Mass. 
Milius Shoe Co... . 
St. Louis, Mo. 
Miller, ~_ ~ & Co., Inc. 

Akron, Pa. 
Miller, L.. & Sons, Inc.. 
Long Island City, N. Y. 
Miller Shoe Co., ere 
Cincinnati, Ohio. 


. 928-929-930 
. -960 

. 661A 

. -935A-936A 
. 915-1303 


{ 912-913-914-938-939-940 
) 950-954-955-956-957 
1123-1124 


. .2301-2302-2310 


. .857A-858A 

Milton Shoes, Inc. .1366A-1367A 
Methuen, Mass. 

Milwaukee Shoe Co........ ..... ..757A 
Milwaukee, Wis. 

Minor, W., & Son, Inc.... 
Batavia, N. Y. 

Mitchell Shoe Co... 
Biddeford, Me. 

Modern Miss . 
Milwaukee, Wis. 

Monarch Shoe Co.... 
Chicago. Ill. 

Monarch Shoe Co., Inc 
Cambridge, Mass. 

Mondl Mfg. Co., Inc., The... 
Oshkosh, Wis. 

Moose River Moccasins 
Old Town, Me. 


(TURN TO PAGE 120, PLEASE) 
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N.8S.T.A. WANTS FEWER STYLE SHOWS 


f nereasing Number of These Affairs Through- 
out Country to Be Discussed at Annual 
Convention in Chicago, Friday. January 


5. Following Meeting of Board of Governors 


HENRY 0. THORSON 


President, National Shoe Travelers’ 
Association 


THOMAS A. DELANY 


Secretary-Treasurer, National 
Shoe Travelers’ Association 


THE multiplicity of style shows in all parts of the under way some time during the afternoon of Janu- 
country which, with the years, have shown a tendency ary 5, following a meeting of the Board of Governors 
to increase rather than decrease, and even to overlap which is to be held at 2 p. m. Presiding will be the 
in the dates on which they are held, poses a problem association president, Henry O. Thorson, of Minne- 
which will be the subject of much discussion when the apolis. It will adjourn some time on the following day, 
National Shoe Travelers’ Association holds its annual the exact hour to be determined by the facility with 
convention in the Hotel Morrison, Chicago, on January which the business of the convention is dealt with. 
5 and 6. It is the feeling of many members of this During the year just ended there has been a decided 
association that these style shows should be reduced in gain in membership, and a larger-than-usual attendance 
number, either by consolidation or by the outright aban- at the convention is expected. 
donment of some of them. Achievements of the year include the work of the 
As it is now, they argue, salesmen are frequently Placement Bureau which has been instrumental in plac- 
forced to leave their territories and travel long distances ing a number of association members; the work of the 
in order to attend these shows; that they are put to Legal Department in adjusting satisfactorily, and with- 
extra expense because of them; and that time thus lost out recourse to court procedure, disputes which have 
can never be made up. Not infrequently, they say, it arisen between travelers and manufacturers or whole- 
results in a loss of business, rather than a gain. If a salers by reason of claims for commission or withheld 
decision is reached to launch a campaign against the orders; the drafting for all members of a specimen 
continuance of this multiple-show practice, members of contract which is fair to both parties and designed for 
the association hope for the cooperation of the National use when a new line is taken on by a salesman; advice 
Boot and Shoe Manufacturers’ Association, as well as and assistance in solving problems which have arisen 
that of the National Shoe Retailers’ Association. under the Social Security Act; and the successful pro- 
The convention of the travelers this year will get [TURN TO PAGE 121, PLEASE] 





Bele it , 


P.anannn 


e+. -* 
-#e°-* ‘ 
rem 4 we 
— tt ey sell sellin ts cee ele 


TUESDAY, JANUARY 2—12:25 Noon 
OPENING MEETING AND JOINT LUNCHEON 
NATIONAL SHOE FAIR 
12:25 o’clock—Grand Ballroom—Stevens Hotel 
(2nd floor) 
Luncheon Tickets $1.00 On Sale 11:30 A. M. Entrance 
of Ballroom 
HARRY G. JOHANSEN, Presiding 
Chairman, National Shoe Fair 
Harry G. Johansen 
RETAILERS Harry E. Fontius 
President, National Shoe Retailers Association 
MANUFACTURERS Frederick A. Miller 
Chairman of the Board, National Boot & Shoe 
Manufacturers Association 


OpeNING OF NATIONAL SHOE Fair 


TRAVELERS Henry Thorson 
President, National Shoe Travelers Association 


Presenting 
DR. GEORGE H. GALLUP 


AMERICAN INSTITUTE OF PUBLIC OPINION 


TUESDAY EVENING, JANUARY 2—8:30 P.M. 
STYLE SHOW 
8:30 P. M. 
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OFFICIAL PROGRAM 
NATIONAL SHOE FAIR 


Jointly Sponsored by 


National Boot and Shoe Manufacturers 
Association 


National Shoe Retailers Association 


Grand Ballroom, Stevens Hotel (2nd floor) 
Tickets may be had by applying to the National Shoe Retailers 
Association Headquarters Booth, Lobby, Michigan Avenue 
Entrance, Ist floor, Stevens Hotel. 


ADMISSION BY TICKET ONLY 
PRESENTING 
FASHION AND FOOTWEAR 
SPRING & SUMMER 1940 
PART I 
COMMENTATOR 


Rutw Rustinc—“Fashion and Footwear,” Spring and Summer, 
1940. 

Ruth Rusling, editor of “Today’s Fashion News” and formerly 
Fashion Editor of The New York Times, will pre-vue the fashion 
trends of fabrics and leathers authenticated in “Fashion and 
Footwear,” the costume coordination book compiled by the 
National Shoe Retailers. She will trace fashion sources featured 
in the book and describe the checks and balances used in assur- 
ing accuracy of the style information released. 
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PART I 
GOOD HOUSEKEEPING presents a practical style show based 
on a survey revealing the buying habits of its 2,300,000 
readers. 


COMMENTATOR 


EvizaBetH GorpoN—Fashion Promotion Manager, Good House- 


keeping. 

Costumes and shoes will be shown from widely distributed 
lines for Spring and Summer, featured on thirty models in a 
fashion parade . . . practical for profitable promotions. 

Dramatizing many of the color and fabric coordinations shown 
in “Fashion and Footwear” costume coordination book prepared 
especially for the members of the National Shoe Retailers Asso- 
ciation. 

PART Ill 
REVELATIONS FROM THE PRIVATE 
YOUR CUSTOMERS. 


PART IV 
FASHIONS THEY WILL BE BUYING. 


LIVES OF 


TUESDAY, JANUARY 2—All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
EXPENSE CONTROL AND STORE MANAGEMENT 
CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
Consult these business specialists about your expense control 
and store management problems. These recognized authorities, 


FOCUS ON °40 


At the FAIR 
Stevens Hotel 
Chicago 
January 2,3,4 and 5.1940 


[97] 


members of the Faculty, Northwestern University, School of 

Commerce, will gladly advise you without cost: 

Prof. Ira D. Anderson—Dept. of Marketing, N. U. 

Prof. Delbert J. Duncan—In charge of all retailing courses, 
N. U. 

Prof. James R. Hawkinson 
N. U. 

Prof. Chester E. Willard 


Asst. Dean of School of Commerce, 
Dept. of Organization Marketing, N. U. 


TUESDAY, JANUARY 2—All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
SALES PLANNING—SALES PROMOTION 
CLINIC 

Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 

A rare opportunity to discuss your sales promotion problems 
with a group of experienced advertising leaders. These experts 
on proven promotions will advise you: 

Michael Murphy—Secretary, 
Krupp & Tuffly, Inc., Houston, Texas. 


Sales and Advertising Manager, 


C. Benjamin Rush—Advertising Authority and Sales Promotion 


Specialist. 
TUESDAY, JANUARY 2—All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
STORE MODERNIZATION CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
. change fronts .. . 
install air- 


Are you going to modernize your store 
re-arrange exterior—interior .. . 


If you have any of these 


show windows .. . 
conditioning . . . plan new building? 
problems in mind, consult these nationally known authorities 
. without obligation or cost: 
Robert L. Architect and Store 
Pioso and Peterson, Architects, Chicago, Ill. 
Karl E. Peterson 


firm of Pioso and Peterson, Architects, Chicago, Ill. 


Pioso Designer of the firm of 


Store Consultant, Architect Designer of the 


WEDNESDAY, JANUARY 3—10:30 A.M. to 
12:00 Noon 
North End, Boulevard Room, Booth Display Floor, 2nd Floor, 
Stevens Hotel 
SCIENCE OF PROPER SHOE FITTING CLINK 
Carl Burgstahler, Chairman 
F. E. Foster Co., Chicago, III. 
Discussion: “Wuo 1s Mrs. Consumer?” 
Miss Bernice Dodge 
Home Economist, Research Department, Household Finance 


Corporation, Chicago, Ill. 


WEDNESDAY, JANUARY 3—12:25 O'Clock Noon 
Grand Ballroom, Stevens Hotel, 2nd Floor 


Luncheon Tickets $1.00 on sale 11:30 A.M. Entrance of 
Ballroom. 
NATIONAL SHOE RETAILERS ASSOCIATION 
ANNUAL MEETING 
HARRY E. FONTIUS, Presiding 
President, National Shoe Retailers Association 
SPEAKERS 
Frank M. Mayrietp>—Chairman, Economic Advisory Committee 
of National Retail Dry Association; President, 
Scruggs, Vandevoort & Barney, Inc., St. Louis, Mo.; Presi- 
dent of Denver Dry Goods Company, Denver, Colo. 


Goods 


ApprEss— 
PRICE RISE—THE EMERGENCY—THE RETAILER 
Carrot, Witson—Bureau of Foreign & Domestic Commerce. 


[TURN TO PAGE 122, PLease] 





NEW STYLES 
FOR TL 


ae 


Piay Shoes and Classie 
Spectators Vie with Each Other 
in Interesting Variations on the 
Spectator Theme and a Wealth 


of New Ideas in Play Shoes 


by ELEANOR RUTLEDGE 


Play shoes on model on left hand page 

courtesy of LORD & TAYLOR. Spec- 

tator Shoes on model on right hand 

page courtesy of FRANKLIN SIMON 
& CO. 


iusto * 





THE country-side will be gay this year. Colorful play 
clothes and play shoes will dominate the scene in bright 
“Flag” and “Primary” colors. More Airway 
Blue and black will be used on spectators. 
Softies will continue. Watch beige. 
Watch open backs and wedge heels 

on play shoes. White will 

still lead all colors. 


All-white spat type caba- 
na stepin. W ALKOVER. 


COTT-JOHNSON. 



















Graceful V-throat step- 
in with soft tailored 
bow. Open toe matches 
opening in vamp. 


THE TAILORED TREND 


Good Jo 
Summer 


















STETSON. stepin. ¢ 

IN THE i 

vamp. E 

STEP. 

Youthful pump pattern on 
walled last. Slashed tongue 
and “toboggan” heel smart 
style details. JOHNSON- 
STEPHENS & SHINKLE., 

Specta 

square- 

bow at 

severil 

TWEI 

WEAI 

























Combination of mate- 
rials in graceful, prac- 
tical oxford for late 





Spring and Summer. 
IRVING DREW. 


Elasticized material 
molds this smartly 
simple stepin to the 
foot. Buttons are attrac- 





tive trimming detail. 
SELBY TRU-POISE. Cut outs « 
lightnes: 
this hig 


WOHL, 


New spectator treatment in 
high-riding elasticized step- 
in on walled last with nov- 
elty toe and heel.I. MILLER. 


Shoes on model courtesy 
a na — vf FRANKLIN SIMON 
;, & Co. 


om 
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Good for Spring into 
Summer this tailored 
sepin, air-cooled by 








































large openings on 
vamp. BROWN AIR 
STEP. 


Novel treatment of 





spectator pump. 
Decorative lacing 
on tip and fox, bar- 
rel heel and bump 
toe. JOHANSEN. 






Ideal walking shoe for 
warm days, this sojt- 
toed oxford with spe- 
cially constructed welt 
sole. KRIPPENDORF- 
DITMANN. 









Spectator pump on 
square-toed last. The 

3 bow at throat softens 
severity of pattern. 
TWEEDIE FOOT- 
WEAR. 







Low heel, walled last and 
jaunty bow make smart 
youthful pattern for Spring 
tweeds. W OLFF-TOBER. 
Cut outs on front panel give 
lightness and coolness to 
thishigh-riding stepin. 
WOHL, 


Interesting trimming de- 
tails in this high-heeled 
pump with modified Turk- 
ish Toe. C. P. FORD. | 


/ With All the Signs Pointing to 
Spring 1940 as a Big Suit Season, 
the Shoe with a Tailored Feeling ix 
@ Vital Part of the Style Picture. 









Simplicity of the pump sil. 
houette is given new appeal 
by this dainty ribbon trim. 
ming. NEWTON ELKIN. 


















Softly tailored stepin with 

elasticized area at throat for 

the Spring suit or dress. 
. PETERS. 


Asymme 


Graceful sandal with double 
bow trim on vamp. Perfect 
for prints and sheer dresses. 
ROBERTS, JOHNSON & 
RAND. 


stitching 
interest 
GREGO 





Pray shoes may come and play shoes may go, but the 
smart woman still wants a dressy dark shoe for Spring and 
Summer in town. She will want—if we may believe the 


signs—a stepin or pump, with elasticizing at the throat, 





for her first Spring pattern. She will choose this, nine times Interesting vamp treatment 
out of ten, in black patent leather with gabardine, faille, combining two leather sur- 
or crushed, grained or sueded leather for the elasticized faces on this low-heeled elas 
area. Or, she may prefer calf or kidskin in Bluejacket Blue; ticised stepin. VATALINY. 


or India Brown alone or combined with Malibu Beige. Six 






or seven out of every ten women will want open toes in 






even their early shoes. The opened-up back should be her 
















choice rather than the entirely open back in this 1940 — 
Spring of good taste. ee | 
oe high! 


BANCRi 





Exciting use of two leathers 
and decorative stitching in 
high molded stepin. LAIRD 
SCHOBER. 


























Decorative use of elasticized 
area, constructive cutouts and 
shirring on high front stepin. 
RICE-O’NEILL. 











Asymmetric throat line and 
stitching treatment give new 
interest to this smart stepin. 
GREGORY & READ. 






Cool Summer oxford for the 


conservative woman who, 
wants an open but practical 
shoe. JULIAN & KOKENGE. 


nusual scroll bow, lac- 
quered stitching and bump 
v¢ highlight this low stepin, 
BANCROFT WALKER, 
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IDRESS up your sport shoes for 1940, an 
promote your casual types intelligently Pe 
and forcibly, but remember that the jit- ve 


tery phase of the sport shoe business 
is over and men are not going to be 
caught wearing the wild shoes of a sea- 
son ago next year. 

The shoes illustrated on these pages 
show how well the market has returned 
to normal. You will see represented the 
accumulated successful patterns of the 
last few years, some radical new ones ee 
and many others which show the influ- 
ence of the Norwegian and Huarache, 
and some of the more extreme types of 
last Summer. Combinations are taking 
a stimulus from the importance of heavy 
brogues, and should increase their vol- 
ume. Antiquing, of course, will be 
used on their trims, and there is an 
important innovation to watch. That is, 
the use of antiquing on white washable 
leathers which is very effective when 
used on heavily pinked and perforated 
white brogues. The antiquing is wiped 
off the white and remains in the per- 
forations, the pinking and the stitching. 
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ABOVE—An outstanding example 

of high grade shoemaking, a Cole- 

Haan Shoe, from Core, Roop & 

Haan. It features hand-butted 

seams, reversed welt and heavy 

rubber soles with: leather tap at 
front. 


Lert to Ricut—Huarache sole 
lacing applied to a perforated 
plug pattern. From FRIEDMAN. 
SHELBY, Branch of INTERN \- 
TIONAL SHOE Co. Antiqued and 
sand colored Elk in an interest. 
ing square tipped pattern. 4 
Roblee shoe from Brown SHvr 
Company. MASTERBUILT SHO«- 
MAKERS feature this interesting 
Vagabond, unlined shoe in 
crushed grain. A two-eyelet 
blucher with woven forepari. 
From FREEMAN SHOE Corp. 
Huarache lacing applied to a 
V-front five-eyelet blucher. A 
Jarman Shoe from GENERAL 
SHOE Corp. 


Betow, Lerr to Ricut—M. A. Packarp 
makes this interesting copy of an English shoe. 
It carries a heavy crepe rubber sole, almost an 
inch and a half thick, and was seen extensively 
in England last Summer. Martin’s Gorse grain 
in an interesting country shoe from OLD 
Cotony SHoe Co. THe Curtis SHoe Co. 
makes this blucher with stream-lined apron 
front. From M. A. PAcKaRD a two-eyelet 
blucher featuring a neutral colored reversed 
calf and tan calf. WINTHROP’S exceptional pro- 
motional shoe, the Slack, featured this year 
with ghillie lacing. 
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Lert TO Rigut—The “Amigo”, 


q side gore woven shoe, and 


“Sireet "N Beach,” a new type 


jor use as the name suggests. he a 4 
Both from WINTHROP SHOE 5 
CouPANY. An interesting sandal 

ern featuring a harness 

p. From Curtis SHOE Co. 

ring is important in leisure Ps Sie 

s this year. FLORSHEIM uses Br “iat 

| this interesting shoe. And, “3 f 

low it, C. H. ALDEN conceals 

under a saddle in their in- 

pretation of the important 

casual shoe. 
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BeLow, Lerr to Ricnht—The Dutch Boy in a 
heavy Bostonian country shoe. From COMMON- 
WEALTH SHoe & LeatTHeR Co. Stacy-ADAMs 
features hand-butted lacestay and a narrow strap 
in place of the usual lace in this attractive four- 
eyelet blucher. W. L. DoucLas SHoe Co. stream- 
lines the Norwegian pattern in this interesting 
Jour-eyelet blucher. The Norwegian pattern 
again in brown reversed calf, with neat harness 
stitching by FLorsHEIM SHOE Co. Arch Pre- 
server use tan smooth and reversed calf in this 
well designed blucher by E. T. Wricut & Co., 
Inc. Tan grained calf used on the lacestay is the 
only trim on this interesting five-eyelet blucher 
pattern in reversed calf. From Epwin Carp 
& Son, INc. 


Asove—Brown and white is 
your best combination for 
Spring. Here it is in an in- 
teresting sport shoe by Win- 
rHrop SHoe Co. Light 
colored pig, white buck, 
piped with tan calf, and rub- 
ber soles feature these two 
shoes from Heywoop Boor 
AND SHOE Co. 
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YEFFORT, INC. 
MBROOKS, LTD. 
York 


SHOES 


COLOR is a most important factor 

in the styling of men’s shoes for the 

year ahead, with hand finishing giv- 

ing many new brilliant effects, ideal for Spring 
promotions. In this color, in the richness of 
the leathers from which these shoes are being 
made, and in their custom effects, you will 
find your chief promotional themes. These 
are rich shoes for a prosperous year and re- 
gardless of the fact that practically every price 
line is represented in the photographs on 
these pages, they all have a decided “graded 
up” look. 

High-lighted in styling are fuller toes, more 
broguey, heavier looking patterns and sole 
trims that are definitely on the unusual and 
custom side. The blucher-brogue style remains 
an important promotional shoe and a fine 
chance for extra pairs can be found in this 
pattern, particularly in the medium- and bet- 
ter-priced lines. Flexible, light-weight street 
shoes are well represented, with many lines 
showing them for the first time, and some 
actually showing new constructions and more 
practical ways of trimming these light soles. 
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Above: Brown and white saddle oxford with red rubber 

and cork sole, Endicott-Johnson; Brown and white Nor- 

wegian tip blucher, Gerberich-Payne; novelty tie, square 

toe effect blucher with red rubber sole, Holland-Racine; 

walled toe, ventilated blucher, Belle Meade; mudguara. 

ventilated blucher, Brown Shoe Co.; wing tip, semi-brogue 
blucher, Bostonian Junior. 


Right: Lower left, clockwise. Brown elk moccasin blucher 

with composition sole, Commonwealth Shoe and Leather 

Co.; antiqued woven blucher, Belle Meade; antiqued 

woven bal oxford, Friedman-Shelby; two-tone woven ox- 

ford, cork and rubber sole, Peters; ventilated Dutch Boy 
blucher, Peters Shoe Co. 






















Below: Lower lejt, clockwise. Antiqued tan wing tip ox- 

ford, Masterbilt; Norwegian calf, wing tip oxford with 

semi-broad toe, Gerberich-Payne; heavily perforated wing 

tip oxford, antiqued, Brown Shoe Co.; wing tip Dutch 

Boy, crepe sole, Holland-Racine; wing tip, triple-stitched, 
corrective shoe, O'Donnell Shoe Co. 





NOTES FOR SPRING 


IN BOYS’ AND 


by RAYMOND R. GOODRIDGE 















ENTEREST in boys’ shoes for Spring, 1940, will fol- 
low fairly closely the same outline as last year. In the 
dressy types, the wing tip brogue of Norwegian calf 
will be a popular repeat in the better grade shoes. The 


wing tip patterns have pretty generally superseded the 




















straight tip shoes throughout the country in all grades 
and the latter is not expected to enjoy any appreciable 










interest this season, taking the country as a whole. th 
In the wing tip patterns, the Dutch Boy brogue is a is 
shoe that should be due for a deal of interest, following sh 
along the rising interest shown it last Fall. With either De 
the rubber or crepe sole, this shoe is expected to ac- of 
count for a nice bit of volume in the boys’ field. po 
All of the boys’ lines will follow through on the as 
antiquing or staining as this treatment will enjoy just 
as much or more favor than it did last Fall. This stain- chi 
ing has done much to further the interest in tan shoes fro 
but, staining or not, tan shoes are by far the more popu- evi 
lar and will continue to gain in interest. Black shoes. per 
one duplicated in stock on all patterns with the tans. you 
have in many patterns except the few staples, been 1 
dropped. be 
In the white shoe picture, the whole story is in the Spr 
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Variations on the Classical Play an 
Important Part in New Spring Shoes 
for Girls 


) GIRLS’ SHOES 


by ANNE R. DAVID 


EN a year of extreme variety in clothing, in a year 
when unusual treatments are making their influence 
felt in all branches of the industry, it is not surprising 
that children’s shoes should come in for their share 
of the change. And the kind of change that has been 








happening to the children’s shoe business is both in- A4bove: Designed for misses. Clockwise, starting lower !eft 
teresting and stimulating. Moccasin stitching and perforations on a blucher oxford. 
ae : : Buster Brown. Saddle oxford with walling and a red 

One of the most significant phases of this change is rubber sole. Friedman-Shelby. Tip and fox spectator pump 


with gored treatment at the throat, Poll Parrot from 
Roberts, Johnson & Rand. Open toe and cutouts in a strap 
sandal. Green. Touches of red on a black patent pump. 
J. Edwards. Gypsy seaming and perjorations on a walled 

strap pattern. Dr. Posner. 


Left: Patterns for the older girl. Reading clockwise, start- 
ing lower left—Graceful black patent D’Orsay. Hoeck. Tan 
and white spectator pump with novelty bow. S. Waterbury. 
Polka-dotted saddle on the classic saddle oxford. Curtis- 
Stephens-Embry. Walling and antiquing in a blucher ox- 
ford. Endicott-Johnson. Blucher oxford, perforated and 
pinked in brogue style. Propr-Bilt from O'Donnell. 


Below: Shoes for the little girl. Left—White elk oxford, 

borrowing white alligator from women’s shoes and using 

them as trimming at tip and foxing. Kali-sten-iks from 

Gilbert. Right Cutouts on a two-strap baby shoe of white 
elk from Mrs. Day. 








the increasing functional character of the shoes. This 


| is an influence which has been marked in women’s 
: shoes; and has been no less so in children’s footwear. 
Designs are becoming more and more an integral part 
of the shoe—decorative treatments have a definite pur- 
pose in the fit or comfort or wearing qualities as well 
. as being pleasing to the eye. 
t Another important phase of the change in styling of 
children’s shoes is the increased amount of borrowing 
5 from men’s and women’s styles. This has always been 
evident, to some extent, in older girls’ shoes, but it is 
penetrating more and more into shoes worn by the 
:. younger customers. 
n These are the types that your younger customer will 
be wanting and buying in the way of footwear for this 
Spring, 1940 season. The very young child (size 6 to 
[TURN TO PAGE 202, PLEASE | 
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The WAR And YOUR 


war will have on business depends finally on how each 


In times of peace, the thought of war stirs the imagina- 
tion. When it strikes, it becomes stark reality. It re- 
duces the complicated system of civilization to a single 
selfish thought: 

“What about me?” 

What about my son? My family? My employees? 
My business? 

As you search through the propaganda and war news 
of the day it is natural that these questions should race 
through your mind, for they are in the separate minds 
of millions of people of every language. As nations, 
people are banded together for the common good and 
the common defense. But we die separately, one by one, 
as individuals. 

Business is also banded together in a broad eco- 
nomic scheme for the common good. But each business 
lives and dies individually, alone. Whatever effects the 


business man guides his own individual part. 

This sudden world-wide return to selfishness is not a 
nice thing to look at, but it is a reversion which must 
be realized and dealt with. 

One of the first impulses in considering a plan for 
meeting the reality is to think that by referring back to 
the effects and results of the World War of 1914-1918 
you can take the proper steps at the present time to 
meet conditions as they arise. By using the previous 
war as a model you believe you can not only avoid the 
errors of those times but actually make the conditions 
profitable. 

This might be a mistake. It might be fatal. 

Because economic conditions are not the same as they 
were, then the results are very apt to be different now 


Like this: 
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Also, even the two wars are different. In the previous 
war the time-honored axiom was that a strong offensive 
is the best defensive. Today the theory is reversed. The 
new strategy says that a strong defensive is the best 
offensive. 

Applied to our particular job of retailing shoes, a 
good defensive means a low cost of operation, and near- 
ly every merchant who went through the first World 
War will tell you that he wasted money like a drunken 
sailor. With sales going up and shoe stocks becoming 
more valuable over night as they lay on the shelves he 
will tell you that he let his expenses run away like a 
24-horse team hitched to a combine reaper. 

If there was one lesson learned in the other war it 
was to control expenses, lest they eventually control you. 
In the days of plenty, it still was proven true you must 
lay up reserves and surpluses against a day of need. 

War is elemental. Force replaces logic. The strong 
survive and the weak perish. Red tape, unnecessaries, 
inefficiencies are swept aside, and on board the fighting 
ships of every nation this new vigor is typified in the 
phrase, “Strip the decks for action.” 


“Fundamentally You Have Only One Objective. It Is to 
Widen the Gap Between Gross Profit and Expense. War 
or No War, That Is the Single Purpose of Your Business, 


and Everything Else Is Needless. In Times Like These, 
When World Events Threaten to Disturb the Hold You 
Have on the Details of Your Business, It Is High Time 
to Clear Your Decks for Action so as to Take Coming 
Events in Stride and Accomplish Your One Objective.” 


REBUSINESS.. 


1914-1918 conditions X World War 1 = Previous results 
Present conditions X World War II — Different results 

It would almost seem to be a dependable truth that 
whatever the results of the present war on your busi- 
ness may be they will NOT be the same as they were 
in the last war. 

For one thing the U. S. national debt was only 3 bil- 
lion dollars when the first World War got under way and 
the American laborer was wearing a silk shirt. That 
war raised the national debt to 28 billion dollars and it 
has since reached to 44 or 50 billion dollars, whichever 
method of bookkeeping you accept. Not only has the 
working man lost his shirt along with the shirts every 
other class of citizen has lost but he has had hoisted on 
his back his share of the huge debt. The government 
has no money with which to pay the debt other than 
the money it can raise by taxation. The debt is our debt, 
not the government’s. 


by MARSH LANTERMAN 


In the business of selling shoes it means getting back 
to fundamentals, clearing away the leaches, and plug- 
ging up the rat holes. 

We have two main elements: 

1. Buying shoes. 
2. Selling shoes. 

Everything else is extra and a drain on the net results. 
Any employee connected with your business who is not 
actively working at one or the other of these elements is 
unnecessary overhead. Any expense not contributing to 
the welfare of either of these two elements should be 
eliminated. 

Fundamentally you have only one objective. It is to 
widen the gap between gross profit and expense: 

Gross Profit 42% 
Expense 34% 
Net Profit 8% 


War or no war, that is the single 
business and everything else is needless. In times like 
these when world events threaten to disturb the hold 

[TURN TO PAGE 132, PLEASE] 


purpose of your 
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MORE SHOES FOR LESS MONEY 


[CONTINUED FROM PAGE 85] 


POPULATION PRODUCTION - CONSUMPTION 
MILLIONS MILLION PaIRs 


140 


TOTAL SHOE PRODUCTION, CONSUMPTION AND POPULATION IN THE U.S. 


120 60 


100 PRODUCTION 


POPULATION 
80 
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60 
40 
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gain in per capita demand from 2.92 pairs in 1929 to 
3.09 pairs in 1939. 

This gain in per capita demand is important since 
it reflects the increased purchasing power of the con- 
sumer’s shoe dollar, resulting from lower prices. If 
we can assume that the retail mark-up was about the 
same in 1939 as in 1929, say 35 per cent, then the 
average consumer paid 31.9 per cent less per pair of 
shoes this year than he did in 1929 since that is the dif- 
ference between the average factory value per pair in 
those two years. To the consuming public this has 





TABLE | 
PER CAPITA PRODUCTION AND CONSUMPTION 


All Shoes Made Wholly or Partly of Leather 
(000 Omitted) 

Total Shoe Estimated Consumption Production 
Production Consumption per Capita per Capita 
125,479 123,719 2.47 2.50 
173,863 171,327 2.72 2.76 
217,965 214,742 2.87 2.91 
219,235 215,394 2.83 2.88 
242,110 237,340 2.87 2.93 
285,017 275,567 3.05 3.14 
292,666 281,633 2.99 
331,225 308,122 3.15 
286,771 277,898 2.65 
323,876 300,071! 2.95 
351,114 331,088 3.15 
313,231 327,858 2.77 
323,500 313,810 2.82 
323,423 320,083 2.73 
343,608 330,829 2.91 
344,351 342,948 2.87 
361,402 354,460 2.97 
304,170 336,121 2.47 
316,240 313,696 2.55 
313,290 319,802 2.51 
350,382 336,315 2.79 
357,119 357,361 2.82 
383,761 376,283 3.01 
415,227 402,844 3.23 
411,969 417,976 3.19 
390,746 405,701 3.00 
412,920 404,615 3.15 


Total 
Population 
50,156 
62,948 
74,799 
75,995 
82,601 
90,691 
97,928 
105,003 
108,209 
109,873 
111,537 
113,202 
114,867 
116,532 
118,197 
119,862 
121,526 
123,091 
124,113 
124,974 
125,770 
126,626 
127,521 
128,429 
129,337 
130,225 
131,110 





"a 
CONSUMPTION 220 


140 


60 
1919 1921 1923 1925 1927 1929 193! 1933 1935 1937 1939 


meant that in 1939 it had to pay about $300 million 
less for 50 million more pairs of shoes than it did 
in 1929. 

To the shoe and leather industry this has meant 
something different. The shoe industry is often pointed 
to as a depression proof industry. In the worst year of 
the depression as far as volume was concerned, pro- 
duction of shoes showed a drop of less than 20 per 
cent from the 1929 level. From 1930 on, when this 
drop occurred, production rose, reaching a record peak 
of 415,227,000 pairs in 1937. This, it is pointed out, 
is a consumers’ goods industry providing a necessary 
article of clothing. Its product, therefore, has to be 
bought. The building and buying of homes can be put 
off for a long period of time and was put off. But shoes 
have to be worn and while purchases can be delayed to 
some extent, the shoe industry can always look for a 
generally sustained volume of business. This is all ad- 
mittedly true but there is another side to the story. In 
1929 the consuming public spent about $1,400,117,000 
for shoes while in 1939 it spent $1,088,414,000 and 
bought 50 million pairs more. The retail shoe industry 
had a gross take of about 300 million dollars less in 
1939 than in 1929 with which to pay for and sell 50 
million more pairs of shoes. Retailers, manufacturers. 
and tanners all had to divide this loss in dollar volume. 
While it is true, that costs in general have been lower. 
it does seem as though the shoe and leather industr) 
is not quite so depression proof as is usually main- 
tained. In recent months costs, particularly raw ma- 
terial costs, have advanced as a result of war conditions. 
These increased costs will undoubtedly have to be re- 
flected in retail prices and probably can be withou! 
seriously, if at all, affecting the consumer demand fo: 
shoes. When it is remembered that the average con 
sumer expenditure per pair of shoes was about 47 pe' 
cent greater in 1929 than it was in 1939 it would a)- 
pear that some legitimate increase in prices would |” 
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PER CAPITA PRODUCTION AND CONSUMPTION 
ALL SHOES MADE WHOLLY OR PARTLY OF LEATHER 


PRODUCTION 


CON SUMPTION 


accepted by the public without reducing volume to any 
great extent. 

In the women’s shoe field consumer demand has 
shown an increase from 3.20 pairs per capita in 1929 
to 3.58 pairs per capita in 1939, Price has undoubtedly 
been an important factor here in bringing about this 
increase in the demand for women’s shoes. Based on 
average factory values per pair it has been computed 
that the retail price of women’s shoes in 1939 was 35 
per cent less per pair than in 1929. The female pop- 
ulation, ages 14 years and over, spent about $659,- 
300,000 in 1929 to buy 134,829,000 pairs of shoes. In 
1939 for more than $100,000,000 less ($547,100,000) 


WOMEN'S SHOES — PER CAPITA 
POP. AGE GROUP: FEMALES {5 YRS. & OVER 


PRODUCTION 


3.0 


2.8 
CONSUMPTION 
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it bought 172,038,000 pairs, a gain in volume of more 
than 37 million pairs. Part of this gain in volume was, 
of course, a direct result of the rise in this portion of 
the population from 42,170,000 in 1929 to 48,120,000 
it, 1939, But only 48.5 per cent of the gain in pairage 
can be accounted for in this way. The remaining 51.5 
per cent was caused by the rise in per capita demand. 

The male population, 14 years of age and over, in- 
creased from 43,300,000 to 48,750,000 between 1929 
and 1939. Per capita consumption, however, declined 
to 2.03 pairs as compared with 2.11 pairs in 1929 and 
2.17 pairs in 1936 and 1937. Despite this decline in per 
capita demand the gain in population was sufficient to 


MEN’S SHOES — PER CAPITA 
POR AGE GROUP: MALES !5 YRS. & OVER 


PRODUCTION 


CONSUMPTION 
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TABLE II 
PER CAPITA PRODUCTION AND CONSUMPTION 
OF WOMEN'S SHOES 
(000 Omitted) 


Production, 
Women's 
Shoes 
109,990 
112,039 
117,940 
110,333 
113,261 
115,166 
119,492 
127,362 
134,181 
114,963 
119,460 
121,149 
136,503 
138,03! 
151,793 
167,996 
171,430 
164,032 
172,128 


Population, 
Females, 
15 and Over 
36,142 
36,851 
37,566 
38,296 
39,043 
39,807 
40,577 
41,364 
42,170 
42,946 
43,551 
44,091 
44,661 
45,243 
45,844 
46,453 
47,014 
47,571 
48,120 


Estimated 
Consumption 
108,354 
109,090 
113,854 
114,024 
111,491 
114,166 
117,861 
125.009 
134,829 
129,341 
121,500 
125,589 
133,462 
141,058 
149,746 
163,658 
174,663 
172,941 
172,038 
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TABLE Ill 

PER CAPITA PRODUCTION AND CONSUMPTION 

OF MEN'S SHOES 
(000 Omitted) 

Production, 
Men's 
Shoes 
69,544 
95,112 
104,215 
88,236 
90,180 
89,917 
95,395 
91,120 
95,013 
77,406 
78,268 
75,294 
89,182 
91,705 
99,917 
104,106 
103,355 
96,992 
101,775 


Consump- 
Estimated tion per 
Consumption Capita 
64,374 1.70 
80,474 2.09 
96,562 2.47 
93,763 2.36 
86,613 2.14 
87,569 2.13 
90,320 2.16 
91,592 . 
91,573 
85,381 
77,559 
76,657 
82,175 
90,324 
96,360 
101,934 
103,526 
99,965 
98,997 


Population, 
Males, 
15 and Over 
37,852 
38,499 
39,149 
39,813 
40,491 
41,171 
41,877 
42,575 
43,300 
43,993 
44,507 
44,953 
45,403 
45,902 
46,443 
47,005 
47,648 
48,235 
48,785 


1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 
1939* 


* Estimated 
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bring 1939 consumption to 98,997,000 pairs, or 7,424,- 
000 more than in 1929. For these additional pairs of 
shoes the male public had to pay considerably less than 
in 1929 since prices were 24.1 per cent lower. The 
dollar volume of sales in 1929 amounted to $436,- 
800,000 while in 1939, for a greater volume of shoes, 
only $358,400,000 was paid—a decline in dollar volume 
of $78,400,000. 

The per capita demand for misses’ and children’s 
shoes has, since 1923, shown a slightly downward trend 
in spite of the gains witnessed since 1932. The peak in 
per capita demand was reached in 1923 with a con- 
sumption rate of 3.33 pairs. An important influence 
on the demand for these shoes has been, it is believed, 
the desire for girls, to an increasing extent, to wear 
more adult shoes. In 1939, however, the per capita 
demand showed a sharp gain to 3.30 pairs, bringing the 
consumption rate within striking distance of the 1923 
record. 

In 1929 the consumption of misses’ and children’s 
shoes amounted to 37,961,000 pairs or 3.14 pairs per 
capita. In 1939 consumption was 9.3 per cent greater, 
amounting to 41,491,000 pairs. Less than half of this 
gain resulted from the increase in population, the 
larger part of the gain came about because of the rise 


MISSES’ SHOES — PER CAPITA 
in POR AGE GROUP: FEMALES 5-i4 YRS. 
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BOYS’ SHOES — PER CAPITA 
POR AGE GROUP: MALES 5-14 YRS. 


CONSUMPTION 
PRODUCTION 
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TABLE V 
PER CAPITA PRODUCTION AND CONSUMPTION 
OF BOYS' AND YOUTHS' SHOES 
(000 Omitted) 

Pcpulation, Production, 

Males, Boys’ 

5to1l4 Shoes 

1921 11,340 18,462 
1922 11,483 21,632 
1923 11,611 22,239 
1924 11,750 20,274 
1925 11,877 21,021 
1926 12,003 21,001 
1927 12,127 24,229 
1928 12,250 23,032 
1929 12,371 22,993 
1930 12,481 18,530 
1931 12,536 20,047 
1932 12,572 18,100 
1933 12,615 19,944 
1934 12,637 17,348 
1935 12,688 17,847 
1936 12,740 16,570 
1937 12,791 17,481 
1938 12,840 17,137 
1939* 12,885 17,350 


Consump- 
tion per 
Capita 


Estimated 
Consumption 
18,462 
20,047 
21,936 
21,257 
20,648 
21,066 
22,670 
23,630 
23,013 
20,762 
19,289 
19,074 
19,022 
18,646 
17,597 
17,179 
16,990 
17,273 
17,201 


own 


8 
9 
8 
66 
54 
5 
5 
4 
3 
3 
3 
3 
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TABLE IV 
PER CAPITA PRODUCTION AND CONSUMPTION 
OF MISSES' AND CHILDREN'S SHOES 
(000 Omitted) 


Production, 
Misses’ 
Shoes 
35,066 
39,442 
40,136 
35,694 
38,69! 
38,577 
39,650 


Consump- 


Population, 
tion per 


Females, 
5tol4 
11,135 
11,262 
11,388 
11,501 

11,625 
11,746 
11,867 
11,974 
12,092 
12,198 
12,250 
12,285 
12,313 

12,359 
12,408 
12,458 
12,494 
12,54! 

12,585 


Estimated 

Consumption Capita 
33,053 2.97 
36,016 3.20 
37,958 3.33 
36,437 3.17 
35,741 3.07 
37,570 3.20 
38,023 3.20 

37,136 37,794 3.16 

39,927 37,961 3.14 

32,037 2.93 

34,308 

33,600 

33,180 

34,520 

37,276 

36,845 

39,791 

40,188 

43,194 





in per capita demand. Here, too, price was probably 
important in stimulating demand since retail prices in 
1939 were 37.2 per cent less than in 1929. The effect of 
this price difference has had an important effect upon 
the dollar value of shoe sales. In 1929 the dollar value 
of sales of misses’ and children’s shoes was approx- 
imately $104,013,000. In 1939, despite an increase in 
pairage the dollar volume came to only $71,365,000, a 
drop of more than 32 million dollars. 

All the divisions of the shoe industry so far discussed 
have had one thing in common, the pairage sold in 
1939 has been greater than in 1929. This has tended, 
in part, to offset the effect of lower prices on dollar 
volume. In the boys’ shoe market, however, this has 
not been the case. Per capita demand has been on an 
elmost steady downward trend which even the pop- 
ulation gains have been unable to overcome. In 1929 
consumption amounted to 23,013,000 pairs while in 
1939 consumption came to only 17,201,000 pairs, a 
drop of almost six million pairs in spite of the fact 
that the male population, ages 5 to 14 years, was 500,- 
000 greater this year than in 1929. 

The price level has certainly been of no help to this 
branch of the shoe industry. The average retail price in 
1939 was about 30.8 per cent lower than in 
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INFANTS’ SHOES — PER CAPITA 


POP. AGE GROUP: MALES & FEMALES UNDER 5 YRS. 
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MISCELLANEOUS TYPES — PER CAPITA 
ATHLETICS, SLIPPERS, SANDALS, ETC. 
BASED ON TOTAL POPULATION 
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TABLE VI 
PER CAPITA PRODUCTION AND CONSUMPTION 
OF INFANTS' SHOES 


(000 Omitted} 

Population, Production, Consump- Produc- 

Under Infants’ Estimated tion per tion per 

5 Years Shoes Consumption Capita Capita 
1921 11,740 17,379 17,379 1.48 1.48 
1922 11,778 23,939 20,658 1.75 2.03 
1923 11,823 27,015 25,477 2.15 2.28 
1924 11,842 23,823 25,419 2.15 2.01 
1925 11,831 24,587 24,205 2.05 2.08 
1926 11,805 24,014 24,301 2.06 2.03 
1927 11,749 24,542 24,278 2.07 2.09 
1928 11,699 23,834 24,188 2.07 2.04 
1929 11,593 23,750 23,792 2.05 2.05 
1930 11,473 18,558 21,154 1.84 1.62 
1931 11,269 18,546 18,552 1.65 1.65 
1932 11,073 15,653 17,099 1.54 1.41 
1933 10,778 18,578 17,115 1.59 1.72 
1934 10,485 19,451 18,515 1.77 1.86 
1935 10,138 21,167 20,309 2.00 2.09 
1936 9,773 21,612 21,389 2.19 2.21 
°937 9,390 22,786 22,199 2.36 2.43 
1938 9,038 21,315 22,051 2.44 2.36 
1939* 8,735 23,757 22,538 2.58 2.72 








* Estimated 








TABLE Vil 
PER CAPITA PRODUCTION AND CONSUMPTION 
OF MISCELLANEOUS TYPES 


(000 Omitted) 

Produc- Consump- Consump- Produc- 

Total tion of tion of tion per tion per 

Population Miscellaneous Miscellaneous Capita Capita 
1921 108,209 36,330 36,276 0.34 0.34 
1922 109,873 31,712 33,789 0.31 0.29 
1923 111,537 39,569 35,302 0.32 0.35 
1924 113,202 34,871 36,959 0.33 0.31 
1925 114,867 35,760 35,113 0.31 0.31 
1926 116,532 35,638 35,412 0.30 0.31 
1927 118,197 40,300 37,677 0.32 0.34 
1928 119,862 41,867 40,735 0.34 0.35 
1929 121,526 45,538 43,293 0.36 0.37 
1930 123,091 42,676 43,762 0.36 0.35 
1931 124,113 45,611 43,752 0.35 0.37 
1932 124,974 49,493 47,468 0.38 0.40 
1933 125,770 52,995 51,194 0.41 0.42 
1934 126,626 56,064 54,968 0.43 0.44 
1935 127,521 55,761 56,103 0.44 0.44 
1936 128,429 68,098 61,647 0.48 0.53 
1937 129,337 57,126 62,330 0.51 0.44 
1938 130,225 51,082 53,574 0.41 0.39 
1939* 131,110 54,716 52,350 0.40 0.42 





* Estimated 





1929. (This assumes that mark-up in 1929 and 1939 
were approximately the same). The effect on the boys’ 
shoe business of these two factors, lower pairage vol- 
ume and lower prices, has been to cut the dollar volume 
of business almost in half. An approximation of dollar 
sales of boys’ and youths’ shoes in 1929 shows a total 
of $77,784,000. In 1939 the dollar volume came to only 
$40,250,000, a drop of 48.3 per cent. 

The infant population under 5 years of age has, as is 
well known, been gradually declining. It has been 
estimated that the number of children in this age group 
have dropped from 11,593,000 in 1929 to 8,735,000 in 
1939. In the face of this drop it might well be expected 
that shoe volume would suffer. While, strictly speaking, 
this has been the case, yet sales of infants’ shoes have 
held up remarkably well. Consumption, which in 1929 
amounted to 23,792,000 pairs, fell off only to 22,538,- 
000 in 1939. The effect of the drop in population has 
been offset to a large extent by a gain in per capita 
demand. In 1929 per capita consumption amounted to 
2.05 pairs while in 1939 it rose to a record high 
level of 2.58 pairs. Whatever the reason for this rise 
in per capita consumption, the price level certainly 
has been no obstacle. Based on average wholesale price 








levels it has been estimated that retail prices in 1939 
were 30.9 per cent lower than in 1929. As a result of 
this the infants’ shoe industry has shown a drop in dol- 
lar volume from $38,543,000 in 1929 to only $25,243,- 
000 in 1939. 

An examination of miscellaneous types of footwear, 
consisting largely of slippers, indicates that 1939 de- 
mand fell off somewhat from 1938 although it was con- 
siderably greater than in 1929. Compared with 1929, 
consumption of miscellaneous types has shown a gain 
of 20.9 per cent despite the fact that population has in- 
creased by only about 8 per cent. The answer lies in 
the increased per capita demand. It has been suggested 
that per capita demand for these miscellaneous types of 
footwear has about reached its peak, or may have 
reached its peak in 1937 with a per capita demand of 
0.51 pairs. If this is the case further gains in volume 
will depend largely on a growth in population. Dollar 
volume will probably remain relatively low, however, 
unless prices should advance considerably. Should a 
sharp advance in prices occur there is some possibility 
that per capita demand might suffer. Moderate, legiti- 
mate price advances, however, might well take place 
without seriously affecting demand. 
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Snow Shop in a Shoe Shop 
Thomas S. Childs, Holyoke, Massa- 


chusetts, retailers of fine shoes and 
hosiery, has recently opened their 
Snow Shop for Christmas and the 
duration of the winter sports season. 

The Snow Shop is a separate de- 
partment from the rest of the store 
and “for people who like to cut a 
figure on the ice, there are shoe skates 
and parkas suitable for skating. For 
skiers, there is complete equipment 
from snow suits and ski boots right 
down to the wax for skis.” All are 
invited to drop in and look around. 
Child’s experts gladly give advice on 
all matters pertaining to skating, 
skiing and equipment. 

Thomas S. Childs, Inc., is one re- 
tailer who has found it profitable to 
branch out into related fields—these 
winter sports enthusiasts all need 
special shoes and accessories. 


S 


aaa. 


® 


by JOHN F. W. ANDERSON 


More Shoes on Display 


Here’s a suggestion on how to get 
more window space in a store that has 
a fairly narrow front. 

Richard’s shoe store, 1225 Broad- 
way, New York, has only about fifteen 
feet of frontage on the street. The 
doorway is on one side of the front, 
giving one large 7 foot window and a 
smaller 4 foot window. The entrance 
is set about 6 feet in from the side- 
walk so that the smaller window is 
quite deep. However, here is where 
the legerdemain comes in. Instead of 
ending at the doorway, the smaller 
window extends, parallel to the side 
wall, 6 feet further into the store, 
giving a considerable larger window 
area visible from both inside and out 
and making the store look larger. 

* * 


Overshoe Display 


Now that the overshoe selling <ea- 
son is with us once again, we mention 





Right in The Heart of The Buying Season, In The Face of Rapidly Rising Prices, Comes This Mighty Price Slashing Sale! 





GREAT NECK STORE 
$4 Mttte Mek Reed 


‘A TeMmerec Sasa AT PROCES 
eet re 





THE HOME OF FINER QUALITY FOOTWEAR FOR MEN WOMEN AND CHILDREN 


Sacrifice $30,000 Stock of Brand New Winter Footwear | 


eat teeter 
ae te te 
=) — eo 








NASSAU BOOTERY | 


A small reproduction of a double page spread of The Nassau Bootery 


in the Great Neck (New York) News, a suburba 


n weekly. Just bargain 


prices and a chance to compare. This ad reaches the family trade and 
is considerably cheaper than an ad in one of the metropolitan dailies. 
The “eye” word is Public Sale—it fills the store with customers. 


an effective vertical display for win- 
ter footwear in a prominent New 
York department store. A dark green 
display board, four feet wide and 
eight feet high, is placed crosswise 
in the center of the department. Over- 
shoes, arctics, galoshes, rubbers, and 
other types of winter footwear are 
fastened on both sides of the board. 
Prominent identification and the price 
match each and remind the lady cus- 
tomer in for a pair of shoes that win- 
ter weather with its impending snow 
and slush is with us once again. 


* * 


“The ‘Well Dressed Man’... 
good shoes with interesting new de- 
tails of styling ... he wants shoes with 
quality leathers.” (Fyfe’s, Detroit) 


* * * 


wants 


Circulating Library Circulates 
Shoes 


A family shoe store in Los Angeles 
has increased its business, especially 
among young people, by installing a 
circulation library on the premises. 

The library consists of a number 
of extra shoe shelves across the back 
of the store and causes little inter 
ference with the fitting of shoes. In 
fact it is more of an asset in that it 
is a convenient point of interest for 
those who are waiting to be fitted. 

The library runs largely to current 
fiction though there is a sprinkling of 
historical biography. A few good 
reference books and back issues of 
the National Geographic magazine ar 
also on hand. 

There is a two-foot shelf of books 
in each window on the side nearest 
the door and a few of the best seller- 
are also grouped around the cas! 
register. The owner of the store re 
ports that not only is there a sligh' 
profit from the library itself but it i 
a traffic maker. 
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BEST IDEA OF THE WEEK 


PRICED AT WHAT THEY ARE WORTH 
(W. H. Sreicerwact’s, PHILADELPHIA ) 


O. P. Ideator—“They tell me, Mr. Reist, that you 
have a way of running clearance sales that are differ- 
ent, and not only different, but highly efficient and 
profitable.” 


Mr. Jay F. Reist—*“Yes, for these periodic end-of- 
season events, we set up the usual series of tables on 
the main traffic aisle, but they carry only one shoe of 
each style and line to be cleared. Each shoe bears 
a tag which gives complete customer information in 
easy to read manner—the number of the shoe, the 
original price, the sale price, and the sizes in which 
it is available.” 


O. P. Ideator—*I can see where this plan saves the 
shoes from a lot of rough handling and the chances 
of damage and soiling.” 


Mr. Reist—“The plan has proved a good one from 
both customer and store angle. Women like to mull 
over a lot of shoes and pick out bargains. Dumping 
a lot of shoes on the tables makes this harder for 
them to do since there’s more bulk for them to go 
through. One shoe is enough for selection and the 
ticket gives them all the additional information they 
need to know. When selection is made they specify 
the numbers they are interested in and the salesperson 


of each day, the size information is checked, and the 
sold-out sizes marked off the tickets.” 

O. P. Ideator 
to certain price groups?” 


Mr. Reist 


plan. There are no ‘set price’ tables. 


“Are the tables arranged according 


“No, pricing is also individual in this 
Each shoe is 


priced on its individual ticket according to its own 


merits. This eliminates the usual clearance headaches 
that occur when, for instance, a hundred pairs of one 
price range, two hundred of a lower price range. and 
so on down the line, are ‘averaged’ for a set clearance 
price on the lot. This doesn’t fool the public a bit 
customers simply pick out all the real bargains and 
leave the rest still sitting around. The ones left prob- 
ably have to take another markdown to be moved. 
In other words, the public takes the cream and leaves 
the retailer with the skimmed milk. This is overcome 
at Steigerwalt’s by pricing each individual shoe sep- 
arately instead of averaging prices on a miscellaneous 
lot, and has worked out very satisfactorily for our 
store.” 

O. P. Ideator—*1 can see that this is an efficicnt 
business like clearance plan for your store, but it is 
also an honest arrangement with the public. A cus- 
tomer is getting honest value for the money rather 
than having to take the chance of picking the few 


gets the fresh pairs from the stock boxes. 


At the end 


plums from the heterogeneous pie.” 











Feature Attraction 


Theatergoers in Cleveland are get- 
ting a rare treat these days and a 
shoe store located in the heart of the 
theater district is getting a consider- 
able amount of comment and business. 

At the right of the entrance to the 
store is a card which says, “Push this 
Button,” and when you do, the whole 
interior of the store lights up at any 
hour of the night and stays lit up as 
long as you hold your finger on the 
button. Hundreds of people walking 
to and from the theatre do it, and the 
management reports that the $5.00 
extra per month for electricity is more 
than made up by the publicity which 
the idea attracts. 

* * * 


Checkerboard Display 


A giant checkerboard fills the win- 
dow of the Tom, Dick & Harry Shoe 
Store, Newark, N. J. It stretches from 
floor to ceiling, is tilted at an angle 
of about 30 degs. from the vertical, 
and contains black and white 12-inch 
squares. A pair of shoes is fastened 
diagonally in each square. That is, in 
tach square except the center four, 
Which are blocked out and contain 
the price and advertising to convince 
the customer. 


Personal Service 

A special personal letter campaign 
directed to men has 
brought excellent returns and sales 
to Dr. Vosburg’s Foot Comfort Shop 
in Austin, Texas. 

Dr. Vosburg’s campaign was di- 
rected to the following professional 
men whom he felt would be 
likely to come into contact with the 
physi- 


professional 


most 


people needing these shoes: 
cians, physical training teachers and 
coaches, dancing teachers, other shoe 
men, chiropodists and osteopaths. 
From this group he picked a selected 
200. Personal letters sent to 
each and each letter offered specific 
services to the cases which would most 
likely confront that particular indivi- 
dual. To the orthopedic surgeons he 
mentioned the fact that his shop could 
care for their post-operative cases by 
fitting their patients in a special shoe 
designed to throw the weight thrust 
to the outside and off the first meta- 
tarsal head. To some of the general 
physicians and osteopaths he pointed 
out that they had a special bunion 
shoe made extra wide in the ball and 
narrow in the heel to fit badly de- 
formed bunion feet. To pediatricians 


were 


and physical training teachers he 
called attention to the specific correc- 
tions of pronation (rolling inward of 
the ankles) and to dancing teachers 
and physical culturists he advanced 
the argument that poise and grace in 
walking depended upon proper foot 
posture, 

To focus attention on the letters Dr. 
Vosburg also included an Eversharp 
pencil with each as a gift. 

A careful account was kept of the 
expenditures and results of the cam- 
paign which were as follows: 
Cost of mailing and pencils $82.00 
Total referred business for first 

three-quarters of this year 


from men on this list 1,023.00 


Number of men in the group 
who have started using their 
shoes-—22, as follows: 

1 pediatrician 40 pairs children’s 
shoes 213.50 

108.50 
50.00 

181.50 
48.00 


97.00 


orthopedic surgeons 9 pairs 
osteopaths 4 pairs 
chiropractors 16 pairs 
dancing teacher 4 pairs 
general physicians 8 pairs 
shoe men (working in strictly 
style shops) 25 pairs 
training 


Ow = w Nh iS 


302.00 
teachers 2 


tn 


physical 


pairs 21.00 
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Exhibitors at Industry’s Greatest Show 


ROOM 

Mame 5 Bree 1213-1256 
Mouiton-Bertle ¢ ee 911A-912A-913A 
Highland, Ill. 956A-957A-958A 
Shoe . .922-923-924-925 


. .749A-750A 


Myers, D., & Sons, Inc.... 
Baltimore, Md. 

Myrna Shoe, Co. 
Manchester, N. H. 


a ineo Co. 
Bristol, R 

National Shee ““Check- Up” Boge, 
St. Louis, Mo. mteverd R 


oom 
National Shoe Corp. 1303A 
Marlboro, Mass. 
National Shoe & Leather Co., Inc. 1357A 
Epping, N. 
National Shoe Manufacturing Co., 
Inc. .. 1115A-1116A 
Worcester, Mass. 
Natural pate Shoemakers, (Div. of 
Craddock-Terry Shoe Corp.) . .822A-823A 
Lynchburg, Va. 
Naturalizers . .804A-805A-806A-807 A-808A 
St. Louis, Mo. 
Nature Footwear Corp 
Brewer, Me. 
Nettleton, A. E., Co 
Syracuse, N. ¥. 
Novelty Slipper oe 
New Yo PN. 
Nu-Matic Shoe Miz. Co.. 
Milwaukee, Wis. 


512-513 


O’Donnell Shoe Co 
Humboldt, Tenn. 
Old Colony Shoe Co. 
Brockton, Mass. 
Orange Shoe Mfg. Co.... 
Orange, Mass. 
Ornsteen, M. T., Shoe Co 
Marlboro, pease. 
Osteo-Path-Ik 
Belgium, Wis. 
Owens Shoe Co 
Salem, Mass. 


Pacific Slipper Co. 
P i » db 


L Ve 
hy ey “Rubber Co., Inc.. .959A-960A 


Chelsea, Mass. 
Paradise Shoes 1002-1003- 1004-1005 
St. Leuis, Mo. 1006-1007- ae 
Paragon —~ ‘ 135 
Brooklyn, N. Y. 


J 200-901A.001-8 -902-903- 


. .1362A-1363A 
Garfield, N. J. 
Parkhill Shoe Co. 
Fitchburg, Mass. 


Pearson Heel Mfg. Co., The 
St. Louis, Mo. 


" Mo. 
Pfeiffer, Frank H., Co., Inc. 
Worcester, Mass. 
Phileo Shoe Corp.... 


[CONTINUED FROM PAGE 94] 


Posner, Dr. A., Shoes, Inc. 
New York, N. Y. 
Price, Raymond M., & Associates... 
Chicago, Ill. 
Prime Shoe Co., Inc 
elsea, Mass. 
“3 Shoe Se Ene.... 


Progress "thes oe Inc. 
Brooklyn, N. 
Prudential Shoe “ite. Co., Inc 


Putterman Footwear Corp. 
Brooklyn, N. Y. 


Queen Quality { 939A-940A-950A-951A 
Shoe Co. | 952A-953A-954A 
St. Louis, Mo. 


Shoes, (Div. 
oes, Inc.) ... 
Racine, Wis. 

Rao Footwear Corp 
New York, N. Y. 
Rasmussen Shoe Co. 
Westboro, Mass. 
Raymond Shoe Co. 
innell, Ia. 

Raymond ‘Shoe co Inc 
a, H. 
Goose Y 2, 
ma 5 Louis, Mo. 
Reed, Dr. A., Cushion Shoes 
Chicago, Ii. 
eed, E. P., Co. 
Rochester, N. Y. 
Regent Shoe Corp 
New York, N. Y. 
Restful ow — on 


Jersey Cit 
Re i a. Co., Inc 


uben 
Philadelphia, Pa. 
Rice-O’Neill Shoe Co. . § 1018-1019-1020 
St. Louis, ) 1022-1039-1040 
Shoes. . 


o. 
Richland-Davidson 
Roberts, Johnson & Rand 

= 


Racine a Metiend-Recine 
S 557 


Nashvil enn. 
{ 818A-819A 
. | 820A 


-Booth 3 
Rochester, N. 
Rogers Bros. Shoes, Inc. . 1204A-1205A-1206A 
ton, Mass. 
Rohn (Mu-Matic) Shoe Mfg. Co... 617 
Milwaukee, Wis 
Rondeau, H. O., Shoe Co. 
Farmington, 'N. H. 
—— & _——— Inc 


Mas. 
Reh "se, Mfg. “Co. The. . . 763-764-766 


Cincinnati, 
al Metal Mie ae .....Beoth 9 
. 1257-1258 


icago, Ill. 
Rubin Bros. * a. ed 

3 . .1207A-1208A 
737A 


. -1339A-1340A 


Rue, Howard x MH “Sons, Inc. 
Philadelphia, "Pa. 

Ruth Shoe Co.. 
Newburyport, Mass. 


Saco Moc Shoe Corp 
Portland, Me. 
Safran-Sundel Shoe Co. 
ston, Mass. 
St. _r Shoe Mfrs. Assn. 


{ 9-10-11 Third Pieer, 
West Assembly Room 
717 


1015-1016 


Shaw, M. T., Inc. . 
Coldwater, Mich. 
Sherman Bros. i: Co., 
South Norwalk, Conn. 
Shoe Form Co., Inc. 
Auburn, N. Y. 
Shoe & Leather Reporter 
Boston, Mass. 
oe, Inc. 
Louis, Mo. 
Suains M., Shoe Co.. 
Manchester, N. H. 
Simplex Shoe Mfg. Co.... 
Milwaukee, Wis. 
Sinbac Shoe Co. 
Chicago, Ill. 
Slater, B., Co 
South Braintree, Mass. 
— 


sate, _ ‘Edwin, Shoe Co..... 
Columbus, Ohio. 

Smith, J. P., Shoe Co. 
Chicago, Ill. 

Smith-Le Shoe Corp. 
Newmarket, N. H. 

Somersworth Shoe Co., Inc... 
Somersworth, N. H. 

South Berwick Shoe Co., Inc. 
South Berwick, Me. 

Southern Shoe Mfg. Co., i bs a 6 
Hagerstown, “ 

Palsbury, Steis & § 839A-840A-850A-851A 

DeeversShoeCo. | 852A-853A-854A 

Fredericktown, Mo. 

Specialty Shoe Mfg. Co..... 
Cambridge, Mass. 

Sport Specialty Shoemakers, 
Chaffee, Mo. 

Stacy-Adams Co. 
Brockton, Mass. 

Statler Shoe Co....... 
Nashville, Tenn. 

Stein, A. H., Co. 
Haverhill, Mass. 

Sterling 1 ae Inc. 
Auburn, N. 

Stetson Shoe — Inc., The. . 
South Weymouth, Mass. 

Stewart & Potter Co. ees 
Brooklyn, N 

Stillman, H. 
Lawrence, Mass. 

Stone-Tarlow, Inc., Brockton, Mass.. 

Suffolk-Gardner Shoe Co. ; 
Gardner, Mass. 


-1213A-1214A 
1319-1320 
. 661-663-1030 


.1053A-1054A 
430A 
1233A-1234A 
1331-1332 
1137 
1133 


-- 1331A 


- 1117A-1128A 
. -613A-617A 
553 


516 
1237A 


. .1033A-1034A 

Mariboro, Mass. 

Sun Shoe Mfg. Co. — 1313 
Chicago, Ill. 

Superior Shoe Co. 1250A-1251A 
Boston, Mass. 

Superior Shoe Co., Inc. . .815A-830A 
Chicago, Ill. 

Swan Shoe Co., 854 
Baltimore, Md. 


Tango Pumps .. { 1002-1003- 1004-1005 
St. Louis, Mo. 1 1006-1007-1009-1010 
Tanners’ Council of America. Boulevard Room 
New York, » A 
——e E. E., 537A 
Augusta, Me. 
— —_ a 


Tober-. aifer . a { 1031-1032-1033-1034 
Co. . 1 1035-1036-1037-1038 
St. Louis, Mo. 


Torson Lee Shoe Corp.... 
Grand Shoes = Mich. 


> 
Truitt Bros., Inc. 
Binghamton, N. Y. 
by = Inc. ‘ 
boken, : 
Tupper Preview ... 
New York, N. Y. 
Tweedie Footwear Corp. 
Jefferson City, Mo. 


1104A-1105A-1106A 
1149A-1150A 
. .904A-905A-906A 


United Last Co 
Bos 


ton, Mass. 
United Ay Co.. Ltd 
United Sh “t+ - 
n oe c 
Boston, Mass. neat 


.B21A-524A 
Boulevard Room 
801-802-810 


. .816A-829A 


Ss 
United States Rubber Co. 
New York, N. 





ROOM 
1062A 


1216A 
pth 13 
oth 7 
1214A 
9-1320 
3-1030 
- 1026 
421A 
1315 
1054A 
430A 
1234A 
[-1332 
. 1137 
1133 
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ROOM 
.445A-450A 


752-753 
1304A-1305A-1306A 


United States Shoe Corp... 
Cincinnati, Ohio. 
ty Shoemakers Corp 
Haverhill, Mass. 
Universal Shoe Corp..... 
Sanford, Me. 


3-4-5-6 Third Floor 
633A-634A 


= Shoe Co.. 
Louis, Mo. 
tg Alfred 
New York, N. Y. 
Viner Bros. 
Bangor, Me. 
Virginia Shoe Co., Inc.. 10S1A 
Fredericksburg, Va. 
Vitality Shoe Co. { 862A-863-863A-864 
St. s, Mo. 866-866A 
Vulcan Corp. . . 707A-708A 
Portsmouth, Ohio. 


Waldman Bros. ... : , .858 
New York, N. 

Walkin Shoe Co.. 
Schuylkill Haven, Pa. 
Wall-Streeter Shoe Co... 
North Adams, Mass. 

Walton, A. G., & Co. 
Boston, Mass. 

Washington Shoe Co., In 
Salem Depot, N. H. 

Waterbury, S., & Son Co.... 
Brooklyn, N. Y. 

Wea: Best Footwear ee 
Brooklyn, N. Y 

Wear Ever Slippers... . 
South Norwalk, Conn. 


. 651-652 
550A-S551A 
.. 817A 


. .833A-834A 


..1314 


Webster, Mass. 
CS Gs oc ose s cece. see. Oe 


23, 1939 


ROOM 
Weinbrenner, A. H. . .509 
Milwaukee, Wis. 
Well-Worth Slipper Co., 
Honesdale, 
Werman, A., “ Hens. e« 
Brooklyn, N. Y. 
Weyand Shoe Co. 
Jacksonville, Ill. 
Weyenberg — ts Co., 500-501 A-1028-1029 
Milwaukee, 
Wheaton oy _ 
Cambridge, Mass. 
Wiley-Bickford-Sweet 
Worcester, Mass. 
Willits Shoe C 
Halifax, Pa. 
Winchell Shoe Mfg. 
Natick, Mass. 
Winthrop Shoe Co. ... 
St. Louis, Mo. 


..1102A 
.. TIOA 
1012-1013-1014 


-1310 


Corp.. .1131-1132-1138 


..1312A 
534-536 


1135A-1136A 

Amesbury, Mass., and Exeter, H. 

Wohl Shoe Co.. { 1015A-1016A-1018A-1019A 
St. Louis, | 1020A-1021A-1022A-1023A 

Mo. ) 1024A-1025A-1026A-1027A 
| 1028A-1029A-1030A 

Wolf, A. N., Shoe Co... ... 1122-1125 
Denver, Pa. 

Wolf, Sam B., Sons Co., The sai tae @ 
Cincinnati, Ohio. 

Wolff-Tober Shoe { 1001A-1002A-1003A 
Mfg. Co. } 1004A-1005A-1006A 
St. Louis, Mo. 

Women’s Wear Daily 
New York, N. Y. 

Wood and Smith Shoe Co.......... 733 
Auburn, Me. 

Woodard & Wright Last Co. 534A 
East Bridgewater, Mass. 

Wright, E. T.. & Co., Inc. 
Rockland, Mass. 


.Booth 6 


.613-616 


Foregoing exhibitors are those listed up to time of going to press. 





Industry’s Major Objectives 
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insurmountable; that many of our diffi- 
culties were, in fact, psychological. 

The Roman poet, Lucretius, once 
summed up very accurately the state of 
mind in which America now finds itself. 
Lucretius said that we derive benefit 
from seeing a shipwreck at sea, not 
because we fail to sympathize with the 
unhappy victims, but because it makes 
us realize more clearly our own for- 
tunate state. 

Compared with the rest of the world, 
America is, indeed, in a happy position. 
The question, therefore, arises: How 
can business contribute most to the 
preservation of the benefits that are in- 
herent in the American way of life? 

Out of my own experience I can, of 
course, speak only for industry. Yet 
Iam confident I can give assurance that 
industry seeks a program that is not 
selfish but one which is fundamentally 
sound for every part of our national 
economy. For only by building for so- 
ciety as a whole can we safeguard in- 
dustry’s own future. 

It is with this background that in- 

has set up six maior objectives, 
in the achievement of which it seeks 
the cooperation of government, labor 
and agriculture. 

Concisely stated, these objectives are: 

1. Acceptance by business itself of 

Management’s social responsibilities. 
Industry ought to begin with itself in 
charting the course of progress. 
; 2. Good employment relations, with 
industry cooperating fully toward this 
objective. Industry believes that amend- 
ment of the Wagner Act, in accord 
with the overwhelming demand by all 
groups for such action, would do a 
wealth of good in this direction. 


3. More tools to facilitate expansion 
and increase jobs. Such tools come only 
through investment, hence industry 
seeks the removal of barriers to invest- 
ment. 

4. Increased purchasing power for 
the individual American. This can be 
arrived at only through increased pro- 
duction of essential goods. 

5. Thorough analysis of the whole 
tax problem and the promotion of sound 
economy in government. This does not 
mean, of course, that essential govern- 
ment activities be curtailed, but it is 
evident that elimination of waste and 
extravagance would constitute a marked 
contribution to recovery. 

6. We point to the need of everyone 
doing everything in his power to foster 
a wide understanding of the worth and 
manner of operation of the private en- 
terprise system. 

Industry’s greatest service to our 
Republic today lies in following the 
course of peace-time production to the 
utmost consistent with National De- 
fense. requirements, and in promoting a 
program that will guide most effective- 
ly that peace-time production toward 
the goal of full employment and com- 
plete recovery. 

It is at once an opportunity and an 
obligation. 


N.S.T.A. Wants Fewer 
Style Shows 


[CONTINUED FROM PAGE 95] 


testing of plans of various states to 
tax salesmen coming into those states. 
Much of this work, it may be noted, 
has been done through the national of- 
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fices of the association in Boston. 

Another feature of the convention 
will be the reports presented by chair- 
men of the standing committees. These 
include: 

Publicity, Thomas A. Delany, Boston; 
Transportation, L. L. Imig, Milwaukee; 
Style, M. E. Tobias, New York City; 
Trades Cooperative, Hector E. Lynch, 
Boston; Transfer and Baggage, Louis 
Zuroff; Hotels, E. C. Smeltzer, Indian- 
apolis; Legislation, W. T. Stephenson, 
St. Louis; Education, J. E. Wm. Pres- 
cott, Des Moines; Budget, John P. 
Thomas, Brockton; Insurance, Charles 
W. Morrill, Winchester, Mass.; and 
Membership, J. J. Buckley, Dallas. 

Regional governors, who constitute 
the Board of Governors, which is, in 
effect, an executive committee of the 
association, are: 

Thomas Meade, Jr., New York and 
New England; H. L. Ware, Chicago, 
Michigan and Illinois; C. E. Dawley, 
Northwest; E. N. Oschner, Iowa, North 
and South Dakota and Missouri west 
to Denver; Nat Cohen, South and 
Southwest, including Washington, D. C.; 
William P. Hennessy, Ohio; William 
J. Ahern, Los Angeles, Pacific Coast 
and Pacific Northwest; L. L. Imig, In- 
diana and Wisconsin; and Owen J. 
Paden, Pennsylvania. 


Who’s Who at the Shoe Fair 
[CONTINUED FROM PAGE 91] 


Louis, Mo.; Walker T. 
Dickerson, The Walker T. Dickerson 
Co., Columbus, Ohio; Stanley Heald, 
The Stetson Shoe Company, Inc., South 
Weymouth, Mass.; L. V. Hershey, 
Hagerstown Shoe and Legging Com- 
pany, Hagerstown, Md.; Weir Stewart, 
Marshall, Meadows and Stewart, Inc., 
Auburn, N. Y.; ex-officio: Frederick A. 
Miller, The H. C. Godman Company, 
Columbus, Ohio, chairman of the board, 
National Boot and Shoe Manufacturers 
Association; Jay O. Ball, New York, 
N. ¥., president National Boot and 
Shoe Manufacturers Association. 

The Finance Committee consists of 
Stanley Heald, chairman; Weir Stewart, 
L. V. Hershey, Carl Burgstahler, Louis 
F. Tuffly. 

Program Committee: Alfred J. 
Pauly, chairman; Joseph T. Geuting, 
Jr., Walker T. Dickerson. 

Display Committee: L. V. Hershey, 
chairman; Weir Stewart, David Hirsch- 
ler. 


Company, St. 


Open New Women’s 
Shop in South 


FLA.—Ward Cowart and 
Howard H. Brewer have opened an ex- 
clusive shop handling women’s popular- 


LAKELAND, 


priced high fashion shoes. The store 
is located on South Kentucky Avenue. 

Mr. Cowart was formerly connected 
with Levy & Chatoff, Charleston, W. 
Va., and Mr. Brewer came to Lakeland 
from Daytona Beach, Florida. 
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WEDNESDAY, JANUARY 3—-All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 


EXPENSE CONTROL AND STORE MANAGEMENT 
CLINIC 


Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:60 P. M. 

Consult these business specialists about your expense control 
and store management problems. These recognized authorities, 
members of the Faculty, Northwestern University, School of 
Commerce, will gladly advise you without cost: 


FRANK M. 
MAYFIELD 
Distinguished Mer- 
chant and Chairman 
of Economic Ad- 
visory Committee, 
N.R.DG.A,, to speak 
W ednesday. 


Prof. Ira D. Anderson—Dept. of Marketing, N. U. 
Prof. Delbert J. Duncan 
N. U. 
Prof. James R. Hawkinson 
merce, N. U. 
Prof. Chester E. Willard 
N. U. 
WEDNESDAY, JANUARY 3—All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
SALES PLANNING--SALES PROMOTION 
CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
A rare opportunity to discuss your sales promotion problems 
with a group of experienced advertising leaders. These experts 
on proven promotions will advise you: 
Michael Murphy—secretary, Sales and Advertising Manager, 
Krupp & Tuffly, Inc., Houston, Tex. 
Advertising Authority and Sales Promotion 


In charge of all retailing courses, 
Asst. Dean of the School of Com- 


Depart. of Organization Marketing, 


C. Benjamin Rush 
Specialist. 


WEDNESDAY, JANUARY 3—All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
STORE MODERNIZATION CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 


Are you going to modernize your store . . . change fronts . . . 
show windows . . . re-arrange exterior . . . interior . . . install 
air-conditioning . . . plan new building? If you have any of 
these problems in mind, consult these nationally known authori- 
ties . . . without obligation or cost: 

Robert L. Pioso—Architect and Store Designer of the firm of 
Pioso and Peterson, Architects, Chicago, III. 

Karl E. Peterson—Store Consultant, Architect Designer of the 
firm of Pioso and Peterson, Architects, Chicago, III. 


WEDNESDAY, JANUARY 3—7:20 P.M. 


FIFTH ANNUAL BANQUET OF THE NATIONAL SHOE 
FAIR. THE ALL INDUSTRY GET-TOGETHER. A NIGHT 
OF STARS. AN UNSURPASSED SHOW—FINEST FOOD. 

7:20 P. M. Grand Ballroom, Stevens Hotel (Tickets $7.00) 

Tickets may be purchased at National Shoe Fair Headquarters, 
Room 1406, Stevens Hotel. 

Jointly Sponsored by 
National Boot & Shoe Manufacturers Association 


National Shoe Retailers Association 


THURSDAY, JANUARY 4—10:30 A.M. to 
12:00 Noon 


North End, Boulevard Room, Booth Display Floor, Stevens 
Hotel, 2nd Floor 
SCIENCE OF PROPER SHOE FITTING CLINIC 
Carl Burgstahler, Chairman 
F. E. Foster, Chicago, Ill. 
(Speaker to be announced later) 


THURSDAY, JANUARY 4—12:25 Noon 
NATIONAL BOOT & SHOE MANUFACTURERS 
ASSOCIATION—ANNUAL MEETING 


H. V. 
KALTENBORN 
Ace News Commen- 
tator and Interpreter 
of National and In- 
ternational events, 
who speaks Thurs- 
day. 


Luncheon 12:25 
Grand Ballroom, Stevens Hotel, Second Floor 
Chairman of the Board, Frederick A. Millet 
President, Jay O. Ball 


Secretary, Ruth S. Freeman 


ANNUAL ADDRESS 
ANNUAL Report 
ANNUAL Report 


H. V. KALTENBORN WILL SPEAK 


The Board of Directors of the National Boot and Shoe Manu 
facturers Association again extends an invitation to all shor 
manufacturers, both non-members and members of the Associa 
tion, to all wholesalers and retailers, to attend the Annual Meet 
ing of the Association. 

Guests may depend upon luncheon being served promptly a 
12:25. The speaking and business session immediately follow 
ing the luncheon will be concluded at 2:45 P. M. 

Tables of eight will be arranged for the luncheon. In vie 

[TURN TO PAGE 124, PLEASE 
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of the fact that reservations and arrangements for this luncheon 
will be made from the association’s New York Office, last minute 
additional seats to assigned tables or cancellations cannot be 
made. It is, therefore, suggested that those wishing to reserve 
tables should mail checks promptly to the National Boot and 
Shoe Manufacturers Association, Chrysler Building, New York 


SALES PLANNING—SALES PROMOTION 
CLINIC 
Consultation Hours: 9:30 to 12:00 Noon—2:30 to 5:00 P. M. 
A rare opportunity to discuss your sales promotion problems 
with a group of experienced advertising leaders. These experts 
on proven promotions will advise you: 


City. 
by the hotel for the luncheon. 


Luncheon tickets will be $1.00 each, the amount charged 


MISS BERNICE DODGE 
will speak on “Who Is Mrs. 
Consumer,””’ at Science of 
Proper Fitting Clinic, W ednes- 
day from 10:30 A.M. until 12 M. 


DR. GEORGE H. GALLUP 
Of American Institute of Public 
Opinion, a featured speaker at 
Tuesday's opening Luncheon 

Meeting. 


Michael Murphy 


Secretary, 


Sales and Advertising Manager. 


Krupp & Tuffly, Inc., Houston, Texas. 


C. Benjamin Rush 
Specialist. 


THURSDAY, JANUARY 4—All Day 


Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 
EXPENSE CONTROL AND STORE MANAGEMENT 


CLINIC 


Consultation Hours: 9:30 to 12:00 Noon 
Consult these business specialists about your expense control 
These recognized authorities, 
members of the Faculty, Northwestern University, School of 
Commerce, will gladly advise you without cost: 

Dept. of Marketing, N. U. 

In charge of all retailing courses, 


and store management problems. 


Prof. Ira D. Anderson 

Prof. Delbert J. Duncan 
N. U. 

Prof. James R. Hawkinson 
merce, N. U. 


Prof. Chester E. Willard 


THURSDAY, JANUARY 4—All Day 
Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 


-Asst. Dean of the School of Com- 


Advertising Authority and Sales Promotion 


THURSDAY, JANUARY 4—-All Day 


Boulevard Room, Booth Display Floor, 2nd Floor, Stevens Hotel 


STORE MODERNIZATION CLINIC 


2:30 to 5:00 P. M. 


show windows . 


Robert L. Pioso- 


Karl E. Peterson 


Dept. of Organization Marketing, N. U. 


Consultation Hours: 9:30 to 12:00 Noon 
Are you going to modernize your store . . . 
.. plan new building? 
problems in mind, consult these nationally known authorities 
. without obligation or cost: 

Architect and Store Designer of the firm of 
Pioso and Peterson, Architects, Chicago, Il. 

Store Consultant, Architect Designer of the 
firm of Pioso and Peterson, Architects, Chicago, Ill. 


2:30 to 5:00 P. M. 


change fronts . . . 
If you have any of these 


FRIDAY, JANUARY 5—All Day 


NO MEETINGS SCHEDULED. 
buyers to complete writing sizes and further opportunity to 
check display exhibited in Stevens Hotel. 


Entire day left open for 





Weber Shoe Co. Leases 
St. Louis Building 


St. Louis, Mo.—The Weber Shoe 
Company, manufacturer of children’s 
stitch-down shoes, following its pur- 
chase of the machinery and goodwill 
of the Mississippi Valley Shoe Com- 
pany of Red Bud, Ill, has taken a 
long-term lease on a two-story building 
at 918 South Boyle Avenue. 

The building contains 10,000 square 
feet of floor space and is equipped 
with an automatic sprinkler system and 


steam heating plant. It is readily ac- 
ceptable for the purposes of the shoe 
company, following its recent occu- 
pancy by the Collins-Morris Shoe Com- 
pany. 

Fred J. Weber, head of the manufac- 
turing company, was formerly with 
the Collins-Morris concern. Other offi- 
cers of the company are V. H. Weber, 
vice-president; J. W. Brady, secretary- 
treasurer; Elmer Cohen, sales mana- 
ger. 
This is the second shoe company in 
as many weeks to return its plant to 
St. Louis. The Chester A. Yard Com- 


pany recently leased a building at 3419 
Rutger Street, moving its equipment 
to the city from Bonne Terre, Mo. 


Harris Opens Own Store 
At Miami 


MiaMI Beacu, FxLa.—After 10 years’ 


experience on Lincoln Road in such 


shoe shops as Delman’s and Saks-F ifth 
Avenue, Charles Harris is opening his 
own place of business at 1419 Wash- 
ington Avenue. The new shop is to 
be known as Tropic Trotter, and only 
women’s shoes will be featured. 
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THE new Spring and Summer edition of Fashion and 
Footwear, the National Shoe Retailers Association 
women’s costume coordination book which has attained 
a firmly established national standing and recognition 
as an authoritative guide for retail shoe and accessory 
selling, is ready for distribution, according to an an- 
nouncement by L. E. Langston, executive vice-president 
of the N.S.R.A., and orders are now being received 
from members at the association’s headquarters, 274 
Madison Avenue, New York. 

The new edition of Fashion and Footwear brings to 
the merchant a complete cross section of style trends 
for the coming season and also a vast amount of in- 
formation invaluable to the retail shoe salesman in his 
task of fitting shoes, one of the most important fashion 
items, into their correct place in relation to new costume 
weaves and colors. It covers advance hosiery shades, 
new types of accessories that must be tied in with shoes, 
and even make-up, which is now recognized by every 
store as part of a woman’s ensemble. 

With this book in hand, the retail salesman in the 
shoe store will be able to visualize what his customers 
are planning in the way of costume combinations, and 
to aid them in their shoe selections. The customer is 
favorably impressed and better pleased with her choice 
of shoes when she receives this sort of advice and service 
in the shoe store. She is almost certain to return again 


PRESENTS FOURTH 
“FASHION AND FOOTWEAR” 


Elaborate Swatch and Style Book, Prepared for Members of National 


Shoe Retailers Association, Is Now Ready for Distribution 


MEMBERSHIP AUTHORIZATION 
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to the store where she has been assisted through intelli- 
gent salesmanship, made possible through the use of 
the kind of information contained in Fashion and Foot. 
wear. The shoe salesman in the department store is 
enabled to show and sell shoes that fit into the fashion 
program of the entire store. Merchants and salesmen 
can present this Costume Coordination Book as an au- 
thoritative guide for what promises to be a very active 
season in the retail shoe business. 

Previous issues of Fashion and Footwear have been 
enthusiastically received and widely reviewed. The) 
have been used as a selling and coordination guide as 
well as an index for color promotions by many of th: 
leading stores of the country. 

Members of the National Shoe Retailers Association 
have already received an announcement of the new edi 
tion of Fashion and Footwear, which is available to 
them at the price of $3 per copy. To stores that are no! 
members of the association, the suggestion is made that 
they send their requests to L. E. Langston, executive 
vice-president of N.S.R.A., 274 Madison Avenue, New 
York, stating the number of books they require and 
making use of the coupon form below for membership 


authorization. 
Other services rendered to members by the National 
Shoe Retailers Association include the monthly bulletin. 
[TURN TO PAGE 252, PLEASE | 






NATIONAL SHOE RETAILERS ASSOCIATION 
274 MADISON AVENUE 





SCHEDULE OF ANNUAL DUES: 


$1.00—volume up to $50,000 ...... 0 
$2.00—volume $50,000 to $100,000.. () 
$5.00—v¥elume of more than $100,000 () 


Branch Stores—$1.00 per store 
(How many) 





All elassifications receive the 
same service. 


Please check your classification by 
volume, and send your cheek for that 
amount. 


CITY 











NEW YORK, N. Y. 


19 


We authorize you to place our name on your membership 
rolls, in volume classification as checked: 


FIRM NAME 
VOTING MEMBER 


STREET ADDRESS 


. STATE r+ 


Authorized by: .. die Si Faia or 












































Color 429 is a 
definitely accepted 
Color for Spring 
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Spring and summer Foot Saver styles as varied as 
the smart women who will wear them... as fine 
as superlative materials and superlative craftsman- 
ship can make a shoe. And all with the perfect, 
permanent fit that identifies Foot Savers even 
before you see the name stamped on the sole. 

Foot Savers Are The Only 


Shoes In The World Made 
Over Shortback Lasts 


The Lucilla 


The Catalina 


Shortback* 


OT SAVER SHOES 


MamurAcruRED BY THE JULIAN & KOKENGE COMPANY 
COLUMBUS, OHIO 
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HUTH & JAMES SHOE CO. - MILWAU<EER 





£1 SMART BUY FOR ‘40 


“Two outstanding lines more competitively priced than ever— 
“Smartly styled “dress” shoes, Littleway constructed —-Clever “sport 


“shoes, Goodyear Welt Constructed. 844-00 and $4.00 Retailers. 
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C\ { YLE 7596—rThe “Happy Hiker.” A favorite the STYLE B1364—oOur “Wisp.” The latest in an Open 
\ ; niry over. A “Sloppy Joe” type. Toe, Open Shank Sandal. See it at the “Show.” 
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The War and Your Business 


[CONTINUED FROM PAGE 113] 


you have on the details of your busi- 
ness it is high time to clear your decks 
for action so as to take coming events 
in stride and still accomplish your one 
objective, net profits. 

The modern trend is to look to you 
defenses first, i.e., your expenses. 

Regardless of the size of your sales 
volume they should be something like 
this: 


Salaries . 14 % 
Rent 6 % 
Advertising 5 % 
Freight & Deliver 2 % 
Taxes 2 % 
Depreciation 1%% 
Light, Heat, Power 1 % 
Insurance % % 
Supplies , %o 
Miscellaneous 1%% 

Total 34% 


Your expense figures SHOULD fit 
this scheduie somewnat, but the cnances 
are they DON’T. If they do not fit you 
are either not making an adequate net 
profit or your gross profit is more than 
42 per cent. And if your gross profit is 
more than 42 per cent you are putting 
a drag on your volume which in turn 
cuts down on your posible profit. 

If some shoe businesses can operate 
on this schedule, your business can do 
likewise. If you doubt the accuracy or 
possibility of any figure in the sched- 
ule write a letter giving your reasons, 
care of the Boot & SHOE RECORDER. 

Undoubtedly the item of 14 per cent 
for salaries (including compensation of 
the officers or owners of the business), 
is the most disputable, and the hardest 
to obtain. 

The answer is: What others can do, 
you can do. 

How many employees do you have 
who neither buy or sell merchandise? 

The ideal answer would be “NONE,” 
and the closer you can come to the ideal 
the quicker will you reach your objec- 
tive. 

Let us take just two examples to in- 
dicate the line of action and show what 
is possible of accomplishment. 

1. Do you have a wrapping depart- 
ment? Or combination wrappers and 
cashiers? Salespeople can be organized 
to wrap their own packages, make their 
own change, and authorize their own 
credits. 

2. In your office do you have a sales 
audit department? An accounts pay- 
able ledger? Neither are necessary and 
both cost money. The method of elimi- 
nating them is too lengthy to be in- 
cluded here, but they are both needless. 

In purging the salary and expense 
accounts likewise all the way through 
the business, other time-honored func- 
tions may be discontinued or combined 
if you have the will and the courage 
to do it. The one goal to reach for is 
the discarding of all expense not inci- 
dental to either buying or selling. 

Nor is this program of cutting ex- 
pense one of ruthless liquidation. It is 





Dates to Remember 


Shoe Fair, Hotel Stevens, 
I kin icncuvecuan Jan. 2 to 5. 1940 
Annual Convention National Shoe 
Travelers Association, Morrison 
Hotel, Chicago, Ill...January 5, 6, 1940 
Charlotte Shoe Show, Hotels Charlotte 
and Selwyn, Charlotte, N. C. 
Jan. 7, 8, 9, 1940 
25th Annual Convention and Exposi- 
tion, Northwestern Shoe Retailers 
Association, Hotel Radisson, Minne- 
apolis, Minn. ....January 7, 8, 9, 1940 
Annual Michigan Shoe Fair, Michigan 
Retail Shoe Dealers and Michigan 
Shoe Travelers Association, Hotel 
Statler, Detroit, Mich. 
January 7, 8, 9, 1940 
Texas-Oklahoma Retailers and South- 
western Shoe Travelers Joint An- 
nual Convention, Texas Hotel, Fort 
Worth, Texas. .January 7, 8, 9, 10, 1940 
17th Annual Shoe Buyers’ Week, In- 
diana Shoe Travelers Association, 
Claypool Hotel, Indianapolis, Ind. 
January 14, 15, 16, 1940 
Annual Dinner and “Get Acquainted 
Night” Buffalo Shoe Retailers As- 
sociation, MacDoel’s Restaurant, 
Is! Be envesees January 17, 1940 
26th Annual Convention Middle At- 
lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadel- 
ne Sh ssadee January 21, 22, 23, 1940 
Shoe Style Show, Buffalo Shoe Trav- 
elers Association, Buffalo, N. Y. 
January 28, 29, 1940 
Official Opening of American Leathers 
and Style Conference for Fall, 1940, 
Waldorf-Astoria Hotel, New York. 
April 1, 2, 1940 
Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 
June 2, 3, 4, 5, 1940 
Annual Convention California Shoe 
Retailers Association, St. Francis 
Hotel, San Francisco, Calif. 
June 9, 10, 11, 12, 1940 


National 
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not as cold blooded as it sounds. It is 
merely the streamimed trend of chang- 
ing conditions born of raw necessity. 

While, hke war, it reverts to funda- 
mentals ana slashes away the fetters of 
red tape and weaknesses it is for the 
common good never the less. 

Your business will either succeed or 
fail, under the new conditions which 
may come. if it succeeds you will have 
provided security and comfort for your 
employees and family. If it fails you 
will have thrown them all including 
yourself on other resources. 

By succeeding your business grows in 
size, and by growing in volume it ein- 
ploys more people and provides more 
security for greater numbers. 

Rather than being a ruthless ca:n- 
paign a reorganization which provides 
a more sound basis of operation is a 
beneficent campaign. A surgeon doves 
not use a scalpel to commit murder, but 
to effect a cure. New conditions must 
be met with new ideas. 

What about buying? What eff ct 
does war have on buying? 

Little, if any. 

It is apparent that in the face of ris- 
ing prices it is impossible to buy quan- 
tities far enough ahead to have much 
appreciable effect on net profits. In 
women’s shoes changing styles prohibit 
that. In men’s and children’s shoes the 
investment would be too large to 
finance very far. 

Buying shoes under any conditions 
still consists of a study of: 

1. Retail Price Ranges. 
2. Types. 

3. Colors. 

4. Materials. 

5. Sizes. 

6. Quantities. 

Of these, quantities is the problem 
calling for the most study. You suc- 
ceed or fail by reason of the size of 
your inventory in realization to your 
volume no matter whether your judg- 
ment on the other five points is good or 
bad. [TURN TO PAGE 259, PLEASE] 





Two new shoes in the Spring lineup from Field and Flint. 
Left, a brown and white combination; right, a new brogue 
with extended tip. 
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Why Dealers’ Sales 
of Edwards Shoes 
are Zooming .. . 


Doctors, insurance companies, school authorities 
—all are emphasizing the importance to com- 
plete child health of properly made, well fitted 
shoes. As a result, more and more parents are 
buying better shoes for their children because 
they now realize that it takes a better shoe to fit 
well, and to hold that fit in active service. 

This trend to well made, carefully fitted chil- 
dren's shoes gives a big advantage to the many 
leading shoe merchants who are Edwards Dealers 
because they say Edwards Fine Junior Footwear 
is easier to fit. And Edwards Shoes are easier to 
sell because parents can readily see that they 
fit better and give better protection and guidance 
to growing feet. 

There may be an opportunity in your city for 
a profitable Edwards Agency. Write us today for 
all the details. There's no obligation, of course. 
J. Edwards & Company, 314 N. 12th St., Phila., Pa. 
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Be Market-Wise, Centralize 


You, as a buyer, can find what you want 
when you want it here—with a speed and 
certainty of selection not possible elsewhere. 


Because, gathered here, in friendly com- 
petition, in the Marbridge Building, are 
more shoe and allied concerns than in any 
building in America. 


The Marbridge Building is in the very 
heart of midtown New York. All the great 
retail stores are nearby. So, if you are in 
search of ideas, examples and promotions. 
center your attention here. 


We enjoy the most neighborly relation- 
ships with men and concerns who make this 
their New York headquarters, and every 
possible service is rendered by us to facili- 
tate orderly business. 


May we extend to you a welcome in be- 
half of all of our tenants who, at this time 
of the year, are happy to meet you in the 
Marbridge Building. 


D. S. MacponaLp, Manager. 


MARBRIDGE BUILDING 


47 WEST 34th STREET 


You are cordially invited to review Edwards Great New 
Spring Line at the NATIONAL Shoe Fair, CHICAGO, 
January 2 to 5, Stevens Hotel, Rooms 700,701-A and 702-A 


also 1328 BROADWAY, NEW YORK 

















OUT IN FROn, FOR 4O 


4134—Wos. White Buck Kid Panama 
Spectator Sports Tie, Turf Tan Call 
Wing Tip and Backstay, Littlkeway Lock 
stitch Process, 17-8 Natural Leather 
Spectro Heel, 617 Last; AAA 542 to 10, 


Dress by McMULLEN CO., N. Y. AA 5 to 10, A 4% to 10, B 4 to 10, C, 
Hat by SALLY VICTOR, N. Y. D 3% to 10—$3.00 


ORE women will walk into shoe stores in 1940 with THE 
looking for a familiar label, and asking for 
MOST IMPORTANT 


Natural Bridge Shoes: and will walk out with the satis- 

fied smile which means a repeat customer. Every month, 

for the past few years, we've checked our sales against NAME in 

the shoes you are selling, and we know that the swing 

in the Arch Type Field is consistently to Natural ARCH TYPE SHOES 
Bridge Shoes. 


Dealers say it's because of sales making advertising. in 
rotogravure and class magazines, and Natural Bridge's 
clever styling which is appealing to younger, smarter and 
infinitely more women than ever bought this type shoe 
before. Give yourself a treat, visit us at the Hotel Stevens, 
Rooms 821-A to 823-A, and see how well styled Arch 
Type Shoes can be, and hear what the Nation's leading 
retailers are saying about Natural Bridge, the 

line that is making Arch Type Shoe history. 

We'll show you too, why Natural Bridge 

Shoes are more profitable shoes for you fo sell 

this year and for many years to come. 




















THICK SMOOTH by uFlex in 6 sTYLEs”™ 
2? page tg “* 


| No other soles are so springy and light. In fact, you... it’s plenty tough and can take the abusegoiiy 
no other soles can be, for these are made of GumSar _ the hardest wear. GumSar works well in the fagtqnyy 
and Gristle, exclusive products with Avon. Avon also _‘ too, and can be attached by the two-unit Process # . 
)) offers the widest variety in style and thickness, with stitched aloft. The ever popular Du-Flex Gristhegy : 
f proper heel height for each. GumSar is the only true famous for its light weight and durability, is avail#b : ; 
) gum rubber sole. When we say that it is soft and re- in these thicknesses also. Other Du-Flex Soles tig ) 


) silient and so light that it floats, don’t let that mislead Crepe and Nap are ready to add a point of j 
appeal to your sport shoes. As we say in our natiogal 


advertising, "You can’t go wrong on Du-Flex Sc e. 
Lad ty 


AMON SOLE COMPANY ?23m 
a VON MASSACHUSETTS — 86 
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«+» SAYS THIS TAG OF 
ARMSTRONG’S CUSHION CORK 
FEATURED WITH EVERY PAIR OF 

JARMAN “MILLION-AIRES” 


ENERAL Shoe Corporation— 
makers of Jarman “Million-Aires” 
—know that comfort sells shoes. And 
they think so highly of this model’s re- 
silient midsoling of Armstrong’s Cushion 
Cork that they attach a tag of the material 
to each pair! A most dramatic way of 
helping retailers tell customers about the 
extra comfort Cushion Cork means! 
This remarkable cork-and-sponge-rub- 
ber composition—widely used as a cush- 
ioning agent and filler material—is 
flexible and highly resilient . . . and 
hence shock-absorbing. It’s also light 
and durable—offering you important 
plus-points that result in a greater turn- 
over. You'll find it easier to sell shoes 
that have the extra advantages of 
Cushion Cork. In your orders to manu- 
facturers, specify the use of Armstrong’s 
Cushion Cork. Then tell your customers 
about its special comfort-giving features 
—and watch sales go up! Arm- 
strong Cork Co., Shoe Products ® 
Sec., 941 Arch St., Lancaster, Pa. 
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The “Parkwood” model of the Jarman “Million- 
Aires’’—manufactured by General Shoe Corporation, 
Nashville, Tennessee. The tag, made of Armstrong's 
Cushion Cork, stresses the toe-to-heel comfort of the shoe. 





LOOK at these IMPORTANT SELLING POINTS! 


Here are the qualities of Armstrong’s Cushion Cork 
which win customers for the shoes in which it is used: 
1. Resilience—springy cork-and-sponge-rubber com- 
position absorbs walking shock. 
2. Porosity—specially designed structure allows maxi- 
mum air circulation in air conditioned shoes. 
3. Long Life—Cushion Cork’s lasting compressibility 
assures extra comfort for the entire life of the shoe. 
4. Level Surface—Cushion Cork assures permanently 
smooth insoles. Being a non-thermoplastic mate- 
rial, it cannot “creep” or “bunch.” 
WATCH SALES GO UP WHEN YOU POINT OUT THESE 
EXTRA COMFORT FEATURES TO CUSTOMERS! 











Armstron g's 


SHOE —* | 
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A. E. FARRAR 


Friedman-Shelby Shoe Co. 
President 





~ 


A. M. BURTON A. G. WHITE 
Secretary Brown Shoe Company 
Treasurer 
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MANUFACTURERS 


SALUTE THE INDUSTRY 


As the march of time brings us into 1940, St. 
Louis, the world’s greatest shoe city, pauses to 
salute the entire shoe industry — tanners, manu- 
facturers, merchants, the supply trades, and all 
who have a part in the conduct of these various 
branches of the industry. 

This year, now about to pass into history, has 
been a fairly good one for St. Louis; not one of 
the best on the whole, yet not one of the worst. It 

has been a period in which confidence in the 
saimerican system has been restored to some extent 
ed in which basic trends seem to be no longer in 
a direction of business paralysis but toward new 

rprise, new features, new ideas, and renewed 


The leaders of this great market view the im- 
mediate future with less apprehension than at any 
time in the last few years. Some even express the 
feeling that general business in 1940 will show a 
healthy gain over 1939, despite the fact that it is 
an election year. 

Orders booked on the new spring lines of St. 
Louis manufacturers during November and De- 
cember show sizable increases over a year ago. 
The specialty plants have experienced the largest 
gains, some ranging as high as 25%. Factory 
operations stepped into top production figures this 
season some thirty days earlier than was the case 
last year. 


P HoToGRAPHS shown here are those of the officers of the St. Louis Shoe 
Manufacturers Association, one of the most vital organizations in the shoe 
industry. These gentlemen, on behalf of the St. Louis market, extend a 
cordial invitation to all shoe men to visit the displays of St. Louis shoes at 
the National Shoe Fair. 

Membership of the St. Louis Shoe Manufacturers Association includes 
twenty-eight concerns, with 42 selling branches, representing 96 shoe fac- 
tories located in St. Louis and within a radius of 200 miles. The annual 
production of these factories is approximately 72,000,000 pairs. Over 54,000 
shoe workers are employed. Value of annual products is estimated at $165,- 


000,000 wholesale. 
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ALN ne 


Make your memo now to visit 
Rooms 918-919-920 at the Stevens 
Hotel during your visit to the 

annual Shoe Convention to be held 

January 2nd, 3rd, 4th and 5th. 


5 8-99-520 


Friedman-Shelby’s assembly of specialty lines 

showing the latest style developments will 

be on display. So wide is the selection in each 

line for ever member of the family that you will 

be enabled to make your entire selections from 

the well-known “RED GOOSE”,“LADY-FASHION” 
and “FOOT-FASHION” Lines. 



























ede 


lady tasuion Sis 


The “Lady-Fashion” line has won great favor with 
retailers throughout the nation and is steadily gaining in pop- 
ularity. The feature of this line is a light-weight construction 
which provides excellent comfort by holding the “ARCHES UP 
AND THE HEELS BACK”. Although providing this unusual com- 


fort, “Lady-Fashion” shoes reflect no sacrifice in style. 
Zs 
oVA WO 


Foot 





e Foot-Fasmion fin SHOES 


“Foot-Fashion” Fine Shoes 
are well known for their 
smart styling, splendid 
finish, and pattern variety. 

















“Red Goose” points the way 
to increased sales and greater 
net profits. 


Ask your dealer friends who sell them and your neighbor 
friends who buy them to tell you of the several “reasons 
why” they insist upon “RED GOOSE” as their selection. 











2 = a eeepc hie yy a = 2 







PRIEDASAR-SHELEY 
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BABY DEER SHOES KEEP MY FEET FRESH, TOO!” 


Mummy will love this wonderful new process called “Sanitized” 
which is now applied to the leathers and fabrics of all Baby 
Deer Shoes. This process makes Baby Deer Shoes actively— 
antiseptic and self-sterilizing in effect, which means that they 
will remain clean, healthy and free from offensive odors by 
inhibiting bacterial growth. 

Therefore, “Sanitized” Baby Deer Shoes are better for your 
customers to wear and better and easier shoes for you to sell. 





Wire or write today for complete details on 
this wonderful “Sanitized” Baby Deer line. 
Address: Trimfoot, 4060 Forest Park Boulevard, No. 500 White Washable Kid Intermediate 
St. Louis, Missouri. In Canada: 49 Sanford in sizes 1 to 4. Retails for $1.50 per pair. 


Avenue South, Hamilton, Ontario. 


BABY DEER SHOES 
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Keep faith with 
your customers by 
featuring a line that 
has kept faith with 
the shoe merchants 
of America for over 
forty years. Despite 
fluctuating markets 
there has been no 
compromise in the 
quality standards of 
any Star Brand line. 


Look at the new Star Brand line coldly ...in terms of styling, 
prices, completeness, quality, sales opportunities, profit possibili- 
ties, repeat business. You’ll immediately realize its true worth. 


Add to all these the Star Brand reputation for quality and honesty 
in the face of fluctuations from these standards by many lines and 
you will agree the Star Brand line is the outstanding in-stock line 
of 1940. Remember there’s a Star Brand Shoe for almost every 
price line .. topped off with three nationally advertised feature lines. 


ON DISPLAY 
ROOMS 818-A, 819-A, 820-A *« STEVENS HOTEL 
National Shoe Fair, Jan. 2, 3, 4, § 
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One Grade Only... THE BEST 
As Advertised in Vogue & Harper's Bazaar 


RICK @O’°NEILL SHOE COMPANY «¢ Manu acdurers 0 ST. LOUIS, U.S. A. 
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ST. LOUIS SALUTE 


THE POINT OF SAL Es 


E ver since the introduction of machinery in the making of shoes the system of distribution em- 
ployed in moving them from the maker to the wearer has required the essential functions performed 
by the retailer—the man who assumes the risk of moving the product from the factory to his store 
—the point of sale. In so doing he gives it what economists call “place” utility plus “time” utility. 
A shoe must be in the right place at the right time in order to become useful to a particular wearer. 
But the present day business of dealing in shoes isn’t that simple. In fact it is probably the most com- 
plex of all retail businesses, for in what other retail field does the merchant have so many factors in- 
volved in a single sale; colors, materials, sizes, patierns, heel heights and even the customer’s health, 
to say nothing of price, mark-up, mark-downs, returns, advertising, turnover, inventory control, etc. 
And with all, today’s successful dealer must possess a reliable knowledge of orthopedics, shoe con- 
struction, fashion trends, modern display and sales promotion. 

Thus with full appreciation and recognition of the supremely important part the dealer plays in 
the broad scheme of shoe distribution, the St. Louis shoe manufacturers take this means of saluting 
the dealer—the point of sale. Such an appreciation forms the solid basis on which St. Louis shoe- 
makers have built a dominant and successful manufacturing center. 

Of increasing importance in the realm of business is the sharp, clear relationship between the 
man at the fitting stool and the manufacturer who is eager to see that the successful merchandising 
of footwear is carried on with the greatest possible dispatch and from the most profitable standpoint 
for retailer and manufacturer alike. 

St. Louis salutes the man on the selling line. The man faced with the daily problem of seeing that 
footwear needs are met with in correct merchandising, proper advertising, and ample attention to 
the detail of selling the right shoe to the right person. 

In this vast industry, the St. Louis Shoe Manufacturer has met with the problem of seeing that 
the Man At The Point Of Sale is well equipped to carry out the work that fortunes in equipment and 
personnel have made possible in footwear that meets every purpose and purse. 

Sensing that the movement of shoes from the shelf to the feet is predicated on the workmanship 
and complete dependability of the manufactured product the manufac- [TURN TO PAGE 177, PLEASE] 
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ATS Olt am > dili-\i eM) mil 
National Shoe Fair 


Rooms 1002 to 1010 
Hotel Stevens 
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Paradise Shoes & Tango Pumps 
VM Ciiiliba Chait mL 
eading Women's Magazines 


SE ES A 





A “SHOW IN ITSELF”...SO BIG 
WE HAVE 18 ROOMS! 


@See dozens of new sales-blazing style ideas. 
Visit the “advertising room” and get a preview 
of the big things that are happening in Rhythm 
Step selling and merchandising. Hear about the 
new national advertising—the latest local promo- 
tion ideas that have proved themselves by doub- 
ling and trebling Rhythm Step sales for dealers 
all over the country. Talk to some of the biggest 
shoe men in the country who've really “gone 
places” with their exclusive Rhythm Step line. 
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“RED HOT’’ IDEAS 
OR EVERY LIVE-WIRE SHCE MERCHANT! 


You'll get fresh new slants, line. Every pair with the 

orthwhile selling ideas by great Rhythm Tread “plus” 

le Score in the Rhythm Step that has made Rhythm Step 

bw. See styles that some of the most phenomenal success 

ie leading fashion experts and _in the industry. . . that keeps 

tail men call the best ever women sold on Rhythm Steps $475 $ 75 
town in the Rhythm Step for good! 6 to ] 


STEPHENS & SHINKLE SHOE COMPANY . St. Louis, Mo. 
MAKERS OF Rhythm Slop, Fashion Plale www Fanchon Shoes 





THE EXPERT FITTER 


a 
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S hoes Beautifully Designed and 
Skillfully Manufactured Are the 
Best Sales Ammunition Any Re- 
tail Merchant Can Have in 
the Highly Competitive Battle 


for Business Forecast for 1940 


ST. LOUIS SALUTES 


In making plans that move shoes from the manufac- 
turer to the retailer to the consumer, the St. Louis 
manufacturers have thought of all important essentials 
necessary to the final transactions. 


So well-planned are the fundamentals of sound shoe 
selling as arranged by the St. Louis manufacturers that 
instruction courses in proper and scientific fitting are 
part of the advantages that retailers secure through trad- 
ing with St. Louis manufacturers. 


Point-of-Sale Advertising calls for potent, dramatically- 
presented windows. They must be windows that fol- 
low the eclat that is so typical of the consumer periodi- 
cal advertising done by St. Louis manufacturers. They 
must be windows that SECURE not search for atten- 
tion. Window planning through smartly executed win- 
dow displays as arranged by this manufacturer group 
is just another of the services that SALUTES THE 
MAN ON THE SELLING LINE. 


Big factors in the shoe business today are: BUYING, 
MERCHANDISING and SELLING. Of prime impor- 
tance is the BUYING. You or your shoe buyer wants 
to meet with and deal with the market that offers the 
widest buying opportunities, the most immediate assets 
in good buying that finally can be transferred into 
SALEABILITY Merchandising and Selling. 


WINDOW TRIMMER 


ees eee 


For years the St. Louis market has had the dis- 
tinct reputation of offering the shoe retailer—small or 
large—the most earnest consideration in seeing that he 
secured what he wanted, when he wanted it and the 
way he wanted it. Whether it be in the sample rooms 
at the St. Louis factories, in the display rooms at the 
Shoe Conventions; or in the salesmen’s presentation 
made in your store, you are assured of securing that 
which has newness, dependability, value, sales-appeal, 
variety, completeness, in short all the qualities that 
will go to make up the footwear you demand in order 
to have the most individual “desire” merchandise fo: 
your store. 
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Si. Louis Manufacturers Not 
Only Supply Such Shoes, but 
Also Follow Through to the Point 
of Sale with the Kind of Retail 
Cooperation That Moves Mer- 
chandise and Wins Customers 


THE MEN 
AT THE 


THE SHOE BUYER 


The year of ’40 will be one in which we plan for 
the future. On all tongues are the words: “Fine Future 
In Forty.” 


In Forty you will be going like “sixty” in associating 
your buying habits with the natural market—the every- 
qualification field—the St. Louis shoe manufacturing 
district. 


Looking ahead for the year—what do you need? 
Every retailer will need the solid assurance that the go 


t 
; 


' 


THE ADVERTISING MAN 


POINT OF SALE 


ahead signal of selling will find the retail store opera- 
tion in top condition, ready for the selling effort. 
You need this thought—every retailer needs it—you 
can do something about it—just like other retailers are 
by being sagely awake to the many opportunities, the 
invaluable aids, the finely-focused plans that St. Louis 


shoe manufacturers offer in support of their lines. 


Those important selling statements—keenly alert 
phrases that smack of “sellingness” are part of the kit 
of information and pointers that St. Louis manufac- 
turers make to the dealer trading through this market. 
Your advertisements take on new buoyancy. They 
begin to act like, look like and are ready to do a selling 


job for you. 
* * * 


This “Furious Forty” of 1940 will call for the most 
arrow-like advertising statements. Those statements will 
have to go swiftly, pointedly to the target and score a 
selling bull’s-eye, to help you keep pace with progress. 
Whether you use nothing more for advertising than sell- 
ing display cards in your store or if you are the tops 
in newspaper advertising in your town—or if you are 
just “in between” with inexpensive mailing pieces—you 
are tuned and ready for the reception of ideas that are 
yours through the St. Louis shoe manufacturers. 
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SEE THEM AT THE SHOE FAIR, STEVENS HOTEL 
ROOMS: 939A, 940A, 950A, THROUGH 954A 


Queen Quality Shoes for 1940 will be seen, too, 
“everywhere that Fashion goes.” These are the shoes 


that are wanted by more women. 
These are the shoes E> that are worn by 
more women. You will recognize ata 


glance their timely styling, superior workmanship and 
volume possibilities. It’s smart to buy a line that’s 


on the way up. It’s smart to buy Queen Quality Shoes. 


Queen Quality Shoes $6.50 to $8.50 up, including DeLuxe Grade 
. slightly higher west of Rockies. 


QUEEN QUALITY SHOE COMPANY - DIVISION: INTERNATIONAL SHOE COMPANY : ST. LOUIS 
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THERE'LL BE NO BLACKOUT OF PROFITS FOR ee 


SPRING AND SUMMER 1940 IF YOU'LL 





1939 
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Let These “LEADERS IN LEISURE” 
Lead You To New Sales 


No. 2936 (‘STREET No. 2942 (AMIGO) 
*N BEACH) Rugged Sangre aie gavel, plus 

amir styling give 
AMIGO the grand 


i = 4 comfort o - 
a new style trend. ae 4 Aas 


$3.50 $3.50 


No. 2925 (GAUCHO) No. pee (SLACK) 
This distinctive new With a 3-decker 
version of a great sole of red rubber, 
leisure wear favorite crepe and cork, the 
is the style and com- ever-popular SLACK 
fort triumph of 1940. bits a new style bigh. 


$3.50 $3.50 


LOOKING FOR leaders in leisure-wear that will lead greater numbers of 
customers to your store? 


LOOKING FOR the most-talked-of line in America today...the year-round profit 
line that gives you extra sales and larger volume? 


THEN LOOK AT the Winthrop Line... retailing profitably from $6 (Colonial 
Grade) to $8.85. Also see Winthrop’s complete new $5 line... the Lancer Grade. 


Terms 5% 30 days... prices subject to change without notice 


The four shoes illustrated above will be featured in the Winthrop half-page Esquire Ad for April 1940 


Come to Rooms 534-536 HOTEL STEVENS * NATIONAL SHOE FAIR 


WINTHROP SHOE COMPANY 


Div: International Shoe Company Saint Louis, Missouri 
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With a new and sharp staccato accent of smartness for 
women’s high fashion shoes the Pearsonite all-plastic heel has 
met with immediate acceptance by manufacturers, dealers, 
and consumers. Available in any desired color, either to 
match or contrast with upper leather; also available in 
opaque, embedded with glittering rhinestones for evening 
slippers. 

They are non-scuffable, can’t split, peel, mar or crack. The 
flexibility and toughness of the plastic material plus the in- 


terior honeycomb construction make it possible to attach 
these heels with the same standard machinery used for wood 


These strong and light weight Pearsonite heels 
are economically in moulded in one piece 
by the Plastics Department of Ceneral Electric 
Co. at Pittsfield, Mass. 





On Display 


NATIONAL SHOE FAIR 
Stevens Hotel — Chicago 


Room 1023 


In Attendance 
Hughes J. Manheimer, Sales Mgr. 
A. L. Dedrick, Vice Pres. 
Sold Exclusively By 


heels. 


The bottom of the heel carries a patented Pearson toplift 
which is easily attached and just as easily replaced when worn 
down. 


Ask your shoe manufacturing source to show you these revo- 
lutionary heels, They’re new . . . they’re beautiful! 


MART BUILDING THE PEARSON HEEL MANUFACTURING COMPANY St. Louis, mo. 








DEBONAIRE am 
FOOTWEAR VARIA Hono faswioned 
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WAY AT THIRTY- FOURTH 


Meee ge 
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PERFORATED BACK 


PROTECTED BY PATENT NO. 118,141 


RETAILERS 


IN STOCK 


January First Delivery 


Both shoes are available in Black Patent or 
Bluejacket Blue Calf; 19/8 and 17/8 heels; 
widths AAAA to B. 


Perforated Back — the season’s 
outstanding style development; 
the logical answer to the open 
back question. Place your orders 
early. Prices subject to change 
without notice. 








WEYAND SHOE COMPANY - JACKSONVILLE, ILL. 


ST. LOUIS OFFICE: JEFFERSON HOTEL, ROOM 244 
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IN 1940... AS ALWAYS, THE ENTIRE 
JOLENE ADVERTISING AND MERCHAN- 
DISING PROGRAM WILL BE CONCEN- 
TRATED ON THE PROMOTION OF ONE 
GREAT NAME... JOLENE... A PROFIT- 
ABLE LINE SINCE ITS INTRODUCTION. 


Styled to Retail at $3 and *4 


Concentrated coast-to-coast national ad- 
vertising, unusual local promotions, brilliant 
window displays and mailing pieces... all 
help you tie in with this sensational line 
which is still making fashion history. Ask 
your JOLENE representative about the 
new JOLENE Automatic Control Plan. 





Feature JOLENE Shoes in '40. Holly- 
wood designed... the JOLENE line 
brings you everything that’s new. 


yf NATIONAL SHOE FAIR .. JAN. 2-3-4-5 .. STEVENS HOTEL 


8 Rooms . . 1031-1032-1033-1034-1035-1036-1037-1038 


JOLENE SHOES WILL ALSO BE ON DISPLAY AT DALLAS, CHARLOTTE AND ALL 
OTHER MAJOR SHOE SHOWS 


|TOBER-SAIFER SHOE CO. ins:our 
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ST. LOUIS designers and merchandisers of 
shoes have set a fast pace for Spring of 1940. 
These men and women constitute the great cre- 
ative force back of the scenes; one which is 
constantly planning ahead and developing the S 
vast number of new styles introduced each sea- p 
son in the St. Louis lines. They include not 


BEHIND THE 


ST. LOUIS |E ) 








\ ] only the factory style men but also model cut- 
ters, designers and pattern makers as well as 
the merchandising men. 

Serving over sixty distinct lines of shoes, the 
St. Louis pattern houses perform a service that 
plays no small part in the St. Louis style pic- 

[TURN TO PAGE 177, PLEASE] 


EFSCENES WITH 






















Merchants will tell you the Wohl 





Line is the “best bet” in the action 
price field..a line that gives you 
every selling advantage... ena- 


bles you to show the new styles 





first.. minimizes your risk of buy- 


ing doubtful styles...increases 





volume, turnover and profits. 











> , No ‘ 
5 OEE Oe Ae 






had: The Line Thal 
"Thousands Of Successful Shoe 
Merchants Are Featuring Today! 





f 7, 
y ~ see THe compcrete Wohl-Line at tHe emieaco snow 
Sinteen Rooms oo) Sixteen Rooms 


4A ¢ 025A ° 1026A © * 1028A * 1029A © 1030A 


7 | OHL SHOE COMPANY. . SAINT Holtih 
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TRIMFOOT MAKES EXTRA PROFITS 








Write TRIMFOOT, 4060 Forest Park Bivd., St. Louis, Mo.—In Canada: TRIMFOOT, 49 Sanford Ave., So., Hamilton, Ont. 








808 W47 


Black or Blue 
Lastex gabar- 
dine; also 
black patent 
Lastex. 


Price $2.00 


— 
Pood 


"SAINT LOU 


Ne 








@ Giant ads in these 2 leading magazines will 
sell Peters Shoes to millions of men, women, and 
children for thousands of American merchants. 





















"PETERS SHOES ARE HOUSE- 
"HOLD WORDS IN MILLIONS OF 
' AMERICAN HOMES. Now, ona 
larger scale than ever before, these 
famous shoes will be advertised in 










Peters Smashes Thru Again 


with another Sensational Selling 
Drive ...More Business... More 
Profits for You! 


the featured shoes. In short, the cam- 
paign puts a new Peters Profit Parade 
in motion. And you can be the Grand 
Marshal of YOUR parade by tying 
up with this sensational selling drive. 









LOOK and LIFE, favorites of millions. 
_ Shoes for all the family will be fea- 
» tured in these ads. This smashing 
campaign is designed in such a 
novel manner that each dealer can 
make his store an official outlet for 


PETERS SHOE CO. 












See the Complete LOOK-LIFE 

Campaign and the Great Peters Line 

in Rooms 818, 819, 820, Stevens Hotel 
National Shoe Fair 

































DIVISION 
INTERNATIONAL SHOE CO. 


SAINT LOUIS 








‘PLUS VELVET STEP, CITY CLUB AND 
WEATHER-BIRD ADVERTISING IN 
THESE POPULAR MAGAZINES 
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More and more retailers are finding Trip-A-Longs the answer for the big $5.00 


business. Here are three good reasons for this: * 1. Trip-A-Longs are priced in the 


big popular market. * 2. Their variety of ™ styles meet every 


type of demand. * 3. They have a real comfort idea—a resilient 
comfort cushion placed in the heel seat, under the arch, and 
at the base of the metatarsals. Retailers who feature Trip- 


A-Long styles tell us they’re great for building repeat trade. 


Forest Park Shoe Gompany 


Division of Brown Snoe Co., 1610 Washington Ave., St. Louis, Mo. 
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It's just BETTER VALUES plus up- 
to-the-minute IN-DEMAND styles! .. . 
And that’s what you always get at 
WBIL’S. 


Specializing in cancellations and Na- 
tionally Advertised stock shoes from 
the better St. Louis factories, we offer 
you MEN’S, WOMEN’S, and CHIL- 
DREN'S shoes that are the best “buys” 
at the National Shoe Fair ... or any- 
where. 


On Display 
National Shoe Fair 
ROOM 910 

Stevens Hotel 


Come see for yourself. “Ask the St. 
Louis Factories.” 


* “While in town see Weil” 


M. K. WEIL SHOE CO. 


DEPT. B 
1326 Washington Avenue St. Louis, Mo. 


If you cannot attend the show write for samples 


























Behind the Scenes with St. Louis ‘Caton 


[CONTINUED FROM PAGE 169] 


ture each season. From the beginning of the current 
season emphasis has been on lightening up shoes con- 
sistent with the airiness associated with Spring. First 
sample lines introduced of course stressed the darker 
shades which will give way to the brighter color tones as 
the season advances. While the new styles are lighter 
and daintier, the practical considerations of fit and wear 
have not been overlooked. 

Leading St. Louis style brains have been fully alert 
to the full possibilities of the elasticized shoe and there- 
fore have developed a great diversity of types in this 
field. The real appeal for this glove-fitting feature con- 
tinues to command topmost consideration in any style 
picture. 

No little credit should be given St. Louis stylists for 
the return of the pump during the past season, par- 
ticularly the dress and the spectator types. They defi- 
nitely feel that the pump should have a prominent place 
in the new spring merchandising program. 

Sandals are swinging to the front with a wide open 


f salute to Spring. Their basically youthful appeal gives 
_ them claim to a definite place in every Spring fashion 
picture. 


Even ties, both in the tailored and dress types, have 


© taken on the Spring influences. The long standing 


preference for this type of shoe is still due to its smooth 
instep fitting qualities. Ties are practical fitters. 

The newest and most interesting development for 
the new season is the playshoe. It is casual, informal, 
easy-fitting, comfortable, bright and gay looking. Here 
the wedge heel comes into its natural habitat. This 
playshoe ties right in with slacks and other informal 
leisure wear. 

St. Louis Salutes the Point of Sale 
[CONTINUED FROM PAGE 151] 
turers in the St. Louis area have brought to bear the 
most modern influences and developments known to 
present-day shoe planning. 

Pursuing this point further St. Louis manufacturers 
are aware that the thorough selling job that must be 
done in the retail store can best be accomplished 
through GREATER VARIETY. To every retail shoe 
man purchasing St. Louis shoes there stands as an open 
welcome, a diversity of styles to fit every income class— 
shoes retailing from $2.00 a pair to $14.00 a pair. 

All ages, classes and types are covered in shoes for 
toddlers to grandmothers—from workshoes to evening 
slippers—from college knockabouts to staid business 
men’s wear—in this the all-coverage footwear center, 


the St. Louis Shoe Market. 
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ROOM 701 
STEVENS HOTEL © CHICAGO 


é an No wonder so many men and women are switch- 

os 1—__. ad CONFOR- ing to CONFORMALS ... telling their friends... 

After fitting for size + Blectro-Conformet writing grateful letters!) CONFORMAL recognizes 

1 pergel pant softens the plastic the fact that no two feet are alike ... overcomes the 

ro of the insoles. problem with the patented Plastic Insole which 

" now makes possible, for the first time an individ- 

ualized fit for the special requirements of each 

different foot... actually moulded to raise, balance 
and support the arches, automatically! 


which te 


PROFIT! Less than 2 years ago Shoe-Fitters, Inc. opened a 
* small salon on the 8th floor of a Loop Building, to 

handle CONFORMALS exclusively. Fast-growing sales forced 
them to move to a beautiful new shop at 65 E. MONROE ST., 
shown below. While in Chicago you are cordially invited to 
ie , weight at visit them and see for yourself how CONFORMALS sei]! 
customer forces the 

2 pall and heel eee andes arches, 


lastic mate: 
softened P forming support. 





4 Plastic cosueatt d, 


manent, 
nalized to 
a ied whenever 














CONFORMAL FOOTWEAR LOEW 





2. 
a 
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Revolutionary PLASTIC INSOLE 
is Secret of Steadily Soaring Sales 


Skeptics scoffed when this amazing new prin- 
ciple was introduced by International Shoe 
Company. But now CONFORMALS, backed 
by one of the greatest advertising campaigns 
ever given a corrective shoe, are smashing 
sales records... pulling an astounding num- 
ber of repeats ... proving public acceptance 
of a superior shoe! In the Chicago area alone, 
over 50 alert merchants are cashing in on the 
ever-increasing demand created by Sunday 
Tribune ads and daily broadcasts on WGN 
which will continue through the whole Spring 
Season. Hadn't you better secure the CON- 
FORMAL franchise for your territory before 
it's too late? See us at the fair or write today! 









* For Yourself Wh 
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y This 












KS 
SMARTER 


than ever for 
Spring! No sac- 
rifice of style, 
despite their mar- 
velous comfort . . 
CONFORMALS 
feature the flat- 
tering fashions 
that wearers 
demand. 
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—or EXTRA FOOT WORK 


OS Gee 


STYLE A-104, IN STOCK, White Elk, 

6-Eyelet Blucher Oxford; White Duflex 

Napline Sole; Goodyear Welt Construc- 

tion; Nurse Last; 12/8 White Heel, Rub- 

ber Toplift; Sizes AAAA-C, 4-10; price 

$2.45; terms, 5% ten days, net thirty. 
Feet that are subjected to abnormal strains through long hours of pounding 
hard surfaces need a special shoe for the purpose. S.O.S. oxford is that shoe. 
It is scientifically designed and made for the prevention of undue muscle 
strain. S.0.S. oxford is carried in stock the year round—an exceptional value 


—one you will buy again and again. 


ON DISPLAY 

National Shoe Fair e STEVENS HOTEL 

Rooms 839-A « 840-A ¢850-A « 851-A « 852-A 
853-A ¢ 854-A 


In Ailendance — Frank Flood - Glen O'Brien - Tom Boydston - Barney Plotkin - Jack Terry - Paul Wolff 
Connie O’Brien - P. G. Hill - Jimmy Luke - Fred Entchelmeyer - M. A. Steis - Chas. B. Spalsbury - Homer P. Deevers 
JPALSBRUARY-STEIS-DEEVERS 5 ae 
7 il * ' 1 ie 1 \ min oH UE Cl, 
FACTORY: FREDERICKTOWN, MO. » AMPLE ROOM: 1523 WASHINGTON AVE., ST. LOUB 

NEW YORK OFFICE: ROOM 949 MARBRIDGE BLDG : 


BRESEPRPENe7OO 17: 92EE2C SS 
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: PLAY SHOE. . Light eee 
Tread, Pigskin design sad 
dle, Heeled Oxford with 


creped sole and sanitary insole. 
W 385— Wine Becket Weave (women's 


W 384—Blee Backer Weave. >. 7" I N Vv E Ss T I G AT E 


W 374— White Duck 

with Brown Saddle. 
Women's 3-9 
Misses 12%-3 





Urrmicn ag CANVAS 


alar price is the Lee ts 
LIGHT TREAD Aocied Oxford with 


creped sole and sanitary insole. 
guarantee for ready W375—White W377—Brown 
consumer acceptance ave oae 

: Women’s 2%-9 
-.-¢uicker turnover... Misses 12%-3 


coord profits through 
y mark-up. 


Been up the Light 
* Tread name is an organization 


Mapes reputation for Quality and 
is undisputed. Direct super: 
oie exercised both in the manu- Pret Peskin des —— 


dle oxford, with fine 
ing of the materials Diamond creped sole, sponge rubber hee! 
HT TREAD READ canvas foot- pad and arch support and sanitary insole. 


M 343— Neutra! Basket Weave, Brown 


mae UP f material is produced in Saddle. 
= mill at Malvern, Ark. ——_“- 


, flexible, long wearing rubber is mttaentins 
d in our own rubber plant at 
1, Mo., and both are fabricated into 
SMT TREADS in our modern canvas 
ie seotwene factory, also at Hannibal. 


Se Sis Scien —-orntent- 
p sellers for every occasion for Men, 


BASKET BALL SHOE 
Super Quality Light Tread, with white spot cut sole, 
aluminum eyelets, ventilation eyelets in shank and 


sanitary sponge insole with sponge arch 
T TREADS / M 392 — Black M 391 — White 
Men's 6%-12 Boys’ 1-6 
Ty 


3m ARE AMERICA’S FASTEST GROWING LINE OF CANVAS FOOTWEAR 


Pkt wy. ele, 


INTERNATIONAL SHOE COMPANY 
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SO DO THOUSANDS 
OF OTHER WOMEN! 


I: you haven't discovered the difference 


in DUNDEERS...the basic difference that 

has made them best-sellers from Holly- 
wood to Bar Harbor... don't leave the Shoe 
Fair without seeing what you're missing! See 
DUNDEER’S exclusive hand-laced, 
“featherlight” construction that can't be 
copied. See DUNDEER’S smarter styles. 
Then you'll see why alert merchants are 
planning now to cash in on DUNDEER 
plus-profits next season. If you can’t at- 
tend, get in touch with your International 

Shoe representative or write 


DUNDEER DEPARTMENT 


International Shoe Company 
SAINT LOUIS 





FREE! 


* Punch-packed NEWS- 
PAPER MATS. 
| * Colorful FOLDERS with 
Hollywood tie-up drama- 
tizing the “Sport Shoes 
of Stars!" 


* MAILING CARDS at cost 





HAND-LACED! 


The u are laced to the soles 
entirely by hand. This patent- 
ed construction feature gives 
eae ee the anaes catve 
, easy-going om 

and distinctive style that has 
them favorites everywhere. 


They're ; 
“FEATHERLIGHT!” (ji 
eerie cect N 


another reason for DUNDEER’S 


j 
‘ 


are just a few of the 
outstanding new 
DUNDEER styles. 
See the complete 
line at our Fair 
displays! 








W. Cordially mF You to Hrspecl 
THE FINEST LINE WE HAVE EVER SHOWN 
ROOMS YOLo 9642 YOO 
STEVENS HOTEL ° CHICAGO 


Lee Johnson 


w. F. Heaton 
* Marc Gautier * Joe Reinhart 
Henry Rand 


jRPREERSON 


SHOE COMPANY, Division of Internationa 


1 Shoe Co., S 








J. W. Drew 
John Flautt 
Marc Gautier 
Joe Reinhart 
A. L. Lay 
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FROM LEFT TO RIGHT... 


Front Row: William H. Joyce, Jr., Faie 
Joyce. 

Second Row: C. Mort Phinn, Mary 
Thacker, Charles Beall. 





Third Row: Frank Baker, W. D. Lever. 
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IMPORTANT NOTICE TO ALL JOYCE CUSTOMERS JI 
f 
JOIN THE 


JOYCE 


MERRY-GO-ROUND 
‘AT THE CHICAGO FAIR 


(For the greater convenience of our customers, crowded 
quarters compel us to limit spring showings to customers 
only.) 
See the sparkling galaxy of new ideas .. . new colors... 
new fabrics . . . new promotional and advertising plans 
. or in short . . . be sure to see the new Cool-ees by 


Joyce for 1940. They are the result of months of trials and 


testing . . . for fabrics and fitting qualities . . . for colors and 





constructions. They have the same distinctive originality . . . 


a personality impossible to duplicate . . . and future prospects, 





we believe, even more exciting than their sensational past. 





Join Us in Chicago! A Gold Ring for Everyone! 


jeyce Inc. 


55 NO. VERNON, PASADENA, CALIFORNIA 
611 MARBRIDGE BLDG., NEW YORK CITY 
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SPORT SHOES MADE IN CALIFORNIA 


Designed and constructed over original 
designs...fully protected by patents. 
For men and women of action who like 
smartly-casual, truly comfortable shoes 


\. for every daytime need. 


Models illustrated for both Men 
and Women 


™~ 


5 


SEE OUR DISPLAY PLACE YOUR ORDERS NOW 
NATIONAL SHOE FAIR IN CHICAGO FOR IMMEDIATE DELIVERY 
January 2, 3, 4,5 Write in for full details 
ROOMS 951, 952 and 953 


CALIFORNIA SHOES, Ltd. 


2234 NORTH FIGUEROA STREET LOS ANGELES, CALIFORNIA 








ile ey 


‘nate “Sgr PCR Rew tin 90 


: On display at the National Shoe Fair, in 
ee RSE. Room 951, /952 and 953— 


Stevens Hotel — January 2, 3, 4, 5 


é 


YWOOD SCREEN STAR FOOTWEAR 
gs Subsidiary of California Shoes, Ltd. 
SEV = Uo: STREE T 
_ LOS ANGELES, CALIFORNIA 











All photographs courtesy NBC studio. 


P LAIDS, in crisp ginghams and linens, silk taffeta, new 
fabric creations in soft cottons were predominant in the 
fashion parade, with sleek white sharkskin and cool 
slippery jersey, designed in intriguing new models. A 
pebbly surfaced new fabric called hobby-nob rayon made 
its appearance in smart new slack suits. Imported French 
linen was very much in evidence in stunning playtime 
creations, as was the popular suava lona in new striped 
daytime dresses. Crinkled sail cloth, soft angora wool, 
gay prints and shirred matletex designs were displayed to 
distinct advantage and a brilliant fashion future predicted. 
Smart new belts in natural colored calfskin, striped silk 
belting and pastel suedes made their appearance. Some 
of the chic new accessories included outdoor jewelry 
fashioned of pottery and lacquered corn. 

Complementing these new Spring creations was a 
dazzling array of casual play shoes which gave the cos- 
tumes a daytime glamour touch. The open toe is still in 
high favor and several of the new models featured open 
heels. Starched lace, striped and printed fabrics, linens 
in several varieties, moccasin types in white kid, and gab- 


White linen wedge heel oxfords 
from Joyce are worn with slacks 
of green and white stripped rayon. 











Rosemary De Camp, of the “I Want « 
Divorce” program, in a chambray play suit 
in light blue and white. Matletex play shoes 
with rubber soles are of matching material 








— —_ by a are navy Embroidered linen sandals with 
a = . gabardine with wooden soles, Mackey, complement 
cork soles and heels. a white sharkskin slack suit. 
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These new shoes from Douglas 

take their origin from the Mid- 

dle Ages and make an attrac- 

tive complement to the leisure 
costume. 


dine were shown in many exciting new versions. There was a 
stinet trend toward sandals of practically every type. Con- 
lerable interest was shown in wedge soles and platform soles. 
thick wooden and cork heels and soles were also smart, espe- 
ally when worn with harem or Zouave pajamas. One interest- 
» sport number was a pair of brown and white leather ox- 
rds featuring stitched sole and laced heel treatment. Suedes 
ade their appearance at this showing, designed in intriguing 
w styles in vivid as well as chalky shades. 


Rush Hughes, NBC commentator, 

posed for these men’s shoe photos. 

He wears here, a new wing tip com- 

bination from Douglas, complement- 

ing his herringbone jacket and gray 
slacks. 


Cross vamp sandals with leather sole and 
heel are worn here by Mr. Hughes with 
heavy white hopsacking slacks. 





Want a 
play suit 
lay shoes Sole 
material design 
pat. applied 


Reeves’ AIR-WEDGE RUBBER SOLES 


Most scientific rubber sole ever presented. 


Fully covered by patents. 
Features—Lightness in weight—F lexibility—Positive sup- 
port—Resists heat and cold. 

See Reeves’ AIR-WEDGE Soles at Chicago National Shoe 
Fair in these lines: Conrad Shoe Co. * W. L. Krieder 
Sons’ Co. * California Shoes Ltd. * Spalsbury-Steis-Deevers.* 


Manufacturers supplied solely by 


KIRKHILL RUBBER COMPANY 
811 West 58th St., Los Angeles, California 
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To be displayed for the first time at the Chicago Shoe Fair . . . yet in one short 
season an already established success in better stores nationally . . . California 
Cool-ees for men make their first formal bow to the shoe industry. 


Designed exclusively for men's indoor and outdoor leisure wear, they incor- 
porate the famous patented Cool-ee sole construction in a man’s shoe that offers 
maximum comfort, lightness and eye appeal. We look forward to the opportunity 
of showing you these shoes personally in Chicago. 


In Attendance: 
MELVILLE KAUFMANN 


, a W. M. THARP ee 


W. D. LEVER, JR. 
Room 921 
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Your best ad is a 








BRANNOCK FITTED CUSTOMER 


M.. important than ever before is the correct fitting of your customers’ 
feet. New last ideas in men’s shoes, the increasing popularity of walking 


types for women, the constant change in children’s sizes . . . all these demand 


a super-accurate foot size. 


Since 1927, more than 40,000 Brannock Fitting Devices have been adopted 
by shoe merchants and manufacturers. Because foot measurements with the 
Brannock Device include heel-to-ball length, heel-to-toe length, and width— 
simultaneously—you get a true size picture of the feet you are fitting. Also 
—try-ons are cut down, fitting time reduced at least two-thirds. 


Make every customer a walking advertisement for your store. A Brannock 
Device insures foot comfort; it means “spreading the good word” about your 
store; it brings you brand new customers you haven't seen before! 


THE BRANNOCK DEVICE 


SYRACUSE, 


427 SOUTH SALINA ST. 


Fitting children’s feet need no longer be 
a problem. The Brannock Juvenile Fit- 
ting Device, designed for children’s use 
exclusively, makes it possible to meas 
ure from baby’s size 0 to misses’ size 3. 
A really scientific device, interesting to 
children, and definitely a sales maker! 


Price—either Junior or Adult Models 
$12.50. Two or more devices—$10.0 
each. Order direct from your manufac- 
turer at his special cooperative price. If 
you are a manufacturer, write for our 
interesting cooperative plan. 


COMPANY! 


NEW YORK 


aS eee 
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AU GIVE YOUR SHOE STYLES 
Aen THE DISPLAY THEY DESERVE 


Take advantage of the beauty that has been built into the new shoe styles—top 
them off with the compelling sales appeal, the perfect forming and the natural 


F 7 appearance that only Fairy Forms can give them. 


There are dozens of Fairy Form sizes, styles and colors from which to select just 

the right models for your displays. While light in weight and dainty as a “fairy’’, 

nttiite they are sturdy and strong enough to form shoes perfectly—holding counters 

nile Fit erect, filling out foreparts and narrowing quarters to emphasize a snug ankle fit. 
en's use In strap models, they hold straps in correct position. 


lo meat 


The complete Fairy Form line will be on display at the Shoe Fair. See particu- 
pum larly the TU-TOE and TWINKLE-TOE forms for open toe styles, ANKLE-HI 
maker! forms for pumps and street shoes—and the numerous other models for every 
style of footwear. 


” size 3. 


Models 
—$10.00 


nanufae- 


SHOE FORM CO. Inc. AUBURN, N. Y. 


See our display at the SS SS SSS SSS SSS SSS SS SS Se ee ee ee ee ee oe ee ee ee ee ee ee ee ee 


NATIONAL SHOF FAIR SHOE FORM Co. a. AUBURN, N. Y. DEPT. BS-12 
S a O F Please send complete Fairy Form Catalog. 
Booth 13 Room 532 


Hotel Stevens Chicago FORM 


Mail the coupon today for a CO. INC. 
complete catalog. 


price. If 


Auburn N y 
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Puts SHOWMANSHIP 
into SHOEMANSHIP... 


X-Ray Shoe Fitting is good showmanship in any 
shoe store or shoe department because — 

@ Only the “magic” of X-Ray permits people to 
“look through” a pair of shoes to see how they fit 
... adults as well as children are fascinated by it. 


@ X-Ray Shoe Fitter is the only device that enables you 
to show parents that their children’s shoes fit correctly. 


At the Shoe Fair 
Chicago, Jan. 2, 3, 4, 5— 
940 models 


see the new 1 

of X-Ray Shoe Fitter — 

Rooms S60 and 661 
Stevens Hotel. 


X-Ray dramatizes the import- 
ance of scientifically correct shoe 
fitting in terms of foot health 
and comfort. 


There is no better attraction 
around which you can build ad- 
vertising or promotional ideas or 
plans for your shoe departments. 


There is no other “‘fitting aid’ which 
approaches the X-Ray Shoe Fitter as a 
“selling tool’’. Why not put it to work 
for you . . . without increasing your 
capital investment. Ask us how, today! 


X-RAY SHOE FITTER, Inc. 


2. ? er ’ waukee, Wi 
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Boys’ Shoes 
[CONTINUED FROM PAGE 110} 


brown and white and all-white shoes, 
Here again, black is pretty much out 
of the picture. Popular shoes in the 
brown and white combinations are the 
saddle oxfords. This shoe, despite the 
influx of new and interesting patterns, 
is not to be outdone. Next in line is the 
brown and white wing tip oxford, 
always a popular number in the boys’ 
field. 

Novelty combinations are many and 
interesting in Norwegian and moccasin 
tip blucher patterns. Rubber and crepe 
soles are especially important in these 
novelty shoes with a lot of interest 
expected in the cork and rubber com- 
bination soles. 


Woven Shoes for Boys 


Following along after the men’s fie!d, 
woven shoes, popular in the latter field 
in the past year, are seen in many in- 
teresting patterns in boys’ lines for 
Spring. Although these shoes were sold 
last Spring in boys’ sizes, little re- 
sponse was noted from juvenile cus- 
tomers and whether these shoes will 
show any increased response this sea- 
son is hard to say. However, it may 
safely be said that although they will 
not go over in any great volume, they 
do and will find their place as extra 
pair business. 

Little need be said of the staple 
brown elk blucher oxford. As a gen- 
eral all-around play shoe it will con- 
tinue among the volume sellers. 

Corrective types continue a strong 
talking point in the boys’ field. The 
flurry of a couple of seasons ago con- 
tinues unabated and with increased 
emphasis being stressed by the schools 
and foot health advocates, these shoes 
are an important part of every re- 
tailer’s line. 


New Sharkskin Process 


The hottest news in the boys’ field 
this season is the development of a 
shoe that should meet a ready demand 
in both the dress and play shoe fields. 
Through a new process of tanning 
shark skins, the leather has been ren- 
dered soft and pliable without losing 
any of its scuffproof qualities. A well- 
known retail shoe firm recently plugged 
a boys’ shoe with uppers of this new 
shark in a newspaper ad and the re- 
sponse was overwhelming from _ re- 
tailers as well as customers inquiring 
as to the shoe. 

This new tanning process has, 
through test, done away with the former 
tearing of the skin under stress and the 
result is a heavy-grained leather, soft 
and pliable with a rich brown colo: 
not easily soiled and practically in‘ 
structible as to the uppers. 

Right now this is not news in 
boys’ field and considering the mar 
for a boys’ shoe that can “take it,’ 
success seems pretty well assured. 
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Don’t lose a sale 


For Want of a Fit 


There never was anything like it—a one 
tool jack-of-all-trades SHU-XPANDER— 
with it you can perform miracles in shoe 
service—without it, you are a Johnny-Ten- 
Thumbs—minus the money from the sale 
you could have made. 


Shoe stretchers have been an important tool 
in every shoe store since the beginning of 
time but—they have been more shoe dis- 
torters than shoe stretchers. 








The SHU-XPANDER makes possible the moulding 
of shoes for individual feet—and you do not have 
to be an engineer to work it. Use the SHU- 
XPANDER to save lost sales and please all of 


your customers. 


(X Marks the Spot Where 


the Sale Was Made) 
The basic principle of the SHU-XPANDER is that it is hinged xX3— . 
at the ent af’ not the back) and expands in the same * TAILOR BUNIONS OR CORNS on 
rtions that shoes grade up from one width to another. It little toes can be taken care of by 
PANDS more at the ball than it does at the edge of the toe placing a button in one of the holes 
box. Hinged at the front the stretcher stays in place. It provided (with or without the in- 
does not push out of the shoe. creaser for that side). 


ONE XPANDER ENOUGH FOR 
ALL SIZES 
xI— 


VAMP RAISING WITHOUT DISTOR- 
TION—NO MORE THROAT TROUBLE. 
In order to raise vamps, the bare Xpander 
is used with the vamp increaser (attach- 
ment fitting on top) in position. This 
changes the proportion of the Xpander so 
the majority of the pressure is upward. As 
the vamp is raised, the two wings go out- 
ward and keep the insole from rounding 
up and tearing at the inseams of the shoe. 
One of the “buttons” can be 

applied on top of the vamp 

increaser in extreme cases. 


X4— 

OUTFLARE FEET can 
be taken care of by 
placing the increaser for 
the outside in position. 

A general expansion The Broad Foot 
with special pressure on Fs 

the outside can be ob- 
tained in this way. 


Vy 


x5— 

SPECIAL CASES — every 
forepart problem solved. 
— | General enlargements at 


BUNION POCKET—can be 

had by placing a button in 

one of the holes provided 

(either with or without the 
ion increaser) . 


ball joint can be taken care The Bunion 


of by placing the bunion in- 
creaser in position. A gen- 
eral Xpansion with special 
pressure at the bunion joint 


can be obtained in this way. 


ies 
gael — gy DEPENDABLE. The SHU-XPANDER is a a 
seien tool that is built to last a lifetime. The price $9.50 per pair for : 
women’s SHU-XPANDER or men’s SHU-XPANDER—left and right—with com. High Instep 
plete kit of attachments. Write for full details. 


CHARLES HENRY BROWN & SON, INC. 


47 WEST 34TH STREET NEW YORK CITY 





IDEAS 


ABOvVE— shoe window from 
Jordan- Boston, Mass. 


consumer education, pre 
subject matter in such a way 4% to 
make it interesting and instructive 


Lert—Fall harvest window of 
sonia, New York, designed by 
Finkelstein, display 


ing 
Fall leathers. 


emphasis on fur i 





Ricut— View of the shoe department 
at the new store of the May Company, 
Los Angeles. Shadow display boxes, 
as used in this department in i 
t to regular displa 

effective for interior display, 

as having definite decorativ 


BELow View from the front of the 

Frank Werner Store, San Francisco, 

5 ing the gallery and t 

French R i . Note 

specially bar_ stools 

at the accessory d nt to the 
left of the entrance. 





Becow 4 indow 0} men’s shoes by 
The Kleinhans Company, Buffalo, 
N. Y. Note how t si st at the 
left directs the observer's attention 
to the ladder-like arrangement ] 
shoes and the decorative panel at the 
right. Pictures of men engaged in 
various activities put the sales mes 
sage across to the consumer. 


Effective merchandise Display*- Both Inside and Outside the 


Store. Are Essential Factors in Modern Shoe selling 


eas 


ALF Set > 
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polish at all. 


SHOEMEN SELL 
CAVALIER 


BECAUSE—IT PROTECTS 


Shoes against unfair claims for adjust- 
ment that generally results in use of im- 
proper cleaner or polish—or use of no j 


POLISHES FOR SHOE TRADES (sy 
CAVALIER—BALTIMORE -<. 33. es . S\V4} 


= 
he 











vertisers. 





DON’T LOSE __ - 
“YOUR HEAD “> 


over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 


Sixteen years’ continued use of “WANTED TO 
PURCHASE” space is the record for one of our ad- 


BOOT AND SHOE RECORDER 
Classified Advertising Dept. 
239 W. 39th St.. New York, N. Y 


ad 











Girls’ Shoes 
[CONTINUED FROM PAGE 111] 


i2) will be wearing brown elk, white 
elk or patent leather oxfords for every- 
day. She will vary this choice with a 
strap shoe for dress in white or patent 
leather. It may have one strap, or two, 
or even a T-strap. Some shoes for the 
very young child were exceedingly in- 
teresting, trimmed with alligator, or 
cut out and perforated to give lightness 
and coolness to the shoe. 

Misses (size 12% to 3) will be look- 
ing for plain toe elk oxfords in brown, 
and shark tip oxfords for every-day and 
school wear. Saddle oxfords—in brown 
and white, black and white, blue and 
white, and even, in some cases, in red 
and white and green and white—will 
be popular with this customer. Saddles 
also in two shades of brown—or in two 
leathers such as calf and alligator or 
combinations of smooth and crushed 
leathers should be important here. One 
of the innovations in the classic saddle 
which promises well is the walled last, 
functional because it gives little toes 
plenty of room to move around, and 
interesting to the youngsters because 
so many of mother’s shoes have been 
on walled lasts. These, with crepe rub- 
ber soles, cork rubber soles, and in 
some grades, cord rubber soles, are cer- 


tain to enjoy an increasing popularity. 
The saddle with the side lace is ex- 
tremely smart. For dress this age may 
be depended upon to select patent 
leather one-straps, with cutouts, per- 
forations, and lacing details; perhaps 
blue calf sandals, opened up and airy 
in construction; all white in sandal and 
strap patterns; and perhaps even a 
low-heeled pump with gore treatment 
or trimmed with grosgrain or leather 
bows. 


Shoes for Older Girls 


It is in the big girls’ field (sizes 3 up) 
that the influence of men’s and women’s 
shoes is felt most. Examples can be 
seen in the dextrous use of antiquing 
and broguing (from men’s shoes) and 
in pattern details—gypsy seaming, open 
toes, lacing, novelty heels, etc.—from 
women’s shoes. But even the older girl 
sticks to her heart’s favorite—the sad- 
dle oxford—delighted in the changes 
which have taken place in this classic 
pattern. One has a walled last saddle 
with a leather sole on a 13/8 heel— 
decidedly different from the traditional 
flat-heel saddle, yet it maintains the 
qualities which made that version popu- 
lar with the younger set. The side lace 
saddle should be popular with this 
group also, perhaps with the slightly 
higher heel (13/8) and also with rub- 
ber sole. Also good in this group are 
round toe, walled last blucher oxfords 


—in natural pig, natural elk, brown 
pig, brown calf. And the blucher ox- 
ford, antiqued to give the leather mel- 
lowness, with mannish brogue details in 
the medallion perforation, wing tip per- 
forated and pinked lace stay, and hand 
boned bottoms. Ghillies, according to 
several sources, are making a come- 
back, and ghillie treatment on a side 
lace saddle (and also on a front lace 
shoe of this type) was both interesting 
and attractive. Monk types, opened up, 
are always popular with this group, as 
are moccasin treatments. 

For her dressier shoes, this older cus- 
tomer will want opened-up sandals, 
stepins (often with side gores, and 
some built high, with gypsy seams), 
modified versions of the spat shoe in 
patent and gabardine, two tones of calf, 
calf combined with other leathers (such 
as alligator, lizard, etc.), trimmed 
pumps, some with bows and others with 
buckles and perforations. She will 
want them in blue calf, several shades 
of tan calf, and patent, either alone or 
combined with a bright shade. Dress- 
maker details—piping, stitching and 
trimmings in contrasting colors come 
in here as an influence to be watched. 
What is most important to remem)er 
in dealing with this customer is that 
she is old enough to have tastes of her 
own, yet her shoes must be of good, 
solid construction, capable of giving the 
support she needs, yet open and flexible 
enough to be light on her feet. 
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MOHAWKS 


havent scratched yet 


And like Bon Ami’s little chick, 
Mohawk Carpets are soft to the touch, 


appealing to the eye! The soft, deep 
pile of Mohawk Carpets protects both 
your stock and your profit. Keeps 
scratches off shoe soles and new shoes 
off the “SALE” counter! Woven to 
weather steady store traffic, Mohawks 
wear for a profitably long time. There’s 
a Mohawk weave, color and design 
just right for YOUR store. Write 
Mohawk first helio recarpeting. 


MOHAWK CARPET MILLS, Ine. 
AMSTERDAM, NEW YORK 


AGAIN WE SAY 


MOHAWK 
a 


STAGE YOUR SMARTEST STYLES 








ROM the far away jungles of Malay 
comes the material for the new line of 


Adler-Jones Tropicane shoe fixtures. 


You'll like this natural, unfinished cane. It’s 
strong and tough, yet light and airy-looking; 
the display tops are finished in pastel colors 
to suit your color schemes. Tropicane fix- 
tures will build the Summer theme in your 


next season’s windows. 


Visit our display at the National Shoe Fair, 
Booth 15-16, or write us for information re- 
garding this novel, exciting line of fixtures 
and decoratives. 


*AFE AY Dee Swe e 


523 S$. WABASH AVE., CHICAGO 





[204] 


In Stock 


NORA 6692 Blue Kid, 
5 Eyelet Tie 15/8 
Cuban Heel. Extended 
ARCH REST insole. 


No. 6693 Same im 
Black Satin Mat Kid. 
13/8 Cuban Heel. 


PRICED 
to retail $6.85 to 
$7.85 
Tailored Welts 
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Drew ARCH REST and FOOT FRIEND lasts are 
based on a new scientific conception of measure- 
ment and wood placement. They permit the foot to 
fall into a natural position without crowding, 
pinching or twisting. They provide full freedom 
for toe action, adequate room across the ball to 
imsure treading ease, high-riding foreparts that give 
4 firm fit around the ankle, shorter backpart meas- 
urement and cupped heel seat construction whic/ 
keeps the heel in proper balanced position, and 
follow the natural contour of the foot 





DREW 





7% 





7%, 











1%, 

















2%, 





PATTERNS—AIll are drafted to fit individual 
lasts with various height heels and adapted 
to all widths and sizes. Fewer patterns, but 
the ones we buy are covered with more 
widths, more sizes. 


Some Lasts have 
3/16 More Tread 


Watch our advertisements 


for BASIC Shoes. 


BASIC LASTS—Walking shoes with plenty 
of tread both for tailored types and dressy 
types Step-Ins. All lasts provide for extra 
insole tread 1/16, 2/16, 3/16 inch wider 
tread than standard, for foot freedom. 


BUILT-IN FEATURES — Foundation:—5!/, 
to 6-iron insoles gemed and doubled flexed, 
with extended arch support . . . 7 and 8- 
iron outsole (feathered to very light edge) 
to hold the weight and give satisfactory 
wear. Very broad right and left tempered 
steel shanks to fit bottom of each last. 


Allow us to entertain you—National Shoe Fair (Jan. 2 to 5) Rooms 721A-723A, 
Stevens Hotel, Chicago. 





3 new RE hoa a5 ) 


THE IRVING DREW CORP., LANCASTER, CHIO—30 minutes from Columbus 
New York Office:—Room 743 Marbridge Bldg. N. J]. Levy, Manager. 
Chicago Sample Room:—Morrison Hotel, Room 647. Barney Coens, Representative. 
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THE term “Feature Shoes” is broader and more in- 
clusive than the terms “orthopedic,” “ 
even health footwear. It embraces shoes of these sev- 
eral classes, but it also includes a wide group of shoes 
which are not in any sense to be regarded as “correc- 
tive,” or even “health shoes.” Most of these embody in 
their design and construction some special feature of 
fitting, perhaps, or some idea contributing to the com- 
fort or satisfaction of the wearer which is not found in 
the ordinary run of shoes. 

The advantages of the term “feature shoes,” from a 
merchandising standpoint, are fairly obvious. “Correc- 
tive” and “orthopedic” shoes appeal to a somewhat 
limited group of customers, those who are suffering 
from some kind of foot ills, or those who can be con- 
vinced of the desirability of wearing a certain type of 
shoe in order to prevent the development of such 
troubles. Many merchants, it is true, have developed 
a highly successful and profitable business through 


corrective” or 


FOOTWEAR 


FOR MEN, WOMEN 
AND CHILDREN 








specializing in strictly orthopedic shoes. They find that 
this is a field to which they can apply themselves and 
devote their talents and intelligent efforts with advan- 
tage to their customers and profit to themselves. 

Other retailers prefer not to confine themselves to the 
fitting and servicing of strictly orthopedic shoes, but see 
an opportunity to develop a profitable clientele with 
shoes having special features of fitting, comfort or ser- 
vice which appeal to a wider group of customers. In 
“special feature shoes” we have a term that embraces 
all of these groups of specially designed and constructed 
shoes, and in discussing this subject we appeal to the 
interest, not only of the orthopedic specialist or the 
wearer of orthopedic shoes, but to practically every 
retailer and every customer. Special feature shoes in- 
clude style models as well as staples and are available 
in a wide range of prices. Thus they form a group so 
broad in scope as to appeal to practically every shoe 
store and every shoe wearer. 
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AREAS OF FOOT CORRECTION 
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Points Where Foot Troubles F requently Develop and Special Shoe 


Features Designed to Correct or Prevent Abnormal Conditions 


BB EFORE involving ourselves deeply in a discussion 
of the feature shoe, what features it has, what these 
features do and where they do it, let’s agree on one 
thing: a vast majority of foot ills, minor as well as 
major, are the direct result of poorly shaped, poorly 
fitted shoes—one or the other, sometimes both. 

The former is rapidly fading from the picture, it is 
true, as the views of good last manufacturers prevail 
and as these last manufacturers devise last designs or 
patterns which not only conform to shapes approved 
by the orthopedic specialist, but which also are style- 
ful—easy to look at. 

There is, however, still something to be learned about 
fitting because it is coming to be recognized that, as 
large as some people’s feet are, Nature would prefer 
to have them even larger. Given half a chance, she 
will have her way. 


A Last Maker’s Story 

Illustrating this is the story of the last manufacturer 
who designed and made his own lasts—lasts over which 
were made the shoes which he, himself, wore. They 
were B wide. Forget the length, which has nothing to 
do with this story. In a few months’ time, he decided 
to have made another pair of shoes over another last, 
and idle curiosity—not lack of comfort in the first 
pair—impelled him to make his new shoes C wide. The 
difference between B and C widths, as accepted by the 
last manufacturer, is one-sixteenth of an inch in a 
straight line from the inner to the outer ball point. 
The old circumferential measurement, taken around the 
entire ball portion of the foot, no longer is used as a 
basis for width determination in last manufacture. 

It did not take this man more than a few months 
to discover that his C-wide shoes were being com- 
fortably filled by his feet, whereas he had always be- 
lieved that B was the correct width. Then he began to 
think. Although considerably beyond the age at which 
the foot is said to be plastic, as in babyhood and 
childhood, it dawned on him that his foot really had 


spread one-sixteenth of an inch in width. 


Giving Nature Its Way 

Thereupon ensued a series of experiments covering 
a period of two years. At the end of this time, he 
found himself correctly fitted, not with B-wide shoes 
but with EE. In other words, over a period of two 
years his feet, left to their own devices and allowed to 
do just what they would have done had he been walk- 
ing barefoot, had widened one-fourth of an inch. 


How this newly acquired knowledge is to be trans- 
lated into terms of usefulness to the shoe merchants of 
the country is still to be determined. All that is known 
now is that the human foot can change its shape (at 
least its width) just as readily in the adult stage as in 
childhood. An associate of this last manufacturer points 
out that while it is common practice, in fitting shoes, 
to measure the width of both feet with the full body 
weight on the feet, all this gives is the amount of foot 
spread at that time. 

It conveys no idea whatever of the amount the foot 
would spread over a period of time if given the oppor- 
tunity. 

This preliminary discussion may not seem germane 
to the subject, which is Areas of Foot Correction. In 
other words, in what portions of the foot do we find 
trouble and what are the features in shoes designed to 
give comfort and at least some measure of correction? 


Statistics on Foot Troubles 


One authority estimates that eighty per cent of the 
adult population of this country has some form of foot 
defect. Another claims to have found that 70 per cent 
of all foot defects center in the ball, or metatarsal, por- 
tion of the foot. If both are right—and their findings 
check with observations made by shoe merchants in at 
least some parts of the country—then there would seem 
to be a direct tie-up between the interesting discovery 





A cushion innersole is sometimes used to give comfort 
to tired or tender feet. 


of our friend, the last manufacturer, whose feet, wher 
allowed freedom, spread one-fourth of an inch, anc 
the prevalence of metatarsal arch trouble, since it is 
the almost unanimous opinion of foot specialists that 
trouble in this sector of the foot is the direct resul 
either of mis-shaped shoes or shoes which are to: 
narrow. 

If the latter, and this would seem to be a logic 
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assumption, then we must look forward to the time 
when all lasts will have wider foreparts than called for 
by the measuring stick, even when that stick is used 
with the full weight of the body on the feet. And the 
present-day practice, we would assume, should be at 
least partially to treat metatarsal trouble by fitting wide. 

At present, however, this is in the theoretical stage 
and no hard and fast fitting rules can be laid down until 
research now under way has determined the proper 
course of action. 


Value of Metatarsal Support 


In the feature shoe of today the merchant can safely 
rely for metatarsal relief only on some form of support 
which will help to raise the metatarsal heads. It is 
what might be called their collapse which causes pain, 
and frequently is detected, sometimes even in the 
absence of pain, by callouses on the ball of the foot. 
In any event, pain or no pain, there is always an area 
of sensitiveness. 

The commonest support, of course, is the built-in 
metatarsal button. These may be comparatively small 
pads of heavy felt, so shaped and so positioned that 
they fit into the pocket formed by the head of the 
second metatarsal bone. They may be of rubber— 
semi-hard or sponge. A few are made of leather. In 
other types of feature shoes, the support is furnished 













Innersoles are so shaped as to support the instep part of 
the foot; metatarsal butions give relief to weakened trans- 
verse arches in the férepart. 


by the upward curvature of the forward end of the 
steel shank-piece. There are, also, buttons or supports 
which can be boughf.and either fastened to the bottom 
of the shoe by fine wire nails, or by cement. Other 
types are designed to be fastened, not to the shoe, but 
to the foot, held in position by adhesive tapes and 
renewed as often as necessary. 

One general criticism which the public has of many 
of these buttons is that they tend almost to disappear 
with use. In other words, the weight of the foot still 
further compresses the already compressed material of 
which they are made and they then lose their ability 
to give support where it is most needed. 

This the merchant can get around, of course, by 
supplying another button to be placed in the shoe in 
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the same position as the one which has been flattened. 
These separate metatarsal buttons are not expensive and 
a supply of them is or should be a part of the stock of 
every store which attempts to give foot relief. 


Troubles in Heel Area 
The back part of the foot—the heel—is the next foot 


area in which trouble can develop. The heel is com- 
posed—not to be too technical about it—of a small 
number of large bones, each of which have projections 
or knobs fitting into corresponding depressions in an 
adjacent bone. None of these bones can be forced far 
out of its natural position, therefore, without moving 
some other bone—perhaps two of them. 

Often the only noticeable effect of a minor dislocation 
will be a tenderness in some part of the bottom of the 
heel, or a slight ache after a hard day of walking the 
city streets. 

This can be relieved and the foot made more com- 















So-called orthopedic heels transfer some of the weight 
from the longitudinal arch to the heel. The “Cookie” is 
helpful in correcting pronation. 


fortable, as everyone knows by this time, in one of two 
ways—or by both. Many shoes today have cupped 
heel seats—seats built so that the lower bone of the 
heel, the oscalcis, fits into a cup-shaped depression 
which transfers the pressure from the bottom of the 
bone, near which the flesh has become sensitive, to the 
sides or walls of the bone. Many shoes equipped with 
cupped heel seats also have a pad or cushion of spongy 
rubber. Still others have a cushion innersole, also of 
rubber, extending from the ball point to the back part 
of the heel. This cushions the entire bottom surface 
of the foot and, while it provides no cup in which the 
heel can rest, nevertheless, it serves to do away with 
many of the minor aches and pains to which tired feet 
are heir. 

Pronation and Its Correction 


There is, however, another foot defect somewhat 
loosely associated with the heel. This is pronation- 
the tendency of the foot to roll toward the inner side 
Whether this is really an ankle weakness or poor foo! 
balance due to misplacement of some one of the hee! 
bones, is one of those questions which should be lef 
for decision to the trained orthopedic specialist. It: 
relief, insofar as the shoe merchant is concerned, i 
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l 9 4 () We are celebrating our 10th successful year 


under the capable and efficient leadership of W. T. 
Dickerson, founder and President of our Company. 


No cake or ice cream—but many, many 
thanks to our loyal dealers—-dealer friendship has 
played an immeasurable part in giving to the women 
of our country— 


AMERICA'S FINEST CORRECT SHOES 


*We will be holding open house in the North Assembly Room 
Third Floor—Hotel Stevens 
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suggested by the appearance of the foot as viewed 
naked (or encased in stockings) from the rear. 

It will be noted that the inner ankle bone protrudes 
more than is normally the case; and that the weight 
of the body is brought to bear more on the inner edge 
of the foot than usual. 

Relief obviously is obtained, therefore, by making the 
heel higher on the inside than on the outside and this 
is where the feature shoe with the wedged heel comes 


into the picture. The wedge of leather is inserted in 
the inner side of the shoe heel, thus building it up on 
that side and restoring the foot balance. Most of these 
shoes, it is true, do not carry wedges of sufficient thick- 
ness to relieve pronation in its more advanced stages. 


Longitudinal Arch Troubles 


The third area of correction and in some respects the 
most important, is the longitudinal arch of the foot— 
that sector lying between the front of the heel and the 
ball. Anthropologists are of the opinion that this arch 
is what is left of the flexible organ which could be used 
indiscriminately either as a hand or a foot. There is, 
they say, not much excuse for the presence of an arch 
in this day and age when the human being uses feet 
only for the purpose of walking, and they deduce from 
this that in a few million years or less, the longitudinal 
arch will tend to disappear and considerably more of 
the bottom surface of the foot will share in the work of 
carrying the weight of the body. They see in the dim 
future men and women with flat feet and, incidentally, 
with darn little hair on their heads. 

This excursion into the future, however, does little 
to help the merchant in reaching a decision as to what 
to do for a customer who has fallen arches or a ten- 
dency in that direction. 


Importance of Correct Fitting 

Accurate fitting over a correct last is, of course, a 
prerequisite. Most corrective shoes carry a heavier 
than usual shank piece of tempered steel. There is the 
shoe with the long counter which insures snugness of 
fit and a measure of instep support. There are moulded 
innersoles which curve up from the innersole plane and 
accomplish the same thing; saddles, which operate on 
the same principal as the moulded innersole but which 
are not a continuous part of the innersole; “bandage” 
types which, when the shoe is laced have much the same 
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effect as though the instep of the foot were being held 
in position by a wide bandage; and last, but not least, 
the so-called orthopedic heel, the breast of which is 
prolonged on the inner side far beyond the point at 
which it stops on the outside. This, while a feature of 
the heel of the shoe, is nevertheless designed to be an 
aid to the arch of the foot, as it transfers the weight 
of the body from a weak arch just forward of the 
heel to the heel itself. _ 

After all is said and done, however, what the shoe 
industry in all its branches should strive to do is to 
preserve the feet of the younger generation. Correct 
lasts and correct fitting of normal feet in childhood 
will make feature shoes unnecessary, will make fitting 
easier, will make it possible to do a more profitable 
business with fewer types of shoes. 

Profitable as corrective shoes and corrective appli- 
ances are when intelligently sold, they are instruments 


The long counter and heavier than usual 
shankpiece are common devices to give 
support in orthopedic footwear. 


used mainly to correct, relieve or compensate for ab- 
normal conditions. If the shoe industry concentrates 
more of its attention from now on on children’s feet 
and does its part in educating the parents of those chil- 
dren, it will find itself on a much sounder basis. 


The Editor’s Outlook 
[CONTINUED FROM PAGE 88] 


goods at every price. And what’s more, when 
they are putting on specials, they will change 
prices overnight. 

So help me, this shoe business of ours needs no change 
more than price freedom. If we continue to tie our 
economic hands, we are just making nearer the day 
when governmental controls will come in and say: 
“These fixed-price shoes must contain specification 
labels, pure shoe tags” and all of the things possible 
in state-run enterprises, so well exemplified by the Nazi 
and Communist economy. 

You see, there is more to this price freedom cam- 
paign than just keeping the quality up and making a 
profit. It is one of the greatest issues on whether a 
merchant is to continue to be a free agent, his public 
to have purse liberty, an industry to move ahead— 
untrammeled, unbound and unafraid. 
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..- Tl tell you how I 


increased my net profits: 


My name is Mr. Q.—Two years ago I met a guy named Al J “ ” ‘ 
Klinkicht. He came to my store and told me I wasn’t really in rir? — =. 
the shoe business, that I was only about half way in it. He iia eta-eyelet the. Long 
said he could show me how to get all the way in it and really to BBE. 2% fo ite 
make some money—<ash in the bank—the kind you can look at 

and feel and spend for a new car, a boat, or a house. I thought 

the guy was nuts. 


He began to dish up a lot of talk about problem feet, correct 
fitting, orthopedics, and how a specialized knowledge of feet is 
equivalent to a paid-up annuity. Well, that annuity gag got 

me and I began asking questions. Wasn't long before he had RF - 
me thinking that maybe I was overlooking something. He must rv y Pie ae ey 
have read my mind, for at that point he cut loose and presented ota 

a carefully planned orthopedic program. He sold me and I've 

made real money out of it. 


“f EEL” 899 Alma Tie 


Health Last — 12/8 
a. .<& Heel Rub Top Black 


'y 


But what to me seems even more important than the money, is 
the sense of security I feel today. I’m 100% in the shoe busi- 


ness now because I’ve got a much higher percentage of re- 
peats, based, not on a style-price appeal, but on a fundamental 
knowledge of feet and shoes to fit them. Today I sell walking 


2821 
Orthopedic Tie 
Orthopedic Last—10/8 
Heel Rub Top Black 
kid seven - eyelet tie 


comfort, not just shoes. And i 3 Long inside counter 
™ J as paye AAAA to BER. 2% to 


41. 


So meet me at Rooms 857A-858A Stevens Hotel 
National Shoe Fair Jan. 2-6 and I'll give you the details. 


NEW YORK OFFICE WEST COAST WHOLESALE DEPT. CHICAGO OFFICE 
754 Marbridge Bidg. 690 S. Bonnie Brae, 1208 Republic Bidg. 
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THE MILLER SHOE COMPANY...COOK and ALFRED STS....CINCINNATI, OHIO 





[212] p SHOE RECORDER, December 23, 1939 


Dr. M. W. Locke Shoes- 


DR. M. W. LOCKE SHOES 


FOR MEN, WOMEN AND CHILDREN 


SEE THEM AT THE NATIONAL SHOE FAIR, STEVENS HOTEL, 
ROOMS 600, 601A, 602A (WOMEN’S) and 619A, 620A (MEN’S) 
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The Most Profitable Line 
of Shoes in America! 


The most serious problem facing the 
retailer today is the excessive markdowns 
he must take on most lines of shoes. 

Dr. M. W. Locke Shoes have won a place 
in many of a finest stores because— 
season after season—they are the most 
profitable shoes in these respective stores. 


Concentrate on the lines 


that show the profit! 


For Remarkable Repeat Business 


DR. M. W. LOCKE SHOES 


Women’s Shoe Division: Lockwedge Shoe Corporation of America, Inc., Columbus, Ohio 


Men's Shoe Division: Field & Flint Co., Brockton, Mass. 
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{ 557 Stevens Hotel |}/j 


Mw 


CONCENTRATED CRAFTSMANSHIP 


by Connolly . . . the two strongest and soft- 

est of all known leathers, weight for weight’. 

A style and a Last for every man’s wardrobe 

. . . @ complete selection of sizes and widths, 

pecia inemen 3 In Stock for immediate delivery . . . if you are 

Meet these S lized Li B) 3 not attending the Shoe Fair write for our 


in Room 557 Stevens Hotel eg catalog. 
O. R. Blechinger, 1. A. Hall, T. 1. Connolly, \ : ; 4g To Retail $5.00 to $7.50 


R. Lahey, J. H. Newell 
With a full mark-up and a powerful repeat 
sale value for your store. 


institute of Tech- 


*BY ACTUAL TESTS 
assachusetts 

nology determines the relative 

stren ious si leathers. 


; Kangaroo tests at 
7%. Other leathers test below 


CONNOLLY 
VE Kid and. Kangaroo Shoe Exclunively 


CONNOLLY SHOE COMPANY ¢ STILLWATER MINNESOTA; 
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March right up 


\ and see 


HUG-TITE 


SHOES 


A SMARTLY STYLED, FAST SELLING LINE, PRICED 
FOR PROFITABLE OPERATION IN THE $4.00 AND 
$5.00 RANGE. 


In attendance: Mr. Maurice Pleatman, Mr. Louis Stern, 
Mr. Ben Tolpen, Mr. Edward Roseman, Mr. James Shor, 
Mr. Ralph Pleatman, and Mr. Sidney J. Eisman. 


In stock: Hug-tite franchise is fully supported by a com- 
plete in-season stock set-up. Twenty-four hour shipping ser- 
vice. The season’s smartest styles, built over proven lasts, 
ready to ship. Look into the Hug-tite proposition; it is one 
of the industry’s real opportunities. 


HE CHARLES MEIS SHOE MFG. COMPANY 
INCINNATI OHIO 
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Be in Line 
For the Easter Parade 


Hundreds of Smartly Styled Patterns on the Floor 
FOR IMMEDIATE DELIVERY 


Novelties and Corrective Novelties 


TO RETAIL 


#2: to 5:0 


Write for Catalog No, 141 


GROVES SHOE COMPANY 


311-315 W. MONROE ST. CHICAGO 





ON DISPLAY—NATIONAL SHOE FAIR 
JANUARY 2-5 
ROOMS 1204, 5, 6 STEVENS HOTEL 
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Be Sure To See The 






New Esquire Advertisemen: 
In Room 617 Stevens Hote! 
National Shoe Fair 





Here’s Real Merchandising Punch— 
the ONLY 100% Nail-less, 100% 


or te Aer Cushioned, 100% Goodyear-Stitched 
90 ov" Shoe in America—Made to Retail at 
te nest? $5, $6, $7 and $8. All ROHN NU- 
w  nc0 ie Bie: MATIC features are BUILT INTO 
wo. 125 calls oor each shoe—and are protected by 
poor” nae  geS* United States and Canadian pat- 
Als? yo 124, Sto? ents. Nationally Advertised and 
arePi oe | Backed by Powerful Sales Pro- 

yo" ducing Dealer Helps of Every 











Type. Serviced by an Unusuall, 
Efficient In Stock Department 
Here’s Your Opportunity to 
Make REAL Money in Your 
Men’s Department. Write us 
Today for More Complet 
Information on the ROHN 
NU-MATIC Line and the 
ROHN Franchise. 













New Rohn Nu-Matic Lines 








ROHN SHOE MANUFACTURING CO. 
2 FLORIDA STREET, MILWAUKEE, WIS. 

















AMERICA’S OUT- 
STANDING SMART 
WALKING SHOES 


TO RETAIL AT POPULAR PRICES 
Investigate the 


Heel Gripper Feature Shoe 


GRIPS THE HEEL IN ACTION 


ON DISPLAY 
NATIONAL SHOE FAIR 
STEVENS HOTEL 
ROOMS 760-A, 761-A, 762-A 


NORTHWESTERN SHOE RETAILERS ASSN. 
HOTEL RADISON, MINNEAPOLIS 
ROOM 624 


TEXAS-OKLA. SHOE SHOW 
FORT WORTH, TEXAS 


Altman Bros. Shoe Mfg. Co. 


MADE IN CINCINNATI—SEWED SHOES ONLY 














Do you need 
HELP? 


Consult the CLAS- 
SIFIED PAGES of 
Boot and Shoe Recorder. 





“Road” and “Inside” Men turn 
to these pages for worthwhile 
connections. 


INEXPENSIVE! 
EFFECTIVE! 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
239 W. 39th St., New York, N. Y. 






























































4. Genu 


5. Tungs 
6. Full B 
7. High. 


comfo 





X shoes by Crosby Square 


in the $6.85-$7.50 price range 


les records of leading merchants prove it! Above are Nos. 776 Straight-tip and 777 Wing-tip in the new cream genuine 
The biggest value—dollar-for-dollar— in the industry buck, trimmed in Cretan Calf. No. 883 in antiqued Cretan. 


1, The powerful “authentic fashion” story of Crosby Square. See the brilliant PRE-FLEX and Crosby Square lines — 


2. Freedom from the discomfort of “breaking in” shoes, because of Rooms 647-648 ® Stevens Hotel « January 2nd to 5th 
the flexibility built in through the Pre-Flex Construction process. 


3. Pre-flexed outersoles. + IK 
4. Genuine flexible innersoles. por +l Se cone. p K X 
t 


5. Tungsten spring-steel shank. friends—the sales you 
make when these Pre- 


6. Full British welted heels, fastened with fibre pegs — no nails. Flex features put some 
atin ‘ hooks i sales 
1. High-riding fronts with short quarter back-parts, giving a snug, < ates Gin ten 


comfortable, ankle-hugging fit. at the show or write 


or wise fer on egeiat Special Process Shoes 


8. Beautiful feature leathers. (Genuine Buck, Gallun’s Cretan and ment to see it. 
Nerwevion, et) by Crosby Square 


The House of Crosby Square * Division of Mid-States Shoe Co. * 2460 N. Sixth Street, Milwaukee, Wisconsin 
Mokers of PRE-FLEX Shoes . . . . Crosby Square Authentic Fashions . . . . Rodney Court Shoes... . The Booth Shoe 


TRADE MARE REG u S Pal OFFK 








Norwegian Calf 
hand-boarded grain 


Cretan Calf 


smooth but not glazed 


Eskimo Calf 


water-resistant 


leathery 


of Happiness 


— man’s Summer search for cool comfort, 
is your key to seasonal profits, with shoes 


Offer a man smart appearance plus 
comfort and he’s yours. Offer him the 
full-grained beauty of Norwegian Calf 
— its luxurious softness echoing a 
barefoot boyhood — and you've made 
a friend, a customer, for life. 


This year-around vegetable tanned 
leather proves its versatility in such 
shoes as the one shown. Note how 
beautifully it takes the punching. It's 
ideal for unlined shoes. 


“Made of Worulegcitr lel : 


Resisting Summer's wide humidity 
changes (expanding and contracting 
only about one-third as much as ordi- 
nary leathers) Norwegian Calf provides 
freedom from pinching. No free acid 
to affect sensitive feet. 


So look in the catalogs of leading ma: u- 
facturers for shoes of Gallun leathe s. 
Include them in your next order. A ° 
Gallun & Sons Corporation, Milwauk 2, 
Wisconsin. 








i 


MATERIALS 


lr the story of shoe leather were one which concerned 
itself merely with the basic types and the various mem- 
bers of the animal world whose skins are converted 
into those leathers by the process known as tanning, it 
could be told very briefly. But we are more concerned 
today with the style aspect of the problem—with its 
multiple-sales possibilities—and this somewhat com- 
plicates the narrative because we are faced at the start 
with an almost bewildering number of facts from which 
to choose, as well as with a large number of trade terms 
which, while they sound like the name of a leather, rep- 
resent merely a finish or a special method of tanning. 


Practically everything in the tanning industry today, 
with some few important exceptions, has to do with 
the development of finish or ornamentation. 

To say to a customer: “This shoe is of Scotch grain” ; 
or: “That pump is patent leather” means practically 
zero because the former is merely an ornamentation on 
one of at least two leathers, and the latter is merely a 
finish which can be, and is, applied to any of about 
four different leathers, the identities of which seem to 
have been completely lost in the shuffle in many cases. 

The point is that these finishes, important as they 
are and as sales-stimulating as they are, nevertheless are 
only a matter of appearance. It is the basic leather 
beneath the finish which determines durability, flexi- 
bility and weight. 

That is why we are attempting here, not so much a 
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discussion of the basic leathers and their characteristics, 
as a discussion, necessarily incomplete, of what can be 
' done to leathers to make them look different and, being 
different, to attract increased sales. 


Leather Finishes 

Let’s look first at leather finishes because many of 
these are common to two and sometimes more leathers. 

First, very important and one of the oldest is patent. 
No less than five different leathers can be given this 
finish—side leather, horse, colt, goat, kid and calf. The 
finished product looks much alike no matter what 
leather forms the base, though, to keep the record 
straight it must be noted that the largest volume of 
patent is made by applying this finish to side leather. 
The finish is achieved by coating the tanned leather with 
successive layers of linseed oil and pigments, fewer 
layers now being required than in the past, thus making 
for much more flexibility than ever was the case in the 
early days of patent. Modern patent is remarkably 
free from any tendency to crack, is light in weight and 
flexible and pigments of all kinds make possible an ar- 
ray of colors equalled only by the spectrum. 

Another finish—not a leather—though it is commonly 
described as such in retail advertising—is suede. Every- 
one knows what it looks like but how many can go be- 
neath the surface and identify its basic leather which 


LEATHER AT THE POINT OF SALE 


With every passing season, the American’ public is 
becoming increasingly leather conscious. One reason 
for this is the growing style consciousness of the Amer- 
ican public, which recognizes the important part that 
leather plays in shoe styles. Another factor is the 
spread of knowledge of leather among consumers which 
has resulted from national advertising of leather and 
shoe manufacturers and the local advertising of retail 
stores. A third factor is the consumer movement and 
the more widespread knowledge of merchandise and its 
component parts and materials which is resulting from 
the activities of consumer organizations. 

A new influence that promises to make consumers 
even more leather conscious in the coming year is the 
rising cost of leather. When customers are told they 
must pay more for shoes because leather has advanced 
they will naturally wish to know more about the product 
that is costing them more money. 

All of which emphasizes the necessity of more efficient 
retail salesmanship and better educated salespeople. 
Customers attach the greatest importance to the infor- 
mation and impressions they receive at the point of sale. 
The retail salesman is in the best position to tell the 
public the truth about leathers, but to do so he must 
have the correct information. And so we say to retail 
salespeople, “If you would tell and sell more customers 
in 1940, one of the first requirements is to KNOW 
YOUR LEATHERS.” 


BOOT anp SHOE RECORDER, December 23, 1939 


may be calf, kid, cattle hide splits, sheep or lambskin— 
the two last-named having their greatest field of useful- 
ness in industries other than the shoe industry. 

Suede is merely a finish imparted to these leathers 
by which they acquire the nap which is characteristic 
of all, though the nap, itself, varies with the type of 
leather used and there are many refinements which go 
into the manufacture of some grades not found in 
others. The process by which these leathers are given 
their nap is known as buffing—merely contact between 
the leather and a revolving emery wheel. This is done 
on the outside or grain side of calf and kid, and on the 
split side of the leather splits. 

A leather expert can distinquish between the suede 
calf and kid, for instance, by the difference in depth of 
the nap. That on the kid leather is necessarily shorter 
because the kid leather which has been given this finish 
is thinner than the calfskin. Sueded split leather has a 
somewhat coarser appearance than either, kid or calf of 
the better grades, but progress has been made and in 
recent years this has been developed into a much better 
piece of leather than formerly. So-called “service 
leathers,” and “buck-finished leathers” are other names 
for different types of suede. They, too, are finishes. 


Antiquing or Custom Finishing 

This is something new, yet already we find it spoken 
of in shoe stores as though it were a distinctly new 
leather, when the fact is that, while originating as a 
finish for calf leather, it is now seen at least passably 
imitated in side leather. If, next Spring, after casting 
up accounts, the shoe industry finds an increase, par- 
ticularly in the sale of men’s high grade shoes, the 
chances are that it can be credited to the custom finish, 
achieved just as the old and new custom shoemakers 
achieve it, by using a special stain after the shoe is 
completed and then building up a high polish by wax. 
The “antiquing” is rapidly becoming associated in the 
minds of the trade with the characteristic color, and is 
now being duplicated in some cases by the tanner. The 
waxing may be done in store or in factory. 


Glazed Leathers 


It is a fact that the writer has seen advertised “beauti- 
ful shoes of glazed leather” and has been unable to find 
after questioning most of the sales staff whether the shoe 
in question is calf or kid—another reason for knowing 
your leathers and letting the public in on the secret. 

Glazing is one of the oldest processes known to the 
modern tanner. It is most commonly used on kid but 
is found also on calf leather where it is sometimes re- 
ferred to as “glace calf,” also on kangaroo. The process 
as used on kidskin is the basis of all glazing, no matter 
what leather is used. 

In this process, after the tanning process has been 
completed and the leather made soft and flexible by 2 
process known as “staking,” a substance known as sea- 
soning is introduced into the skins by means of a ma. 
chine which presses it into the pores. The leather i: 
then pressed, or ironed with a solid glass roller exerting 
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HUARAGHEHIDE ! 


AVAILABLE IN SEVEN COLORS 
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BAGLE-OTTAWA LEATHER COMPANY 


TANNERIES AT GRAND HAVEN AND WHITEBALL, MICHIGAN 


Distributors Located In: New York, 2 Park Ave.; Chicago, 912 W. Washington Blvd.; San Francisco, 
615 Howard St.; Philadelphia, Robt. D. Smith & Co., 325 Arch St.; St. Louis, G. T. Leavitt & Co. & 
Wm. M. Taggart Co., 1602 Lecust St.; Boston, F. W. Dow Leather Co., 112 Beach St.; Los Angeles, 
Eagle-Ottawa Leather Co., 1012 Broadway Place ; Portland, Eagie-Ottawa Leather Co., 1238 N.W. Glisan St. 
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tremendous pressure. An even higher sheen can be im- 
parted by literally ironing the leather with the type of 
mechanical iron used in commercial laundries. 

Satin kid is another treatment—a derivative of glazed 
kid—achieved by removing some of the high glaze im- 
parted by the original glazing process. If even more 
of the shine is removed we have mat kid, or mat calf, 
depending on what leather is being treated. 


Scuff-Resistant Kid 

This is something comparatively new—a process de- 
signed to impart to kid leather a quality which Nature 
did not intend it to have. If you have ever looked 
closely at a piece of scuffed kid, you will probably have 
gained the impression that kidskin is made up of two 
layers—an extremely thin outer layer so loosely joined 
to the underneath part, or body of the leather, as to be 
rather easily separated from it when exposed to hard 
wear. This new finish, patented in one case, takes into 
consideration that when two parts of a skin are loosely 
joined, the fibers of the skin, at the point of union must 
be rather far apart and more nearly separated one from 
another. So chemists have invented a way, by intro- 
ducing a new element into the tanning liquid, so severely 
to shrink the skin that these fibers come much closer 
together and interlace more tightly. That makes the 
grain side of the leather firmer, gives it greater wear- 
ability and gives it a wider field of usefulness; although 
in shrinking the kid leather there is a decided decrease 
in the area of the tanned skin and a consequent increase 
in the cost of the finished product. 


Elk 


This is almost invariably referred to in stores as 
“elk leather” and there are probably a great many sales- 
men who do not know that it is merely a different tan- 
nage and a different finish. Elk leather, depending on 
the use to which it is to be put, is made from kip skins 
(kips are young cows) and cowhides. The former goes 
into children’s shoes and sport shoes; the latter, being 
heavier, is largely used in men’s work shoes. The tan- 
nage which has been devised makes this leather soft, 
pliable and durable. 

Some years ago we had another kind of “elk leather,” 
known as “smoked elk.” This originally had a char- 
acteristic very light tan, almost cream, color and smelled 
like wood smoke. The odor was actually imparted by 
the smoke of certain woods, to which the leather was 
subjected after tanning. Little by little the odor vanished 
—became unpopular, but the name continued and 
continues to this day, to be associated not with the 
odor but the color. 

Graining and Embossing 

It will be noted that chemistry has played a large 
part in achieving most of the “leathers” dealt with 
thus far. We now come to another group—the grained 
and embossed leathers in which the effects achieved are 
largely the result of mechanical processes. 

Originally graining and embossing were two separate 
and distinct methods of surface treatment but it has 
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become such common practice to refer to both as 
“grained” that they will be considered in one section. 
Boarding is one of the oldest and is supposed to have 
come into existence not as a means of imparting the 
creased appearance which is characteristic, as in an at- 
tempt to make the leather soft and pliable. That this 
softening of the leather, to make the shoe more com- 
fortable, resulted in these creases may even have been a 
cause of sorrow to the early American tanner who 
thought it up. Now that modern tannages can turn out 
leather which is soft and pliable without the necessity 
of boarding, the creases have become somewhat of a 
style feature. This boarding, which was first done with 
calf leather, and now is used to some extent on side 
leather and even on kid leather, may be done either by 





Boarding, whose present purpose is to add interest to 
the surface appearance, was originally practiced to 
make the leather more soft and pliable. 


hand or machine. If the former, the operator folds the 
skin so that grain side is against grain side and then, 
with a curved board which is fastened to his arm, 
presses the leather along the fold. The fold is changed 
until the entire tanned side is covered with tiny creases. 
This is one-way boarding. Two-way boarding is done 
by creasing from the head to the tail of the skin; then 
from side to side. Diagonal creases also may be in- 
troduced to give three-way or even four-way boarding. 

This is real graining, as the older tanners understand 
it. 

Embossing—a term now used almost interchangeably 
with graining, as already pointed out—is merely any 
process by which is imparted to the surface of calf 
leather, kid or side—a raised design not natural to that 
leather. “Simulated reptile”—frequently advertised that 
way without mention of the basic leather—is the bes' 
example which can be used. 

The skin of a real reptile is photographed and fron 
the photograph is made an embossing plate, merely 
piece of metal which carries, in reverse, the desig 
which is to appear on the leather. The embossing plat 
(this process is known as press plating) is then presse 
against the leather with sufficient force to leave the d: 
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is the news in footwear this Spring. And Evelyn 
Ziniti interprets it with CONTROLastic, the elastic 
that really controls. 

Fine designers know that “control” is vitally impor- 
tant in sleek-fitting elasticized shoe fashions . . . com- 
fortable control with slenderizing fit and firm support. 

That’s why more and more makers are turning to 
backings made with Firestone CONTROLastic. Its pat- 
ented construction adapts nature's secret of strength. 
Each tiny CONTROLastic strand is multi-ply —made 
of 3 to 5 wrapped layers of pure latex. So CONTROL- 
astic is extra-resistant to the deteriorating eflects of 
perspiration. Shoes retain their shape and fit 

Be up on the news of the show. See these original 
shoes designed by Evelyn Ziniti. Know what 
CONTROLastic is capable of contributing to im- 
proved shoe making. 

Once you feature CONTROLastic, you will al- 
ways prefer its multi-ply strength which insures last- 
ing satisfaction. Specify CONTROLastic backing for 


your shoes . .. it’s the trend to watch for Summer. 


NOW...IN ELASTIC SHOE BACKING ...IT'S 


Firestone 





The only Elastic Yarn using Nature's 
Method of Multi-Ply Protection 


FIRESTONE RUBBER & LATEX PRODUCTS CO. 
Fall River, Mass., 128 W. 31st St., New York (Phone LO5-2835) 
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sign actually imprinted in the surface of the leather. 

While this may properly be described as a finish, it 
is by no means what a tanner would refer to as a finish, 
since this press plating is done before the leather is 
colored or dyed, after which it is dried, glazed and given 
the final touches. 

It is obvious that there is almost no limitation to the 
number of designs which can be imparted in this way, 
since any design may be photographed, plated and im- 
pressed on the leather. One of the simplest of these de- 
signs, which was born years ago, is the pebble graining, 
achieved by passing the leather between two rollers so 
designed as to give the characteristic series of tiny 
“bumps” on the surface of the leather. This, too, is 
believed to have been the origin of the Scotch grain— 
that or something very similar. 

The point is that these processes do not make new 
leathers—they merely change the appearance of old 
ones—what is created is a new desirability. 


Elasticized Leather 

Young as is the process by which elasticity is im- 
parted to certain leathers, many merchants already are 
falling into the habit of thinking of it, and advertising 
it, merely as “elastic leather”—forgetting entirely their 
duty to inform the public what the basic leather really 
is; for such has been the progress made in perfecting 
this secret process in the last two years, that it is now 
being successfully applied to smooth calf and kid 
leather, suede calf and kid, and even to some patent, not 
to forget fabrics of which shoe uppers also are made. 

Elasticized leather depends for its elasticity on the 
application of the right kind of elastic backing in the 
right way to the right grades of leather. That, how- 
ever, is not the whole story because the elasticity must 
be lasting and must be just enough so that the leather 


Elasticized leather has been made possible through the 
perfection of a secret process during the past few years. 


of which the shoe is made will conform closely but 
without undue “squeeze” to all parts of the foot. It is 
self-adjusting—like a girdle. Its use is in high grade 
shoes and it reaches its peak of effectiveness in those 
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patterns which depend for their appearance on close 
conformation to the outlines of the human foot. 
Industrial chemistry has played its part here, too, as 
tanners have worked to achieve the right tannage for 
leather to be elasticized; and now, their imaginations 
fired by the possibilities they believe they see, have 
elected to find out how far they can go in imparting 
even more than a natural stretch to the leather itself. 


Sanitized and Antiseptized Leathers 


Heretofore we have been discussing those style fea- 
tures which have been imparted to leathers by chemistry 
and simple mechanics. Now comes the science of biol- 


In Sanitized and Antiseptized leathers, merchants, ac- 
customed to stressing style, quality and fit, have been 
given another convincing talking point. 


ogy, or, rather, that subdivision of biology known as 
bacteriology. 

The bacteriologist is no stranger to the shoe industry. 
believe it or not, having played his part in developing 
composition materials for counters and box toes in 
order to make those hidden parts of the shoe secure 
against the deteriorating effects of bacterial growth. He 
has gone one important step farther in this instance and. 
assuming that offensive odors in shoes are the result 
of such bacterial growth, has devised a treatment which 
imparts to those materials the ability to control bacterial 
and fungus growth—thus lopping off at its source the 
trouble-making, odor-breeding elements. The trick, of 
course, was to find a treatment which accomplished its 
end without harm to the fibers of the leather or the 
thread from which the fabric had been woven. 

Merchants accustomed to stressing high style and 
quality, plus perfect fit, now have another, and very 
compelling, talking point. Here again, however, it is 
necessary to point out, when talking to a customer, 
either orally or through the medium of advertising, tat 
these Antiseptized and Sanitized leathers are of differ: nt 
kinds—all possessing the original qualities of the b:-ic 
material. 

Specialty Leathers 

Under this heading are grouped a number of leat) :rs 

which, while many of them are tremendously impor! «nt 
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either because of qualities peculiar to themselves, or 
because of their style value, nevertheless are not used 
in the truly enormous quantities in which calf and kid, 
for instance, are used. It boils down to the fact that 
most of the skins from which these leathers are made, 
are scarce or difficult to obtain for some other reason. 

Included are kangaroo leather, increasingly in use 
for the uppers of men’s shoes and for some types of 
women’s sport shoes. Comparatively speaking, this is 
one of the strongest leathers known, owing its strength 
to the distinctive interweaving of the fibers which go 
to make it up—a leather which will not scuff, which 
can be had in a variety of weights, which is extremely 
flexible and soft. 

The reptilian family furnishes another type of spe- 
cialty leather—snakes of various kinds, lizards, alliga- 
tors and crocodiles. The tropical parts of the Americas, 
mid-Pacific regions and the East Indies furnish Ameri- 
can tanners with most of these skins which, after tan- 
ning, are made soft and flexible by a process of fat 


Antiquing or custom finishing is a leather treatment 
that has come into wide use in recent years. 


liquoring invented originally to soften chrome-tanned 
calf and kidskins. While many of these skins, chiefly 
of the smaller snakes, are thin and light in weight, they 
are astonishingly strong. 

Third, though not necessarily in order of importance, 
is pigskin which is becoming increasingly popular. Few 
pigs are raised in this country but pig leather tanners 
get many from South America and from several parts 
of Europe. One important source has been shut off by 
the war—Jugoslavia—which has clamped down on all 
exports for the time being. Other sources, notably in 
Belgium and Holland, have been found, however, and 
the supply continues undiminished. 

Having achieved early popularity in its history as a 
trim in combination with other leathers, it is now fre- 
quently seen as a complete upper. No one will dispute 
its toughness and durability. No one, after feeling a 
tanned skin, treated as they now are, will have any 
doubts as to its flexibility. 
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Cordovan, made from the shell (part of the butt) of 
horses and colts, is a very strong leather, once used al- 
most exclusively for army officers’ dress shoes. It takes 
and retains for a long time a high polish and, from a 
rather stiff, uncomfortable leather, has evolved into one 
which is pliable and comfortable. 

Seals and walrus from the arctic contribute their 
share of shoe upper material. Sharkskin from warmer 
waters can be turned into one of the toughest leathers 
known. Water buffalo have hides which find their way, 
after tanning, into shoe factories. 

[For Spring Trends in Shoe Fabrics, see page 250) 


America Faces Its Future 


[CONTINUED FROM PAGE 83] 


Developments abroad have at least served to open ou: 
eyes to the tremendous advantages of our system 0! 
free government, functioning side by side with fre: 
enterprise, in an atmosphere where both must respec 
the freedom of the individual to think his own thoughts 
speak his own mind and live his own life. 

Experimentation at home has convinced the great ma 
jority, apparently, that while new problems call for dili 
gent study and intelligent adjustment, nevertheless. 
progress is achieved by building sanely on the firm 
foundations of the past rather than by impulsive altera- 
tion of the original structure. Most of all, observation 
of happenings both here and abroad has convinced us 
of the value of the democratic process and taught us to 
trust our future to the deliberation and decision of the 
majority, rather than submit our destinies to dictator 
or despot. 

It is not surprising that, in these trying years, we have 
encountered sharp differences of opinion, or that we 
have been bewildered at times by confusions of coun- 
sel. The very nature of the democratic system made 
that inevitable. But on many of the great fundamental 
problems that confront us now, as we face the future 
at the beginning of this new decade, we can discern a 
growing unity of judgment and opinion. Those prob- 
lems, for the most part, have to do with the question of 
how to adjust our national life and economy to the 
conditions and requirements of a new age and genera- 
tion. More clearly than ever before, we recognize now 
that such problems, as they affect us, are essentially 
American problems. We see that the solution rests 
primarily with ourselves, and that our concern with 
what transpires beyond the seas is secondary to our 
interests here at home. We are resolved that the solu- 
tion shall be an American solution, arrived at in the 
American way, through American democratic proce-ses 
and consistent with the American principle of libcrty 
under the law. 

On this much, apparently, the great majority of 
thoughtful and intelligent Americans now stand agr ed. 
On these principles we can face the future with | on- 
fidence and courageously move forward. 
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Paddle vats in our beamhouse, where skins are cleaned and prepared for tanning. 


LEATHER IS “MADE” 


The “beamhouse” is that section of the 
tannery where the raw skins are prepared 
for tanning. Here all impurities are re- 
moved and the skins are restored to their 
soft natural condition by soaking and tum- 
bling them gently in paddle vats. Here also, 
successive steps temporarily swell the skins 
and open the pores, permitting unhairing 
and leaving the skins clean and clear. 


IN 


THE BEAMHOUSE 


It is truly said that “leather is made in 
the beamhouse,” as the thoroughness with 
which the skins are prepared for the tan- 
ning and finishing processes determines to 
a great extent the strength and beauty of the 


finished leather. That “American Hide” 
leathers are noted for their beautiful, clear 
colors and fine grain surface texture is a 
tribute to our beamhouse procedure. 


AMERICAN HIDE AND LEATHER COMPANY 
——————————_—X—X—<X—X—=_£**=**=KC[—_—>--xc«{}{x{[_VRRDVQDQananDU@DUunan°*c_@h@a[=E==~S==>=>=__s=_=_a={[q==_=__a_a== 
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WHAT IS ZAPON? 


i is the Registered Trade name designating only 

those products manufactured by the Zapon Division 
of Atlas Powder Company. The leadership of Zapon in 
making coated fabrics for shoes is unquestioned. There is | 
only one Zapon. Others are judged for quality by com- 
parison with this standard. 













The experience of over 50 years of manufacturing coatings 
and coated fabrics has enabled us to produce a material 
which has come to be accepted as a standard in the indus- 
try—endowing the Zapon Trademark with more than ordi- 
nary significance, representing, as it does, one of the 
largest, most modern and completely equipped plants in 


the world. 


? . 
ZAPON DIVISION <a> ATLAS POWDER CO., STAMFORD, CONN. 
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THERE IS A KANGAROO 


Everyone knows the story of UT there is a Kangaroo of course and shoes of 


the old lady, who, on seeing a Kangaroo Leather are a very essential part of every 
Kangaroo for the first time, said: 


“Phere ain't no such animal.” shoe stock. They must represent a good segment of your 


stock if you are to render the service in shoes which your 
customer is entitled to expect. Your Kangaroo business 
is a very profitable part of your entire business too, 
because Kangaroo leathers have what it takes to make 
shoes and feet bosom companions. It's light for swiftness 
and untiring ease, and its fibers are interlaced in a way 
that gives a tight grain for brilliant polishing and that 
makes Kangaroo 17% stronger, weight for weight, than 
any other leather. Yes, it's lucky for your profits that 


there is a Kangaroo. 


SONN. 


ntl RICHARD YOUNG COMPANY 
TANNED /N ZIEGEL EISMAN COMPANY 
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soil SURPASS LEATHER COMPANY 
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EINSTEIN’S 





Holds the highest position because 
it has rich appearance and because 


of its satisfactory wearing results. 


Einstein Gabardine has the right degree 
ef stretch and comeback te produce 
satisfactory results for Elasticizing. 








J.: EANS TEIN INC. 


ONE PARK AVENUE, NEW YORK CITY 
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Hivst in Fue / New Castle 


Glazer Kir Anod 


aracain 


In Our Famous Futurama Colors 
for Spring and Summer Shoes 


(\ ator is peculiarly American this year. Abroad, lights are 








dimmed, windows blacked out, and the very sun viewed with 
suspicion. . . . Here, the color and brilliance of our greatest 
resort and summer season is in full swing. New types of play 
shoes are vastly important. Maracain is used for them. Dressing 
up in the afternoon, for dinner and the evening, is a rite. Dressed- 


up shoes of glazed kidskin are vivid as toy balloons at night. 


. - For colors tuned to the trend, specify New Castle glazed 
kid and Maracain in such reassuring shades as Sunny Yellow, 
Bali Coral, Blue Sea, Hunting Red, Tropic Lime, Linen Blue, 

Patriot Red, and of course, our all-important white. 


sp wah ia Allied Xd a 
100 Gold rect, New York Cry 
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TAYLORED -TO-FIT 
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You wouldn't take your watch 
to a Blacksmith. 


The blacksmith is an important man in his own field of craftsmanship, 
—but he cannot mend watches. He isn’t trained to do it; he knows 
little if anything about them. The watch-maker, with his specialized 
skill and aptitude, is naturally the man to go to. 

There are many gorings on the market, but only one SHUGOR. 
There is only one company in the United States of America (or in the 
world, for that matter) whose machinery is built especially for making 
shoe goring, whose entire business for 75 years has been devoted ex- 
clusively to producing the finest shoe goring. That company is 
Thomas Taylor & Sons, Inc., of Hudson, Mass., manufacturers of 
SHUGOR. 

Goring made by firms whose basic product is elastic webbing for gar- 
ments, is not truly shoe goring. One cannot expect the same quality in 
a by-product of a webbing factory that you get from a company 
specializing in shoe goring exclusively. 

Don’t risk the disappointments of inferior shoe goring, any more than 
you’d take your watch to the blacksmith! Buy from the shoe goring 


specialist. 


~ \) 


THOMAS TAYLOR AND SONS 


INCORPORATED 
HUDSON, COPR. 1939, THOMAS TAYLOR & SONS, INC. MASSACHUSE "TS 
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Supreme in WHITE 


D 
D 


THE PERFECT WHITE SUEDE 


A special tannage which produces a close fine nap. 
The acceptance of AMBUCK by shoe manufac- 
turers of recognized standing in the field of high- 
grade shoe production is its best recommendation. 





























The Leading 


GENUINE PRE-SHRUNKEN WHITE LEATHER 
ALSO AVAILABLE IN ALL COLORS 


WHITE GLAZED KID 


THE ORIGINAL WHITE KID 


AMALGAMATED LEATHER COMPANIES, Inc. 


WILMINGTON, DELAWARE 84 GOLD ST., NEW YORK 
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AUPUMOUT? Se VENTER 


' aMerchandising Feature at its 





WHERE SHOE VALUE IS MOST IMPORTANT 's PE . IFY TH EM 
Armour’s Oil Tan imprint is placed only on bend soles of y fe your next order, ands 
prime fibre. It is positive identification to the wearer P - ns thins Hiei eatin 
that the best sole leather is used on the shoes you sell. VA ’ “a 1 sehhaidiinen Galena 
Not second best, but THE best! The tanning treatment YY , | scl of the alibeceinian 
increases the wear, also it makes these prime bend A RG 





soles water-resistant. 
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IMPORTANT ITEMS IN SHOE 
CONSTRUCTION 


Quality of Materials Used in Shoemaking Determine, 
in Large Measure, the Quality of the Finished Product 


Leather Outer Soles 


It is unfortunately true that after a sole has been 
attached to the shoe upper and subjected to any of the 
many bottom finishing treatments now commonly used. 
there is practically no way in which the merchant can 
tell much about its quality. He is dependent to a large 
extent on the word of the manufacturer who made the 
shoes and who knows what grade of soles he has bought. 

The merchant should know enough about the subject 
to avoid mistakes. 

Generally speaking, the desirable qualities in soles 
are toughness, durability, flexibility and resistance to 
moisture. These, in turn, presuppose a hide or that 
portion of the hide in which the fibers are close 
together and tightly interwoven. This applies equally 
to steer hides from which men’s soles are cut, and to 
cow hides from which women’s soles are made. These 
qualities are not infrequently described in one word by 
the sole leather buyer. He refers to “firmness,” which 
is an all-inclusive term. The degree of this “firmness” 
is determined not only by the condition of the hide it- 
self but, and this is most important, by the part of the 
tanned hide from which the sole is cut. 

It is customary to divide the hide into three parts— 
bend, shoulder and belly. The bend is that section on 
both sides of tte backbone extending from a point back 
of the shoulder to a point forward of the tail section. 
The shoulder section is obviously that part of the hide 
which lies in front of the bend. The belly also is ob- 
vious. It is below the bend and the shoulder. 

In the end section, scientists working with micro- 
scopes have located the most compact and most tightly 
woven or interlocked fibers. Furthermore, they say, in 
this section of the hide the fibers run in a vertical 
direction, that is, at right angles with the surface of 
the hide; whereas, in the belly section, the fibers not 
only are not so compact, but they tend to run in a 
direction parallel with the surface of the hide. 

Soles are cut from all these sections, but without ex- 
ception the best soles come from the bend section and 
the very best from that portion of the bend which 
covers the best and most expensive cuts of meat. There 
seems to be a connection between the cut of meat and 
the fiber structure of the hide which covers it. 

But there are imperfections to be taken into con- 
sideration also. In general these are four in number. 
There are scratches, both healed and open, and grubs, 
so called, also both healed and open. Imperfections of 


the open type are to be avoided as they directly affect 
the wearing qualities of the sole and its water resistance. 
Healed imperfections—which correspond to small scars 
on the human skin—do not affect the wearing quality 
of the sole, though the sole is given a somewhat lower 
grade as a result. Imperfections of this kind are con- 
cealed by the finish applied to the bottom of the sole 
in the shoe factory. In grading soles, the “fine” is one 
free from imperfections; “imperfect fine” is one with 


Sole leather is stretched by a special machine so 

that it will lay up against the last without straining. 

At the same time the first of the preflexing opera- 

tions is accomplished. Photos of shoes in process, 

shown in this section, furnished through courtesy 
of E. T. Wright & Company. 


healed grub imperfections; and “number one scratched” 
is one containing healed scratches of which there are 
only a few. Likewise “number two scratched” is a sole 
having more healed scratches. All are good soles. They 
all have the desired fiber structure. 

Tanning, too, is important but we need not go int: 
that here because methods vary, or rather, tanning ex 
tracts vary in different tanneries and to describe then 
would involve a highly technical discussion of leathe 
chemistry. In brief, what these extracts do when the 
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GET BOTH SELLING MEN’S SHOES WITH KISTLER “BENCH BRAND” LEATHER SOLES 


It is estimated that only about 25% of the interested people going into shoe 
stores go out sold. You may be bettering that. The figures, however, serve to 
show that many stores still have a great opportunity to make more sales— 
and more profits—with the right merchandise. Shoes with a feature that will 
help make the desire to buy irresistible. There are about fifty different weights 
and grades of sole leather but you can confidently point out to your men 
customers that 


KISTLER “BENCH BRAND” SOLE LEATHER 
A BALANCED TANNAGE 


has no superior. There’s sole leather. And remember that, nine times out of 
ten the real quality in a shoe will influence a sale if the customer is made aware 
of its advantages. Kistler “BENCH BRAND” Sole Leather certainly does have 
its advantages. It is reliably moisture resistant. It has been aged ONLY by 
our long-time tanning process. The wear is evenly distributed over the whole 
sole. Its comfort is captivating. Of course you can make more sales—and more 
profits—selling men’s shoes bottomed with it. 


Men’s shoes bottomed with Kistler 
BENCH BRAND Sole Leather retail 


gISFEED 


—— es PST 
WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN, 1012 NORTH THIRD STREET, MILWAUKEE. WISCONSIN 











come in contact with the raw hide, is to bring about 
a change, partially chemical and partially physical, 
which imparts water resistance and “body” without 
changing the porous nature of the leather. Looked at 
in one way it seems likely that there is a shrinking 
action which makes an already compact fibrous struc- 
ture even more compact. 


Seasoning of Sole Leather 


A prominent tanner has said, furthermore, that 
mere tanning is not enough. “Leather. properly tanned 
and finished,” he says, “requires a period of seasoning 
after it is finished, to permit the leather to reach its 
best condition for use.” 

Sole leather tanners should feel free to comment on 
this and give their own experience. What happens 
during this seasoning process is, it would seem logical, 
merely an extension of the chemical and physical 
processes set in motion during the tanning process. 
What this is, is not generally known. 

Sole sorting is an important operation and one which 
is little understood by the merchant. After the hides 
have been tanned, they are cut roughly into the shape 
of the sole, in pairs. The trick in sorting is to get 
matched pairs—not soles of the same size—because this 
is obvious—but of the same weight and even from al- 
most identically the same part of the hide. This insures 
evenness of wear—one sole will last the same length of 
time as the other. This sole sorting is done by experts 
in their line and reputable cut-sole houses can be de- 
pended on to give uniformity in this respect. 


Rubber, or Composition, Soles 


Without surrendering any of their importance as a 
soling material which is non-skid and which protects 
the feet from dampness—the two original excuses for 
their existence—rubber and composition soles in re- 
cent years have acquired a high degree of style value, 
as witness the tremendously thick soles of crepe seen 
these days, especially popular among college students 
of both sexes. Without relinquishing any of their im- 
portance in the field of sports footwear, they have 
been gradually becoming more important in walking 
shoe types and as a style feature on many shoes. 

For this the shoe industry can thank the rubber 
chemist who has been able to produce composition sol- 
ing material which can be’colored, made in a variety 
of finishes and surface treatments, given a smooth edge 
and which, furthermore, is so strong and durable that 
it will take and hold stitches to an extent undreamed 
of even a few years ago. Another argument for its 
use, say the composition soling manufacturers, is that, 
being what they refer to as a laboratory product, its 
quality, density and all the other factors which go to 
make up durability and attractiveness, can be scien- 
tifically controlled. ‘ 

In this field there are the familiar latex soles with 
their spongy appearance which is belied by their long 
wear; the composition soles which are a mixture of 
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fibers with rubber latex, suede-like-finished soles 
which, at least in one instance, are of latex-impregnated 
felt, and wool fibers similarly treated. 

Also we have the so-called cord hole, made on some- 
what the same principle as the automobile tire, and in 
one of which types the cords, instead of running 
parallel with the surface of the sole, run at right angles 
to that plane. This, it is claimed, adds not only to the 
durability of the sole but to its non-skidability as well. 


Molded Sole Surface 


A high-degree of this same quality is obtained by 
moulding the bottom surface of these rubber and com- 
position soles and it is obvious, of course, that the 
designs provided by that moulding process can be as 
many and as varied as the imagination of the designer 
dictates. Some years ago, for example, there were 
brought into this country shoes with rope soles. Since 
then this rope pattern, quite durable, has been worked 
out in composition soles. Another new pattern takes 
its cue from the metal spikes used on leather-soled golf 
shoes. These are merely moulded spikes of the com- 
position material and are an integral part of the sole— 
so positioned as to perform the same function as the 
metal spikes. 

The washboard—merely parallel ridges 
across the width of the sole and heel—is another pop- 
ular pattern; and there are literally scores of others. 
All had their origin in an attempt to develop a sole 
which would not slip; and many of which, while not 
abandoning that aim, have combined it with a high 
cegree of decoration and even of color. 

They are playing an increasingly important role in 
the field of style, principally in the field of active and 
spectator sports, although, as noted before, street shoes 
are by no means barred. 


running 


Innersoles 


There are almost as many varieties of innersoles on 
the market as there are methods of making shoes, times 
the individual tastes of the manufacturers employing 
those methods. All good innersoles, however, possess 
the qualities of lightness in weight, flexibility, porosity 
and durability. In other words, being an important 
part of the bottom of a shoe, they must not unduly in- 
crease its weight, must flex with the outersole as the 
shoe is in use and must last as long, at least, as the 
original outersole—preferably longer. 

There are three general types of innersoles, all of 
which, in the better grades, fulfil the requirements 
mentioned. These are the all-leather innersole, leather 
in combination with fabric and the composition inner- 
sole of fiber bonded with latex. 

Many of the leather innersoles, at least those used 
in welts and to some extent in Littleways and McKa) 
type footwear, are cut from the shoulder or bend se: 
tion of tanned cowhides. Some are of grain leathe: 
(the whole hide) ; some, if more flexibility is desired 
are of splits—hides which have been split into tw: 
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THE UNIVERSAL BOTTOM FILLER 
For all popular shoe constructions 


> ee noe Miri ® © 


Men's - Women’s : A RESILIENT SHOE FILLER 


APPLIED IN PLASTIC FORM 
: ’ @ Corulyte has the desirable cush- 
, Children S , ion characteristics of die-cut sheet 
materials, without their inherent 
disadvantages . . . eliminates the 
problem of predetermined sizes. 
shapes and materials for various 
shoe constructions ... does away 
with costly skiving, backing and 
assembling operations. It spreads 
uniformly to desired thickness. 


ty or breathability desirable for foot health and 
Easily quickly applied without heat as it 


the in. Write for sample and complete 
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parts—the under, or flesh side being used for the inner- 
sole; the outer being used for other purposes. These 
types are used mostly in men’s welts or in women’s 
sport-type shoes of heavier construction. 

Other types are combinations of leather and duck 
which also are used in welt footwear manufacture; 
combinations of leather and buckram which are pop- 
ular in McKays; grain leather which has had the 
grain buffed off and which then has been backed with 


The metatarsal pad is compressed to a uniform 

height by this specially designed press, and at the 

same time the anchorage is marked for the for- 
ward end of the longitudinal arch. 


canvas; a two-piece innersole, of two thin slices of 
leather cemented together; and thin split leather which 
is made even more flexible by being scored on the back. 
There are many others—some refinements of adap- 
tations of these types and others which have been 
devised by individual manufacturers in order to meet 
some special requirement. All high-grade leather 
innersoles are specially tanned, or treated after tanning, 
to remove excess acid which may either irritate the 
foot or cause cracking of the leather. 


Fiber Inner Soles 


In the latex fiber innersole there are a number of 
types, having in common that which is suggested by 
their name. They are fibrous structures held together, 
or bonded, with latex. 

Industrial chemists have evolved in this composition 
innersole a material for which extreme flexibility and 
strength are claimed. Other characteristics are summed 
up as freedom from cracking, resiliency, uniformity 
of weight and quality (being made by a laboratory 
controlled ‘process), absorbency, quickness in drying 
and freedom from harmful chemicals. 


BOOT anp SHOE RECORDER, December 23, 1939 


Manufacturers of these types estimate that nearly 
one-quarter of the shoes made in this country—those 
using innersoles, of course—now are made with the 
so-called composition type of innersole. 


Box Toes and Counters 


The former—the box toe—is one of the hidden parts 
of the shoe in which leather has definitely been almost 
completely replaced by composition materials, the 
fruits of long experimentation in the field of industrial 
chemistry. A few manufacturers of high grade men’s 
shoes, as well as of some sport shoes for women, still 
use leather but the time required first to condition and 
shape it over the last and then to permit it thoroughly 
to dry is a bar to its mofe extended use. Weight, too, 
enters partly into the picture. 

It was the advent of style, however, which gave the 
box toe of composition material its first big push toward 
popularity. Since the chief function of the box toe is 
not so much to protect the toes of the foot as to merely 
stiffen that part of the shoe with a material which, in 
the shoe, faithfully and lastingly reproduces the toe 
of the last over which the shoe is made, it is obvious 
that thinness and lightness must be one of the chief 
points to be considered. 

Until fairly recently there have been only two general 
classes of these composition box toes. These have 
usually been referred to in the trade as the thermo- 
plastic and the cellulose. Both require conditioning 
before being applied to the last—conditioning being 
the process by which they are made soft and flexible 
so they will cling closely to the lines of the last. There 
is now another composition box, however, which re- 
quires no conditioning at toe operations, made of a 
felted compound impregnated with various waxes and 
gums. This is much the same composition as the 
thermoplastic (although some of the latter also are 
made of cork compounds) but they do not, as the 
thermoplastic do, need to be softened, having been so 
treated with special materials as to make them avail- 
able for use in the soft toe shoes so popular today. 

The so-called cellulose type could better be described 
as celluloid because it is essentially a specially woven 
fabric which has been impregnated with that type of 
cellulose from which celluloid is made. For this type, 
which is a high grade product and necessarily more 
expensive, the claim is made that it fuses the lining, 
doubler and box into one unit, gives firm side walls 
and a tip line with a very fine, flexible edge. This type 
is made soft in advance of application, not by heat or 
steam, as in the case of the thermoplastic, but by a 
softening fluid. 

Material of this same type, it is interesting to note, 
has recently supplanted plaster casts in many hos- 
pitals. Applied in sheets or strips, much as bandages 
are applied, it rapidly hardens and serves the same 
purpose as the cast, without the extreme weight of the 
latter. 

Box toes, of course, come in all desired weights— 








BOOT anv SHOE RECORDER, December 23, 1939 











[244] 


can be had soft, semi-soft or semi-flexible and very 
flexible, depending on the type of shoe in which they 
are to be used. A good box toe should perforate cleanly 
—a point of great importance in these days of the 
open toe in women’s shoes. 


Counter Types in Common Use 


Leather is still much used for counters—that hidden 
part of the shoe which, after removal from the last, 
determines the shape of the heel part of the shoe. Light 
weight sole leather is among the types with which we 
are all familiar, this being used because of the neces- 
sity for stiffness and firmness. Counter of fiberboard 
are also very widely used, thanks again to the indus- 
trial chemist and his intelligent research work. 

One of the best known types is a combination of 
hemp and flax fibers—one giving strength and the 
other the resilience which is so vital. They can be 
obtained in such high grades that it is possible to skive 
them, just as leather counters are skived, thus producing 
an edge which is invisible in the finished shoe and 
which leaves strength and weight where needed. 

They fit well, even in difficult parts of the shoe such 
as the shank and are, therefore, used in corrective 
footwear where the extension of the counter plays a 
part in supporting the instep portion of the foot. 

Cellulose of the type used in making composition 
innersoles also is used in making counters—also box 


toes—also used is the felted types of innersole material. 


Heels 


It would be interesting to find out at exactly what 
period in the development of the shoe, the heel became 
cf style importance. We suspect that it was some time 
ago, since shoes worn by the ancient Orientals, carry- 
ing heels at both heel and toe to keep feet out of the 
mud, nevertheless had these heels of different shapes 
and colors. Today, and this is probably the most obvi- 
ous comment which could possibly be made, it can be 
said that variety in heel height and contour, or shape, 
has as much to do with the style of the shoe, and has 
contributed as much to multiple pair sales, as material, 
color, last, and pattern. 

It is equally interesting to note, as one studies heel 
shapes, that practically all the styles we have today— 
with the exception of some of the more freakish styles 
which have been tried out within the last year or so— 
are derived from three basic types. These are the 
Cuban with its broad treading base; the Louis, with 
its curved breast; and the Continental, which may be 
as slender as the Louis, but which has a square breast. 
All others are derivations of these types. Nor can the 
height of the heel be said in any way to be indicative 
of the name as there are high and low Louis heels, 
high and low Continentals (sometimes called Boulevard 
heels) and high and low Cubans. In fact there is a 
trend at the present time toward high Cubans. 

In general, heéls are made of wood, built-up leather 
or built-up leatherboard, which is a composition of 
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leather fibers with a binding material. In the field of 
women’s dress and street shoes, it is safe to say that a 
decided majority of all heels are wood. Several dif- 
ferent woods are used, but heel manufacturers are 
agreed that at least one of the best is the sugar maple 
because of its toughness, durability and the ease with 
which it can be worked, or shaped. This wood is sea- 
soned by somewhat the same means as that employed 
in seasoning lumber for use in the building industry. 
The process, however, is much more thorough. The 
moisture in the wood is removed by prolonged and 
careful drying in ovens or kilns in which an absolutely 
uniform temperature can be maintained for any given 
period of time. If the wood is not completely freed of 
moisture, it may crack, either while being made into 
heels in the machine used for that purpose, or while 
the heel is being attached to the shoe in the factory. 

Wood heels are light in weight, can be safely attached 
if the job of attaching is properly done, can be covered 
with any desired material, can be had in any shape 
or height, and are not expensive. 


Built-Up Heels 


Built-up leather and leatherboard heels come into 
their own mostly in sport-type shoes for women and in 
some street types. Their name indicates the process by 
which they are made—a building up, layer by layer, 
each layer being attached to the other firmly. They 
are shaped by an intricate and ingenious machine and 
can be had in a wide variety of shapes and heights. 
The well-made built up heel of today will not check 
(open up between layers, or lifts) and will take an 
excellent finish. 

Rubber heels are so widely used, especially on men’s 
and boy’s shoes, and their advantages are so generall) 
understood that it seems hardly necessary to devote to 
them more than passing mention here. Their popular ac- 
ceptance continues from season to season and from yea 
to year. 

Fabric Shoe Linings 

When you stop to think that the fabric lining of a 
shoe is subjected to more wear than the leather of which 
the shoe upper is made, the importance of its strength 
and durability becomes obvious. Fabric lining mus! 
have the tensile strength to undergo the terrific strain 
to which it is subjected when the shoe is lasted, it 
must be “tough” to stand up under the friction to 
which it is subjected when the shoe is worn, and it 
should be absorbent in order to protect the leather 
against the action of foot perspiration. 

This latter brings us to the interesting developme'. 
recently announced, of the perfected methods to gua’ d 
against this chemical, or bacterial action, by so tre:\- 
ing the fabric as to make it sanitary and antisep! «. 
This not only prevents the growth of harmful bacte:'a 
but promotes cleanliness and overcomes the offens \¢ 
effect of foot perspiration. This is the latest news frm 
the lining industry. 

Basic types of shoe lining are known as twills, dr '!s 
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POINTERS 
FOR 


REG. U.S. PAT. OFF. 

The true value of any shoe goring lies hidden in the 
elastic and every inch of FLEX-GORE is made with 
Fulflex, the superb elastic with the Extra Service Life 

. FLEX-GORE provides the utmost in style as well as 
comfort and durability . .. matching textures . . . match- 
ing colors ... all widths and qualities . . . samples 
gladly furnished. 

STANDARD — SUEDED — GABARDINE 

KID — AND NOVELTY 


MADE WITH- 


FLEX-MOR is made exélu- 
sively with Fulflex, the elastic 
thread with the Extra Service 
Life . . . providing flexibility 
plus durability unequalled 
by any other Elastic Shoe 
Cloth. Make your own tests 
.- samples gladly furnished. 


E FABRIC COMPANY 
PAWTUCKET, RHODE ISLAND, U.S.A. 


Weavers of Quality Gore and Elastic Cloth for Every Footwear Use 


‘ ee <x 5 — 5 
ra Yee Pe f e G 


-_ CARMAN-BYETTE LEATHER CO. LTD. 


pga: eer (24 Kametns Sh. Mantooel, Conta 


Buy with Multideure a any of these Prenbemal Distributors 
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and ducks. These terms refer merely to the different 
combinations of numbers of threads in warp and filler. 
The ultimate strength of the fabric depends on the 
choice of the raw materials of which the threads are 
made. Unfortunately there is no test to which a mer- 
chant can put the lining in a finished shoe which will 
determine its quality. In this, as in other parts of the 
shoe, he must trust the manufacturer—or himself spe- 
cify the product of some lining manufacturer or 
wholesaler in whom he has confidence. 

In recent years there has come into existence im- 
pregnated fabric linings which look so much like 
leather that it is difficult, at first glance, to detect the 
difference. This particular lining, designed for use as 
a sock lining, is treated with a form of pyroxylin, can 
be given a high lustre, is grained to imitate kid leather 
and can be had in a wide variety of colors. 


Welt 


Consider the function of the welt and you will in- 
stantly realize what all shoe manufacturers have long 
ago recognized—that the best is none too good—that, 
if it is to withstand the constant strain to which it is 
put by the foot in motion, it must have a high degree 
of tensile strength, must be tanned properly, and must, 
in fact, be a superior piece of leather in every respect, 
capable of taking and retaining stitches of heavy 
thread. Otherwise, there will be returned merchandise 
a-plenty. 


A “hank” of welting. This is the form in which 
welting is usually sold and delivered. 


This, at least is true of welting used in the Good- 
year welt, to the stitchdown and to that type of cement 
shoe in which the welt is stitched to the upper and 
then cemented to the outersole. 

For men’s shoes, therefore, the heavier welts are 
made from the shoulder section of the hide of the steer 


—close to where the best bend soles originate. 
Lighter weights sémetimes used in women’s shoes are 
made from side leather—the skin of the mature cow. 
Some are made of splits. All are given a special tan- 
nage to prepare them for the role they play—the 
uniting and holding together of innersole, upper and 
outersole. 

These are made in a wide range of thicknesses and 
widths, the former of which step up by thirty-seconds 
of an inch; the latter by less than that. 

That the welt is also a style feature is not news. 
Everyone is familiar with the pre-wheeled welt and 
others to which have been imparted a pattern which 
makes them distinctive and adds a touch to the shoe 
which otherwise would be lost; with the one and two- 
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colored welts, many of them for shoes of the spectator- 
sports type; to the welt with the high rib which has 
supplanted the old reverse welt or calk—protecting the 
inseam from the intrusion of moisture and helping to 
support the side-wall of the shoe. These and many 
others have been developed within recent years and 
have taken their place in the style parade without 
sacrificing any of their very real value as a construc- 
tional feature of the shoe. 


Goring 

While it might be said with some degree of truth- 
fulness that less goring is used in shoes today than 
in the days of the Congress boot for men, it cannot 
be said that goring is used in fewer shoes. Its use in 
the field of woman’s style footwear has been increasing 
year by year. True, the amount used per pair is small 
but its importance is great and the total are used by 
the entire shoe industry in any one year, if the figures 
were available, would astonish most of us. 

It is obvious that the improvements which have 
been made in goring within the past few years are 
responsible in large measure for the large number of 
women’s shoes in which it is used. Had it not done 
what its makers claim for it, the shoe industry would 
have been forced to drop it in self defense. 

One of the most noticeable features of the new gor- 
ings is what you might called the “durability of its 
stretch.” It doesn’t wear out the way old-fashioned 
elastic tape did. This is due to the higher quality of 
materials used and to the care exercised in weaving or 
braiding an elastic thread into the finished fabric. Ab- 
solute uniformity of tension during the weaving 
process, for instance, means uniformity of wear. 

Better methods of attaching it to the leather upper 
or fabric upper, as the case may be, have been de- 
veloped not only by the shoe manufacturer but by the 
goring manufacturer as well. Color has come in and 
finishes closely resembling the leather with which the 
goring is associated. It has, therefore, a very definite 
place in style—a place from which it will be difficult to 
topple it. 

Shanks 


On the shank comes the weight of the body from the 
forward part of the ball of the foot to the ball. That’s a 
lot of weight in some people, particularly those with 
a tendency toward the condition known as flat-footed- 
ness. If everyone had a strong, high longitudinal 
arch, it might be different story. 

The best shanks have been developed, it is said, by 
metallurgists who have been working on the problem 
of automobile springs. There the requirements cre 
somewhat the same as for the shank. There must be 
springiness—the ability to give under pressure wi'h- 
out subsequent shape distortion. There must be 
toughness and durability. There must even be ‘e- 


sistance to corrosion—no less in the shoe shank than 


- in the automobile spring, though it is true that the 


[TURN TO PAGE 253, PLEA:E] 





BOOT anv SHOE RECORDER, December 23, 1939 


BY APPOINTMENT TO 


Curtis-Stephens-Embry, manufacturers of qual- 
ity shoes for girls, have been licensed to make 
the Official Girl Scout Shoe, according to speci- 
fications set by Girl Scouts, Inc. These shoes, 
made over the original Girl Scout lasts with 
original Girl Scout patterns, will be carried in 
complete size runs from 12!/2 misses’ (for the 
Brownie Scout) to 12 growing girls’ (for the 
Senior Scout). 


Backed by the solid reputation of the Curtis- 
Stephens-Embry Company, and carrying the 
official authorization of Girl Scout headquar- 
ters, these shoes will mean more soles and 
more profits for you. Be sure to see them in 
Rooms 757-759 at Hotel Stevens, Chicago, dur- 
ing the Natiqnal Shoe Fair. And be sure to 
avail yourself of the advantages of on alert 
stock service on these business builders. 
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CURTIS.- STEPHENS-EMBRY COMPANY, inc. 
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THE PAST HAS SET A STANDARD 
THAT WE WILL CONSTANTLY STRIVE 
TO MAINTAIN IN THE FUTURE! 
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It Will Pay You 
To Think This Over 


Everyone knows that a $2 shoe cannot compete with a $10 
shoe. But, if you want to give the medium or low price 
shoe longer life and better wearing qualities specify 
RESPRO products. 


DURAKALF 


Vamp and Quarter Lining 


The Quality replacement for leather in quarter and vamp 
linings which stands out in its field. Looks like leather . . . 
has wonderful wearing qualities . . . comes in all wanted 
grains and colorings. 


DURAKALF Can Now Be 
Treated by the 
RESPRO-SAN PROCESS 


A feature you shouldn't overlook. A process which impreg- 
nates the DURAKALF with antiseptics destructive to molds 
and bacteria. The treatment also tends to prevent perspira- 
tion odors. 


TUFSTA 


When TUFSTA, the original non-woven, non-fray reinforcing 
material is used, you'll find no rough edges. Tufsta is made 
of unwoven cotton ... not paper. Cuts clean. Improves 
shoe quality. Insures better service in wear. 


TUFSTA DOUBLER 


Light leathers are plumper, resist stretching and have a 
richer feel when backed by TUFSTA DOUBLER. 


COATED TUFSTA DOUBLER 


A superlatively good underlay and plumper in 
one ideal material. 


RESPRO INC. 


CRANSTON, RHODE ISLAND, U. S.A. 
Makers of DURAKALF—TUFSTA—RESKRAF 
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Wide Choice in Fabrics 
For Spring and Summer 


With the strong trend toward com- 
bining of leathers and leathers and 
fabrics in the new patterns, there prom- 
ises to be an unusual opportunity for 
the use of fabrics next season. This 
applies especially to shoes for resor 
and Summer. Here the manufacture 
has been able to let himself go, usin; 
many weaves and colors for differen 
types of patterns. 


Favorites for Town 


Among a great variety of materials 
and colors, certain ones are outstanc- 
ing. For town shoes, of course, gab- 
ardine is the number one choice, with 
faille gaining wider acceptance as 
proves to be unusually attractive wit) 
patent leather. There are a number of 
other weaves—smooth, pleated (in the 
weaving) and pebbly (“Rosanda,” for 
instance)—which have been made in 
dark colors and will have a more lim- 
ited acceptance. Mesh—much finer than 
last year—is also being used. Gabar- 
dine, “Topping” and faille are among 
the favorites. 

A new weave called “Shark Cloth” 
promises to be very good. It comes in 
a variety of colors and in black, com- 
bines very well with patent leather. It 
is cool looking and elasticizes well. An 
ombre effect—made in good town colors 


| such as beige to brown, gray, blue and 


wine—is the characteristic of another 
fabric which has received wide accept- 
ance among manufacturers of all 
grades. For hot days in town there is 
an embroidered mesh in dark colors 
which is most attractive. 


Weaves for Resort Shoes 


For resort shoes there are many 
other weaves and colors, as well as 
lighter, brighter colors in the fabrics 
listed for town. Linen weaves are very 
popular this year, from fine to coarse 
hopsacking types. A good in-between 
weave—not too fine for sport and play 
shoes but fine enough for somewhat 
more formal wear—is the “La Playa,” 
which comes in fifteen colors, brilliant, 
pastel and dark. Several houses are 
showing piqués, in white and colors, 
with white the most popular. 

Seersuckers in lovely multi-color 
stripes—both very bright and muted 
off-shades—are selling very well with 
one house which calls this line “Margo.” 
This same house also shows jersey in a 
variety of lovely colors, especially suited 
for draped treatments. Wide goring in 
two color or multi-color combinations is 
important for sandals and play shoes. 
Plaids and stripes are the most popu- 
lar for multi-color effects. There are 
some beautiful prints, too, but the pop- 
ular trend is toward solid colors. 

Number one color is, of course, white. 
White combined with red or blue also 
promises to be strong. Combinatio: ; of 
blues are expected to be important. \at- 
ural promises to better than usua'!. A 
leading style retailer in Florida pro- 

[TURN TO PAGE 266, PLI SE) 





BOOT anv SHOE RECORDER, December 


All Tred-Modes have 
Hygienic Antiseptized Linings 
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Big sellers because they are 
styled to the minute and have 
value beyond their price. 


Recommended by 
DR. R. EDWIN BRANDMAN 


Authority on Spinal and Pedic-Structure 


STHEET 
cies 





Famous-Barr Stages Christmas | 
Children’s Slipper Promotion 


Str. Louis, Mo.—Top Christmas pro- 
motion in children’s footwear for this 
city came out in the “Younger Genera- 
tion Shoe Department” at Famous-Barr 
& Company, on the third floor, where 
a merchandising push on “FOOT 
NOTES TO ADD TO CHILDREN’S 
NOTES TO SANTA” as a headliner 
was staged. 

Popular sellers were the “Panda”— 
a white shearling bedroom slipper with 
black and white Panda head on the 
front. Next in line was the “Bunny.” 
This item had a bunny head on the 
front that when squeezed would utter 
a squeal. Colors of blue, pink and 
white sold in the aforementioned order 
and was offered in electrified shearling. 

A bootee drew interest, offered in 
red and blue kid with a patent collar 
and a zip-up front. Appeal to the 
young man of grade school age was 
made in the “Romeo,” advertised as 
“Just Like Dad’s.” This number was 
in brown kid with side goring. 


To Seek Lower Rates 


Littte Rock, Ark.-—Southern boot 
and shoe manufacturers and dealers 
Will continue to seek lower freight rates 
for their industry, despite averse rul- 
ing on Nov. 30 by the Interstate Com- 


Rejects Find Ready Market Here 


A woman sidewalk vendor surrounded by her wares on Orchard Street, on New 
York’s lower East Side, where large quantities of “B”’ goods and claim shoes find 
a ready market. 





merce Commission in Washington. 
The ICC ordered rail rates reduced 
on iron and steel manufactured prod- 


ucts and certain other articles, but 
denied freight reductions on boots and 
shoes. 
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quality and values in shoes. This 
educational function is necessarily a 












job for the retail shoe store and le 
more particularly the retail shoe sales- ectean 
man, who is at the immediate point and crisp 





of contact between the industry and the 
ultimate consumer. It represents the 
prime objective for immediate future, 
and judging from present indications 
there is a better opportunity to sell the 
idea of shoe quality and shoe values at 
the point of sale in 1940 than there 
has been at any time in the past ten 
years. Employment is increasing, pro- 
duction is on the upgrade, national in- 
come will undoubtedly improve. Retail 
shoe salespeople will find it possible to 
sell more shoes at better prices if they 
are prepared to state, intelligently and 
convincingly, why the merchandise is 
worthy of the price. And so we say to 
every shoe merchant at the beginning 
of a new year and a new decade: “Re- 
solve now to do a better job at the point 
of sale in 1940.” And to every retail 
salesman we say: “Know your shoes, 
talk quality and values and be prepared 
to explain to customers why good shoes 
are worthy of their price.” 
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WHITE SHOES 


SOCK LININGS 


RELETHA'S surface stays 
brighter and fresher . . . is 
easier to keep clean... 
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IMPROVE 
THE LOOKS OF YOUR 
SPRING and SUMMER 
SANDALS 


Open toesand open shanks 
i demand RELETHA’S 
rich, authentic colors. . . 
beautiful, leather-like sur- 
face ... and exceptional 
durability. 
RELETHA is a quality 
material made to give su- 
perior service and satis- 
faction. If your sock 
linings are not an asset 
to your shoes in good 
looks, color match, and 
wear, ask us about 


RELETHA—today! 


PROSPECT MILLS CORP. 
15 Chestnut St. 
CAMBRIDGE, MASS. 





RECLE | HmA 


QUALITY SUBSTITUTE FOR LEATHER 
LININGS and HEEL PADS 






























VANIAN 


INNERSOLES 


are amazingly flexible and resili- 

ent... do not harden, crack nor 
curl .. . are the finest foundation 
for good shoes. Specify VANTAN 
innersoles and gain customer good 


will! 
* 
LEATHERPLUS 


OUTERSOLES 


are scientifically treated leather soles 
that give double wear . . . are excep- 
tionally flexible . . . and waterproof. 
The extra comfort and extra wear of 
LEATHERPLUS bring wearers back 


for more. 


VAN TASSEL LEATHER CO. 


NORWICH, CONN. 




































N.S.R.A. Presents 
Fourth Edition 
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National Footwear News, which co 
tains authoritative information on cu: 
rent fashion trends and developments, 
as well as suggestions for merchandi: 
ing and promotion; official style fore 
casts issued twice a year following the 
N.S.R.A. Style Conference and covering 
fashions in men’s, women’s and chi! 
dren’s shoes; analysis of operating and 
merchandising figures; representation 
in matters of state and national legis 
lation affecting shoe retailers and 
authoritative information on any ques- 
tion relating to shoe retailing upon re- 
quest to the associations headquarters 
office. 

The National Shoe Fair, to be held 
Jan. 2, 3, 4 and 5 at the Stevens Hotel, 
Chicago, is a joint enterprise of the 
National Shoe Retailers Association 
and the National Boot and Shoe Manu- 
facturers Association. The N.S.R.A. 
will present a special program on Wed- 
nesday, Jan. 3, and the association's 
costume coordination book, Fashion and 
Footwear, will be the inspiration of the 
style show to be held Tuesday eveninz, 
Jan. 2. 
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Important Items in Shoe Construction 
[CONTINUED FROM PAGE 246] 
corrosive agent with which the shoe shank comes in 
contact is more apt to be foot perspiration than water. 


The vast majority of shoe shanks, therefore, are 
made of steel—the width being determined by the type 








Fitting and anchoring the steel shank is a hand opera- 

tion. The size-for-size location was previously deter- 

mined, as shown in photograph of compression of the 
metatarsal pad. 


3 


of shoe in which it is to be used; the degree of temper- 
ing depending on whether it is to be shaped to the | 
last as part of the bottoming process in the factory, | 
or whether made in a metal working factory exactly | 
to fit a certain last in all its sizes. 

There is a wide variety of shapes, of course, to suit 
the requirements of the individual manufacturer. Some 
are wide at the back where the most weighted comes. 
Others are wide throughout their length to give 
support to the outside of the longitudinal arch. Some 
are made of a combination of steel and leather; or of 


Jeatherboard and steel. 





Bottom Filler 


An important item in the manufacture of shoes of 
double sole construction is the bottom filler or between- 
substance. Various well known types of bottom filler 
are in common use and are thoroughly known to the 
trade. A more recent development is a resilient filler com- 
pound applied in plastic form for which the special ad- 
vantage of porosity or “breathability” is claimed. 
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NATIONALLY KNOWN AT $4-° fal 


IN-STOCK 
Patent 
Alligator 
Lizard 
Gabardine 
Maracain 
Kid 
ALL NEWEST COLORS 
Elasticized Types 
AAAs to Ds 
22 to 10 


LESTER PINCUS SHOE CORP. 


131 DUANE STREET NEW YORK CITY 


AT 


CHICAGO SHOW 
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“Reason for all this care is that soles will react differently 
* to stress and wear unless they're formed the same inside, 
The photoelastic pictures of internal structure under flex 
(representing a not unusual case of haphazard sorting) 
show that soles give less uniform service when not accu- 
rately fiber sorted. 


1 “In England Walton's sorting department, they match up ae Pes moter ie nt 
~~ * on 


* pairs of soles about as carefully as you'd grade pearls. ~ . fib 
They insist that both soles in a pair have identical fiber “ h er-sorted soles on my 
structures — as close as in the photomicrograph pictures. n shoes. Customers can get 

} more uniform service from 


both soles, providing equal 


4, 5 support for uppers, giving 
a “Specially trained sorters Se | similar appearance at edge. | 
"at the England Walton ae find they help to make the 
tannery can tell by one quick shoes I sell stay sold! 
glance at the edge of a sole 
what part of the hide it came England Walton Division A. C. Lawrence Leather Company 
from. It took them years to Boston, Camden, Peabody, New York, St. Louis, Columbus, 
learn how, but it means that Chicago, Seiwoupee, Loe Angeles, Achiend, Ky., 
gy ewport, Tenn., Hazelw . N.C. 
each pair is truly matched. CUT SOLES and SOLE LEATHER - PURE OAK BARK TANNED 
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THIS WEEK 


IN THE 


Saturday, December 23, 


SHOE TRADE 


1939 


National News 





Stores Report Excellent Christmas Business 


Slippers Take the Spotlight in Holiday Sales Promotions as 
St. Louis Stores Go Into Final Week 


Sr. Louis, Mo.—Volume sales, total- 
ing greater than any Christmas selling 
season in the past ten years was re- 
ported in a mid-December survey of 
retail shoe store by Boot & SHOE RE- 
CORDER. 

At Stix-Baer & Fuller’s women’s 
second floor shoe department L-shaped 
island displays of slippers wrapped in 
cellophane lined the outside edge of the 
shoe section and continued to secure 
attention of shoppers busy inspecting 
the ten booths making up the Gift 
Aisle, an annual feature of Christmas 
merchandising, placed nearby. 

To assist the slipper selling this de- 
partment placed a model on a small 
raised dias and clothed it in an attrac- 
tive lounging robe. The ten pairs of 
slippers gathered at the foot and around 
the model served to do a good selling 
job on slippers. Popular in the slipper 
selling was the color black, followed 
by blue and burgundy in order. Best 
price sellers were in the $2.98 to $4.00 
range. Electrified wool in two tones 
saw sharp activity but solid colored 
chenile slippers were leaders in sales 
records. 

Most unusual selling record in men’s 
slippers was scheduled to be run up by 
W. B. Jackson, in the men’s shoe de- 
partment, second floor, Famous-Barr & 
Co., with the prospect of moving more 
than 7000 slippers in a promotion last- 
ing up to Christmas. Highlight of the 
slipper selling was a large slipper bar 
loaded with all types and prices of 
slippers for men. In a sign of cutout 
letters, 5 inches high, were the words: 
SLIPPERS FOR A MAN’S CHRIST- 
MAS. The slipper bar was 18 feet long 
and four feet wide. Hanging down the 
Side of the bar were shoe bags, priced 
#t $1 and containing slippers. Jackson 
expected to move more than 1400 sets of 

[TURN TO PAGE 256, PLEASE] 


Fort Worth Show Will 
Stress Buying 


Fort WortH, TexaS—Emphasis will 
be placed on the show and shoe buying 
at the convention of the Texas-Okla- 
homa Shoe Retailers Association and 


W. A. Harris 


the Southwestern Shoe Travelers As- 
sociation to be held at the Texas Hotel 
in Fort Worth, Texas, January 7-10, 
1940. Only a minimum amount of time 
will be given over to business meetings 
for the associations, according to W. A. 
Harris, secretary of the retailers’ as- 
sociation, and a member of the local 
group of shoe men planning the con- 
vention. 

The annual Texas-Oklahoma Shoe 
convention is becoming noted as one of 


the largest regional shoe shows and 
buying events in this country. 

The Southwestern Shoe Travelers 
Association will have their business 
meetings and convention on Saturday, 
January 6, prior to the retailers’ con- 
vention. The Board of Directors of 
the Texas-Oklahoma Shoe Retailers As- 
sociation will meet on Sunday after- 
noon, January 7. A style discussion by 
retailers will be the main event for 
Monday afternoon, January 8 The 
one business meeting of the retailers 
will be held after the luncheon on Tues- 
day, Jan. 9. 

The social highlight of the convention 
will be the dinner dance on Tuesday 
night. 

Speakers to be heard at the luncheon 
on January 8 and 9, are being selected 
by Gus Daniels, general chairman of 
arrangements, and the program com- 
mittee for the convention. 


Looks for Big White 
Season in South 


MIAMI, FLa. — Jack L. Danerhirsh, 
shoe buyer for Richards, formerly the 
Mark Store, feels that the coming sea- 
son will be a big white occasion; after 
January 15 he looks for a 60 per cent 
volume in white, with 40 per cent go- 
ing mostly to combinations. White with 
brown, blue and black in this order, 
will be tremendously important. As the 
season advances white shoes will jump 
to a full 75 per cent volume, he pre- 
dicts. Sandals will lead everything— 
open toe, open heel type. Stepins and 
pumps—of the trimmed type—will be 
next in importance. 

Mr. Danerhirsh has stocked fabrics 
in a big way; he looks for prints to be 
the dark horse of the coming season. 
In color combinations he lists white 
with bright red as strong; white with 
bjue will also be good and all the pastels 
are in the picture. Yellow will bear 
watching. Linen will be good; it can 
be dyed to match any wanted color. 

In evening shoes there will be even 
more glitter than usual; they twinkle 
and shine with ornamentation. Many 
are of the draped type. 
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How’d You Like a Few of These Customers? 





Cincinnati, Ohio—Billy and Janie, trained chimpanzees from the Cincinnati Zoo, 
dropped in to Rollman & Sons shoe department not so very long ago to get them- 


selves a new pair of Poll Parrot shoes. 


It was a little publicity stunt put on to 


feature the department’s line of Poll Parrot children’s shoes and the kids sure 


turned out in great numbers. 


The chimps had a good time too—at least they 


look pretty contented. 





U.S.M.C. to Set Up 
Novel Display at Fair 


Boston, Mass.—The exhibit of the 
United Shoe Machinery Corp. this year 
is to be installed in Room 524A, at the 
Hotel Stevens, which, while it is in one 
of the further wings of the hotel, will 
amply repay a visit. 

In response to the demand for a fur- 
ther knowledge regarding footwear and 
the methods employed in manufactur- 
ing, the corporation is loaning direct 
from its Museum in Boston the famous 
exhibit which shows the nature of the 
machines used and the routine of im- 
portant operations in making a welt 
shoe. In addition to this there is to be 
shown, as in Boston, the illuminated 
pictures depicting the eras in the his- 
tory of shoe development in America. 
This exhibit has been pronounced by 
the experts to be the most outstanding 
one, inasmuch as it permits even a 
novice to gain an intelligible idea of 
what goes on in bottoming a pair of 
shoes. The exhibit itself as installed is 
a most valuable educational contribu- 
tion. 

Due to the intense interest in the 
footwear of soldiers at the present time 
and the bearing which the present war 
has had on market tendencies, there 
will be shown the footwear worn by the 
soldiers in all the different armies of 
the world, an exhibit which is a most 
timely one and which will undoubtedly 
attract widespread interest. 

Both of these are to be installed as 
a part of the educational features of 





the Fair in the Boulevard Room on the 
Mezzanine floor of the Stevens Hotel. 





Stores Report Excellent 
Christmas Business 
[CONTINUED FROM PAGE 255] 


these shoe bags as “plus” gift items. 

Additional promotion was centered 
on slippers in the department by dis- 
playing nothing but slippers during 
the last two weeks before Christmas. 
Jackson reported that fully 55 per cent 
of the trade in slippers went to women, 
obviously buying slippers as gifts for 
their men folk. 

Most popular slipper was the brown 
kid with genuine alligator trim. On 
the slipper bar were displayed 110 dif- 
ferent styles of slippers. A combination 
of slippers and robes to match was 
being offered at $18.50 for the combina- 
tion with an average of three to five 
sets being sold each day. Popular 
slipper colors were wines, browns, blue 
and beige. 

On the third floor at Famous-Barr 
Co., the position directly in front of 
the “million-dollar” escalator was taken 
by a slipper bar that caught the flow 
of store traffic. The slippers were set 
off by this slipper island decorated com- 
pletely in red. 

Nacy’s Family Shoe Store at 7329 
Manchester Avenue, in Maplewood, Mo., 
went into the Christmas slipper selling 
program wholeheartedly with a sales 
campaign featuring a Santa Claus in 
the display that was expected to move 
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more than 1200 women’s slippers. 
Golde’s Shoe Store at 7315 Manchester 
Avenue, in the same city, hit the 
feminine slipper market sharply and 
turned out volume sales in quilted satin 
bootees, fur-trimmed slippers and re- 
ported wine and blue as predominant 
color demands. 

Reported strong sales in men’s shoes 
were the order in the Lasky’s Shoe 
Store, 6600 Delmar Blvd., in Univer- 
sity City, Mo., with the store using this 
theme: “Santa Knows The MEN ‘In 
Your Life’ Will Appreciate Christmas 
With Our Shoes.” Special attention was 
put in acquainting women with the 
practical advantages of giving their 
men quality shoes for Christmas gifts 
and to assist them in securing shoes 
that would be satisfactory. 

Boyd-Richardson’s men’s shoe de- 
partment concentrated on a squar¢ 
Island of slippers made up in 99 dif- 
ferent styles. Keynote of this display) 
was the theme “Let’s Have An Old. 
Fashioned Christmas.” So successfu 
was this theme that advertisements 
used in one of the St. Louis dailies thre: 
weeks before Christmas produced mor 
than 100 mail orders. The robe de 
partment placed near the shoe depart 
ment was brought into the men’s sho 
selling picture by the offer by Buye: 
Harvey Kopp of the selection of an) 
pair of slippers in the house to th 
salesmen making the best record of 
selling robes with slippers. 

The W. L. Douglas Shoe Store mad: 
this year’s Christmas merchandising 
successful through the use of the word 
GIFTS. The word was spelled out in 
cutout wooden letters three feet high 
with shelves inside the letters. The 
letters were painted white with blue 
trim inside. On the shelves were dis- 
played gift items in men’s slippers, 
women’s mules, shoe bags, shoe trees, 
suspenders, garters and socks. All this 
was suspended from the ceiling in a 
window facing on the alley, which the 
store borders. 

In all, St. Louis shoe stores remarked 
on the early interest this year in cus- 
tomers coming to the shoe stores for 
gifts and with St. Louis conditions ap- 
preciably on the “better” side, every 
indication was that of the “biggest shoe 
year yet.” 





Store Promotes Skates 
For Christmas Selling 


MANCHESTER, N. H.—The New Idea 
Shoe Co. at 971 Elm Street has 
launched a big merchandising campaign 
to sell shoe skates during the Christ- 
mas season. 

Various patterns for men, women and 
children were offered with shoe and 
skate as a unit, the store emphasizing 
“no more tired ankles or arches” ‘or 
skaters. 

Out-of-town customers were given an 
unusual convenience when the store 
carried illustrations of the various 
models in local newspaper advertis ng 
and permitted them to cut out the )ic- 
tures in ordering by mail. 
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M.A.S.R.A. Looks for 


Record Convention 


PHILADELPHIA — At an enthusiastic 
meeting of the Show Management Com- 
mittee of the Middle Atlantic Shoe Re- 
tailers Association, held on Dec. 11 at 
the Hotel Benjamin Franklin in this 
city, it was announced that the forth- 
coming show to be held in connection 
with the 26th annual convention of the 
association, Jan. 21, 22 and 23, will 
in all probability be one of the most 
comprehensive and well attended of any 
so far held. In diversity of exhibits it 
will probably be greater, since up to the 
date of the meeting the number of ex- 
hibit reservations exceeded by more 
than 10 per cent the number of reser- 
vations made up to two weeks later 
for the show of last year. 

Promotion on a more comprehensive 
scale is also expected to greatly increase 
both attendance and interest in the 
event. Approximately 25 per cent of 
convention income will be devoted to 
this purpose alone. It will take the 
form of widespread publicity before the 
show and prizes running all the way 
from $10 to $100 for various events for 
which convention attendants are 
eligible. Yet an analysis showed that 
the cooperators’ fees, which means the 
cost to exhibitors, will probably average 
around $31. 

The program for the business and 
convention meeting, which will take the 
form of a luncheon on Monday, has 
been arranged to be of greatest inter- 
est. A prominent stylist will discuss 
style trends, which by the date of the 
convention will have become fairly well 
crystallized, and a statesman of national 
reputation is expected to discuss na- 
tional as well as economic conditions in 
such a way as to be of real benefit to 
the convention attendants. These are 
only two of a number of features of the 
business meeting which will also in- 
cludes a round table discussion of mat- 
ters of especial interest to retail shoe 
men. 


Capitalizes on Shoe 
Contest Prize 


MAPLEWooD, Mo.—When a local wo- 
man won a contest conducted over the 
radio by several suburban and St. Louis 
shoe stores, the Golde Shoe Store here 
capitalized on the fact and drew wide 
Maplewood interest by displaying a 
photograph and the woman’s prizes in 
the store’s window. 

The prize awarded eight pairs of 
shoes, which the winner can select for 
Wear throughout the year. However, 
this winner picked her shoes immedi- 
ately to fit the wardrobe of the business 
Woman that she is, and as a result the 
Store saw a chance to use the eight 
Pairs selected to good advantage. 

The eight pairs were placed in the 
busy Manchester Avenue window and 
displayed there for a week’s time. The 


At The 


NATIONAL 
SHOE FAIR 


Chicago 
Jan. 2 to 5 


For 
PLAY AND BEACH 


Style No. 7500 





| 


BALTIMORE 
display served to bring an unusual note 
to the store’s merchandise as well as 
to focus further attention to the con- 
test which was scheduled to run each 
week until after the first of the year. 





Increases Ski Wear Stock 


SPOKANE, WASH.—Alexander’s, ex- 
clusive ready-to-wear shop for women, 
in response to the greatly increasing 
demand for ski wear throughout this 
region, is increasing its stock of ap- 
parel and has this season added a line 
of “after-ski shoes,” according to Phil 
Alexander, president. The shoes are 
sports oxfords, lined with lambs wool. 


Style No. 8870 


You will want to see Airy-Tred Sandals by Swan, if you are 
looking for “Quality at Fair Prices.” Swan Airy-Tred san- 
dals combine style, fit, a vivid array of colors and materials 
and attractive patterns. You are cordially invited to visit us 
—Room 854—at the Stevens Hotel. Men’s and Women’s 
styles to retail from $2.00 to $5.00. Children’s $2.00 and $2.50. 


Swan Shoe Co., Inc. 


cw 


MARYLAND 


Moore Opens Modern 
New Store 


Rock ISLAND, ILL.—Simplicity is 
stressed in the modern design of the 
new Kent Shoes, Inc., store, opened at 
1823 Third Avenue, by Harb L. Moore, 
connected with the Nisley Shoe Co., 
for 14 years. 

Waist-high windows give the store 
a different appearance and make for 
easier inspection of displays by pros- 
pective customers. 

Mr. Moore managed stores for Nisley 
at Lexington, Ky., and Davenport, 
Iowa, before opening his own business. 
Assistant manager is Terence M. 
O'Brien. 





* 
x Flastt! 


Big Kidskin Exhibit at 
NATIONAL SHOE 
FAIR features many 
new merchandising 
ideas for spring. 





x Flash! 


$1700 in cash prizes 
open to retail shoe 
salesmen. Get your en- 
try blanks at Kidskin 
Exhibit. 





x Flas 


Kidskin Exhibit in 
Foyer just outside of 
Main Ball Room. 





* Flash! 


Glamorous Fashion 
Show afternoons from 


4:30 to 6:00. 





Kidskin Tanners Represented 
ALLIED KID COMPANY 


AMALGAMATED LEATHER COS., Iac. 


WM. AMER &C™. 


BEADENKOPF LEATHER COMPANY 


BURK BROS. 
DUNGAN HOOD Co. 
JOHN R. EVANS CO. 

SURPASS LEATHER CO. 
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Opens New Scholl Store 


In Rochester 


RocHEstTER, N. Y.—A new Dr. Scholl’s 
Foot Comfort Shop was opened in this 
city recently, at 44 Clinton Avenue, 
North. 


GEORGE C. SMITH 


It was brought into existence because 
George C. Smith, personable and tal- 
ented young manager, who has been 
with the Dr. Scholl organization for a 
number of years, believes there is an 
unusual opportunity for such a store 
here. The store is not owned by the 
Scholl organization but is conducted 
under a dealer franchise arrangement. 

Located a short distance from Main 
Street, almost within the shadow of a 
great department store, the new store 
started business with a bang, for it 
was thronged with visitors and cus- 
tomers whose good wishes were ex- 
pressed verbally and with garlands of 
flowers. 

The Carmen Corporation, of which 
Mr. Smith is an officer, owns and oper- 
ates the store. 

Dr. Sidney Bob, who belonged to the 
personnel of the Scholl Co. World’s Fair 
exhibit during the past season and was 
engaged in the private practice of 
chiropody in New York City before 
that, is associated with him in provid- 
ing service for customers here. 

Seth Ben-Ari, Newark, N. J., de- 
signer of many Scholl stores, was the 
architect, while A. Goldstein & Sons 
of Rochester had the construction con- 
tract. 

The store exterior, with a front of 
black structural glass and stainless 
steel trimmings, presents an attractive 
appearance. Green in varied shadings 
predominates in the color scheme used 
in decoration of the interior. 

Dr. Scholl’s appliances are at the 
right in front while beyond, along the 
sides of the walls, are three fitting 
booths and two chiropody booths. The 


left side of the room is devoted mainly 
to comfortable chairs and settees. Al! 
of the stock is in the back of the sales- 
room, with sample case showing some 
of the varieties of shoes in front. 

The Eastern and Western hemi- 
spheres in colors stand out in bold re- 
lief in raised maps in the wall high 
over the rear of the store, with lights 
showing through holes in the maps to 
indicate places throughout the world 
where Dr. Scholl shops are located. 

Like all of the exclusive Dr. Schol! 
Foot Comfort Shops, the new Rocheste: 
shop carries a complete line of Dr 
Scholl’s scientific shoes, appliances an: 
remedies, and also provides expert 
chiropody service. 


Modern Family Store 
Opened on Coast 


San FRANcIsco, CALIF.—“Byron’s”’ i 
the name chosen for the new stor 
opened a short time ago at 2526 Mis 
sion Street by Byron Eisenberg. 

With a stock of eight thousand pai) 
of shoes for men, women and children, 
this new family shoe store is one of the 
most attractive in the city. 

Large show windows on each side of 
the entrance are filled with artistically 
arranged displays in front of a tasteful 
Fall background. Neon signs and semi- 
indirect lighting effects make the store 
a bright spot at night. 

The interior is finished in cream with 
a maroon trim. Fifty modern chrome 
chairs upholstered in blue leather fur- 
nish comfortable seats for customers in 
the large salesroom, which contains 
over three thousand square feet of floor 
space. The chairs are arranged in 
three groups giving the effect of three 
departments. At the front and rear 
are two circular groupings for the 
men’s and children’s departments, and 
in between, down the center, are two 
straight rows for the women’s section. 

The high ceiling allows room for a 
balcony around three sides. This gives 
access to the surplus stock arranged on 
shelving on two sides, with the office 
in the middle at the rear. 

The accessory department is at the 
front and carries a line of hosiery and 
bags. 

Byron Eisenberg, the young propri- 
etor, has been brought up in a shoe 
atmosphere. His father was in the re- 
tail shoe business for thirty years, and 
in the opening announcement of the 
new store, Byron stated that he would 
carry on the tradition established by 
his father, Ernest Eisenberg, and sell 
“Good Shoes, popularly priced, and 
most important, Perfect Fit.” 


Adds “Bargain Annex”’ 


MANCHESTER, N. H. — A. Shaka’s 
Shoe Store has announced the opening 
of a “Bargain Annex” at 239 Chestnut 
Street, this city, directly opposite the 
store. 

Additional salesgirls were hired to 
handle the new venture. 
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WILLIAM ISELIN & Co., INC. 
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SIMPLIFY YOUR FINANCING 


Alert shoe manufacturers are beginning to 
realize that there are functional changes developing 
in the marketing of shoes that make it increasingly 
difficult to operate efficiently without an orderly 
financial policy. Factoring makes simple the financ- 
ing of a complex business. 


F actoring makes it possible for the shoe execu- 
tive to devote full time to production and selling 
activities—the real source of profits. 


F actoring shoulders all credit problems—elimi- 
nates risks and collection overhead—puts sales on a 
cash basis and purchasing on a full-discount basis. 
William Iselin & Co., Inc., the first to give factoring 


Adee . 


materially increasing. 


4 
= 


au 


service to the shoe industry—and still the leader— 
will gladly supply full information on request. 


Our factored volume of shoe sales is steadily and 


357 Fourth Avenue 


LYNCHBURG, VA. 


Branch Offices 


for Shesiecnnen and 


Selling Agents of Shoes, 
Leather and Allied Products. 
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NEW YORK 


GRAND RAPIDS, MICH. LOS ANGELES, CAL. 





The War and Your Business 
[CONTINUED FROM PAGE 132] 


If your inventory is too great you 
suffer mark downs which would not 
have occurred if you had not over- 
bought. It is much better to, be under- 
inventoried than over-inventoried, be- 
eause while you can always buy you can 
not always sell. 

While there was a period of time dur- 
ing the last war when deliveries were 
slow and buying was a problem, there 
appears to be no valid reason for a 
repetition of that situation for a long 
time. Because of the coming presiden- 
tial election in November, 1940, there 
is practically no possibility of the 
United States joining up in the war 
Gntil after that date no matter what 


happens. Whether or not we sign up 
after that depends on how the Allies 
are getting on. 

In the meantime there are no rabbits 
to be pulled out of the hat in buying 
shoes. There are no miracles to be per- 
formed which will set a business on fire 
over night. War or no war, buying 
shoes consists of knowing your local 
trade-wants, the class of people your 
store appeals to, and of supplying these 
wants at the right place, price and 
time. 


Leaves Burdine’s for Wohl 


MiaMI1, Fita.—R. L. Bowen who has 
for some time headed the better shoe 
department at Burdine’s, is leaving this 
week to take up his duties with the 


Wohl Shoe Co. of St. Louis. He will 
buy better shoes for the 105 stores in 
the Wohl chain handling the higher 
priced lines. So far no successor has 
been appointed to Mr. Bowen in the 
Burdine organization. 


Greenwald with Hartman 


HAVERHILL, Mass.—Louis Greenwald 
has become affiliated with the Hartman 
Shoe Company of Haverhill and will 
cover the volume trade with the Hart- 
man line of sandalized footwear. 

Mr. Greenwald will work out of 
Haverhill and New York City and will 
look forward to greeting his many 
friends in the industry in his new con- 
nection. 
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Miller Predicts Heavy 
White Resort Trade 


Miami Beach, Fia.—“It’s going to 
be a white resort season so far as shoes 
are concerned” according to Maurice 
Miller, I. Miller & Sons, Inc., of New 
York, who is spending his annual two- 
weeks early Winter vacation in Florida. 

Mr. Miller had several things of in- 
terest to say regarding the coming re- 
sort shoe styles. He feels that there 
will be plenty of color in the coming 
season’s apparel but that it will not be 
seen much in shoes; it will be carried 
out in other accessories. This applies 
only to shoes of a single color. He 
says that without doubt there will be 
a great deal of high color used on 
white shoes as a trim, but that it will 
be sparingly used. The flag colors, 
red, white and blue are going to play 
an important part in the picture. Yel- 
low is something to watch. As to the 
new trend of black linen pumps piped 
with pastel patent and suede, he does 
not look for this to go very far. He 
does say that open toes will be more 
important than ever, and that open 
heels will be worn in play and evening 
models. 

Important materials will be suede, 
linen and shantung. Gold and silver 
will be important for evening wear, for 
this coming season is going to produce 
much that glitters. Sandals dyed to 
match evening gowns will also be im- 
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portant. Fit, comfort, durability, style 
are the important features of the new 
resort show wardrobe, he says. 


New Reed Store Opened 
In Fond du Lac 


Fonp pu Lac, Wis.—Reed’s Shoe 
Salon has opened for business here, at 
68 S. Main St. Designed in mod- 
ernistic style, the store interior is 
equipped with special lighting. Walls 
are of cream with soft rose decorations. 
Bird’s-eye maple has been used through- 
out the interior with furnishings in red 
leather trimmed with chrome. The 
store has a bag and hosiery department 
and carries shoes for the school miss 
as well as the matron. Fond du Lac, 
with a population of some 27,000, is 
the first town of its size in which Reed’s 
have established a shoe store, accord- 
ing to L. A. Morrison, general manager. 
The company has previously opened in 
towns of 50,000 population or more. 
Jules Herman is manager of the store 
and Charles Tweed district supervisor 
of the area. 


Centers Ski Equipment 
In Rustic Section 


SPOKANE, WASH.—The Crescent De- 
partment store is heralding the winter’s 
sports season with the installation of a 
rustic ski lodge on its main floor. All 
ski boots, ski equipment, and men’s ski 








wear is carried in this novel depart- 
ment. 

H. D. Bacon, merchandising manager 
of the Crescent, reports that the de- 
mand for outdoor shoes and clothing 
of this type is steadily increasing here. 





Allan Opens New 
Detroit Family, Store 


Detroit, MicH.—-Rose Shoe Company 
is a new retail family shoe store re- 
cently opened at 10467 West Jefferson 
Avenue, River Rouge, southwestern 
suburb of Detroit, by Alfred C. Allan 
as proprietor. Louis Rose, well known 
in the shoe industry in this territory 
has been appointed manager. Mr. Rosé 
has been with the J. L. Hudson Com 
pany, Detroit, for the past three years 
and prior to that was for ten year: 
manager of Murray Shoe Co., Rive: 
Rouge. 





New Shoe Company 
In Newburyport 


NEWBURYPORT, Mass. — Employment 
for 250 persons is made possible here 
with the signing by the Beck Compan; 
of a four-year lease on two floors of 
the municipally-owned Hannah Build- 
ing, for the manufacture of wooden 
heels, Mayor James T. Carens an 
nounces. 
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Outdoor Footwear 


sleet al ie ld 





Men's, Women's and 
Boys’ 
$4.00 and up 
FIELD BOOTS 


Men's, Women’s and 
Boys’ 
$2.50 and up 
COWBOY BOOTS 


Men’s and Boys’ 
$3.95 and up 


LADIES' 
Jodhpur Boots 
Men’s, Women's, and 
Children’s Black & Brown 
Jodhpurs, Welts 
& Stitchdowns in Stock. 
All Styles. 


$1.55 up 


Send for 
Catalog. 








New York City 





Pump Heel Pads 





TRIPLE ACTION SALE SAVER 
KANT SLIP 


Pivety, sponge compound 

Kant S ~ vuleanize in with 
ent. Kant Slips can be applied 
worn in 8 to 5 minutes. 


t Slips do not shorten the shoe. 
in Parchment, Grey, White. 
ge, cellophane enve- 

at ey _ in- 

-75 per doz. pr. 

package $1.50 doz. pr. 


TATCLIFF PRODUCTS & SALES CO. 
. Columbus, Ohio 














Business in Slow Pick-Up 


LINCOLN, NeEB.—Shoe sales in Neb- 
raska have not been good this Fall and 
many dealers thought this was probable 
due to the fact that crops in general 
were poor. At a dinner and a meeting 
held at Lincoln, the latter part of No- 
vember, shoe dealers from surrouding 
states, where crop conditions were 
much better, reported that their busi- 
ness had been no better than that of 
the Nebraska dealers. 

At this same meeting it was decided 
that this year shoe stores would remain 
open on Thursday evenings during De- 
cember, as well as each evening except 
Saturday of the week before Christmas. 
In previous years shoe stores had re- 
mained open on Saturday nights during 
December, but it was the opinion of 
the dealers at the meeting that people 
had other things than shoes in mind 
on Saturday evenings. 

Judging from the business done the 
first Thursday evening the stores were 
open, the plan is going to be a success. 
Taking in consideration the fact that 
Christmas business has been slow in 
getting under way in Lincoln, shoe 
salesmen report that business was very 
good this first Thursday evening. Mr. 
Wells, of Wells and Frost, Lincoln, re- 
ported sales much higher than that of 
the Saturday evening of the corre- 
spond week a year ago. 


Governor to Speak at 
Northwestern Show 


MINNEAPOLIS, MINN. — Minnesota’s 
popular young Governor, Harold E. 
Stassen, will be the speaker at the 
opening luncheon meeting January 8, 
at the Silver Anniversary convention 
of the Northwestern Shoe Retailers As- 
sociation. His appearance at the lunch- 
eon in the stellar role will give hun- 
dreds of shoe men their first oppor- 
tunity to see and hear the youthful 
chief executive who in the past few 
months has gained nation-wide promi- 
nence because of his handling of Minne- 
sota affairs, and who is recognized the 
country over as one of its strongest 
men in public life. 

W. F. Enright, veteran Northwest 
shoe executive, will be moderator at the 
discussion following the Tuesday morn- 
ing breakfast. O. H. Schuler, Minne- 
apolis retailer, will represent retailers 
as diséussion leader. Announcement 
will be made later as to who will rep- 
resent the manufacturers on the pro- 
gram. 

Nearly 100 lines had been scheduled 
for exhibit space at Hotel Radisson on 
December 10. The convention dates 
are January 7, 8 and 9. 


Sales Volume Gains for Year 


CINCINNATI, OHIO—L. K. Svendsen, 
assistant to Fred P. Spiess, buyer for 
H. & S. Pogue shoe department, says 
that Christmas business for this year 
is far ahead of that for 1938. He states 
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that a separate maintained on boudoir 
accounts shows a 25 per cent advance 
over last year. 

For southern wear blue and white 
is going strong. 

According to Mr. Svendsen, this 
Spring will be a 65 per cent black sea- 
son for that is the percentage of Mr. 
Spiess’ selection in spring buying. 
Twills in blues, turf-tans, and black 
will be popular, as will twill and patent 
combinations. Alligator and alligator 
calfs at $8.75 and $10.75 are on the 
Spring list at Pogue’s. Mr. Svendsen 
mentioned especially that he believes 
strongly in high lifts for Spring. Open 
toes will be shown but not quite so ex- 
posed as last year. 


Reports Christmas Volume Up 


CINCINNATI, OH1IO—W. E. Newbold, 
buyer and owner of W. E. Newbold 
Bootery, Inc., states that Christmas 
volume for 1939 is 49.8 above last year. 
Costume jewelry, a new item at New- 
bold’s is having a good sale as are 
higher priced bags. Ten dollar bags 
are the favorite this season. 

For southern wear Newbold’s are 
showing a pump in white suede com- 
bined with python in red, electric blue, 
brown, or black. A bag of beautiful 
proportions makes up the ensemble. 
White elasticized suede with less open 
toe than last year is a popular style. 
With the shorter skirts being shown, 
Mr. Newbold says that shorter vamps 
tend to flatter and add grace to mi- 
lady’s foot. 


High Colors in Kid for Spring 


MIAMI BEACH, FLA.—According to 
Al Lasker who is in charge of the shoe 
department at Milgrim’s Lincoln Road 
shop, a lot of high colored kid will be 
worn this season, particularly in sandal 
types. Red will be a big number. White 
and black is expected to be more popu- 
lar this season than for some time past, 
and this shop is showing white and 
black hats in connection with their 
shoes of the same combination. Ox- 
fords and pumps will both be good 
styles. Wedge soles are expected to 
be active, particularly when in several 
colors. For example one white shoe 
has colored piping of red and royal. 
The new raised toe is likely to be well 
received, he thinks. All shoes have 
matching bags. 


Canadian Production 
Reaches Peak 


MONTREAL, CANADA— Leather foot- 
wear production in October at 2,701,694 
pairs was the highest for any month 
on record at the Dominion Bureau of 
Statistics. 

Output in September was 2,368,374 
pairs and in October, 1938, the total 
was 1,760,996 pairs. Cumulative pro- 
duction for the first 10 months of 1939 
was 20,606,901 pairs against 18,582,752 
pairs in the like period of last year. 





TO 
BUY 


Moccasins 


~se oe Oe ellie eile lite ttl 


ee 

TRAIL MAKER MOCCASINS 

for MEN, WOMEN = CHILDREN 
est 


18 STYLES 
IN-STOCK 


Qe : 


All popular colors 

combinations 
SEND 

FOR CATALOG 


SACO-MOC SHOE CORP."°r rier? 
LPT TT TT I LR A SA 


Sle lie tile elie 


Nurses’ Shoes 


08 





SUPER PLIABLE 
Process 
Ne. 6144 Black 
Glove Kid. 
No. 6145 White 
Glove Kid. 
AA-EE $1.55 


OWENS SHOE 
28 Goodhue 
Salem, 


CO. 
St., 
Mass. 
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Men's Golf Shoes 


=r Oe OF ee ee 


MEN'S GOLF SHOES 




















New Lonpon, Wis.—George Baer- 
wald has taken over the management 
ef the Grimsrud Shoe store, here, from 
Leo Reetz. 
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Smooth Leathers Take Lead 
In Chicago Selling 


Cuicaco, ILL.—Smooth leathers and 
patents are now surpassing suedes in 
sales in the Chicago area. Gabardines, 
particularly in elasticized types, are 
also showing considerable activity. Re- 
tailers report that although business 
slowed considerably during the last two 
weeks of November due to unseason- 
ably mild weather, sales began to spurt 
the ist of December and have con- 
tinued at an accelerated rate ever since. 
Despite the lull, all expected November 
volume to equal or surpass that of a 
year ago. 

Calf is selling in a wide variety but 
is moving especially well in the walled 
last types. Patents are nearly all in 
combination with elasticized material 
with a lot of activity in the patent and 
faille combinations. Alligators and 
reptiles, both in the genuine and imita- 
tion, are also still selling well. Although 
falling behind the other materials, 
black suede still continues in big de- 
mand, a demand which in some types of 
shops is expected to continue well into 
January. Faille shoes are also in de- 
mand for afternoon types. Aside from 
step-ins, walled lasts continue the most 
popular every day pattern with a con- 
tinued interest in wedges. 

Evening shoe business at present is 
the best it has been all season. Gold 
and silver sandals are selling in great- 
est volume with a lot of interest in the 
high wedges, in mesh effects, and in 
velvet and satin numbers trimmed with 
sequins and beading. 


Participation in Promotions 
Boosts Store’s Business 


DALLAS, TEXAS—The Foot Health 
Shop, W. L. Townsend, owner, 1707 
Elm Street, Dallas, agency for Con- 
formal Shoes, participated in a Cook- 
ing School promotion conducted by Mrs. 




















“I hope I get relieved soon, I 
go into 
shoes.” 


want to 
Brown’s and get a new pair of 


George Thurn, recently, at the Palac: 
Theater under the auspices of the Dal 
las Journal, an afternoon newspaper. 
Total cost of the promotion to the stor 
was three newspaper ads totaling $4! 
and two pairs of shoes to be given 
away at the end of the school. 

Mrs. Thurn wore these shoes on the 
stage all the time she was cookin: 
Several times each day she made a few 
remarks about how comfortable they 
were to work in. She also explainc | 
the features of the shoe, telling how 
important these were to persons hav- 
ing feet of different sizes. 

Women were given coupons to sign 
their names to drop in a box in t!. 
Foot Health Shop. More than 350 can e 
in the first day, this jumped to more 
than 700 on the second day and it 
passed a thousand on the third day. 
On the final day more than a thousand 
women participated in the drawing fr 
the shoes at the theater. 

Since that date, 27 pairs of shoves 
have been sold to these women. Sone 
of them are in the store practically 
every day. The mailing list of 1,000 
names is being worked to keep Con- 
formal shoes before them. 


New Coast Firm 
To Make Sport Line 


Los ANGELES, CALIF.—Cobblers, Inc., 
is a new Los Angeles shoe factory to 
be started. Walter Braun is the head. 
His hand-made footwear formerly came 
to America from Vienna under the 
name of Graciana Shoes. His initial 
American line which was first shown 
several months ago, sponsored “wool- 
ies,” cozy after-ski or leisure footwear. 
These are made of raw leather, lined 
with fine shearlings. The present line 
for early sport wear includes slack and 
play shoes in a special washable leather 
which is very soft, so that the shoes 
fit like gloves. They come in chamois 
and a creamy white, a perfect back- 
ground for dashing color touches. A 
unique construction feature being that 
the top sole is fastened to the uppers 
and hand stitched to the sole with 
leather lacing in contrasting colors. 
Some of the shoes are done with strap 
effects, some with side closed straps or 
with straps fitting neatly over the 
heels. Colored wedges are shown on 
some models, while others are hee!less 
or have but a slight lift. Applique in 
different colored leathers is widely used. 


Family Store Opened 
Mose, Ata. — The Smart 
Store, featuring a complete linc 
women’s, men’s, boys’ and girls’ 
ular priced footwear, opened D« 

ber 8 at 264 Dauphin Street. 

Joseph A. Habeeb, well know: 
Mobile’s retail business circles, is 
prietor. His father operated a Dau 
Street establishment for more th: 
years. 
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the most advantageous conditions. 





2 MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 


PENNSYLVANIA, NEW JERSEY, DELAWARE, MARYLAND, VIRGINIA, DISTRICT OF COLUMBIA 


COME TO PHILADELPHIA 


TO THE M.A.S. R.A. 26th ANNUAL SHOE SHOW 
JANUARY 21-22-23, 1940 


You will find it the best all around Regional Shoe Show in America. 
One third of all of the shoe business of the United States is done in the Middle Atlantic States. 
It is an opportunity to meet your brother shoe men in a spirit of good fellowship, and SELL or BUY shoes under 


If you are a seller, write us concerning reservations and services. If you are a buyer, come to see the merchan- 
need, where you can find it ALL at one time. 


30th FLOOR—12 S. 12th STREET, PHILADELPHIA, PA. 





PHONE, LOMbard 5600. 








Yard Shoe Co. Back 
In St. Louis 


St. Louis, Mo. — The Chester A. 
Yard Shoe Company, which recently 
announced it was moving its factory 
back to St. Louis from Bonne Terre, 
Mo., because the city offered more ad- 
vantages for a factory than a small 
community, has leased and is ready 
for production in a two-story brick 
building at 3419-21 Rutger Street, here. 
The building was formerly occupied by 
the Schari, Inc., manufacturers of 
leather novelties. 

Chester A. Yard, president, an- 
nounced that his firm had taken a five- 
year lease on the building. The Rutger 
plant has 10,000 sq. ft. of floor space, 
which Mr. Yard said, is about the size 
of the factory the company occupied in 
southern Missouri. 

According to Mr. Yard, the working 
force for the new factory will be re- 
cruited from the unemployed shoe 
workers in St. Louis. At the time he 
announced abandoning of the Bonne 
Terre plant, which was _ remodeled 
through popular subscription of Bonne 
Terre citizens, he pointed out one of 
the advantages of St. Louis for a shoe 
factory is the large number of experi- 
enced shoe workers located here. 

He stated further that his company 
was returning approximately $3,200 to 
former employees of Bonne Terre. Un- 
der an agreement made when the fac- 
tory moved to Bonne Terre, he said, 
employees signed assignments of 10 
per cent of their wages to the Bonne 
Terre Chamber of Commerce to help 
pay off the mortgages on the factory 
building which the town furnished rent 
free to the company. 

The company learned later such 
deduction was outlawed by the wage- 
hour law and as a result must pay back 
the 10 per cent. 


Reports Business Pick-up 


Derroir, Mich.—Max Himmelhoch, 
Proprietor of the Original Sam’s Place, 
425 Brush St., reports an increase of 

ess over a year ago, with indica- 
tions of further increase in volume of 
sales to round out the year. 


Celebrates 70th Birthday 


New YorK—Sol Reis, who covers 
New York City, and several towns in 
New Jersey for Advance Slipper Corp. 
and J. Goodman & Co., both of New 
York, recently celebrated his 70th 
birthday. His daughters, Mrs. Adele 
Butler and Mrs. Patricia Kubrin, held 
a cocktail party in observance of the 
event. Many shoe men were among the 
guests. 


SOL REIS 


Mr. Reis has been active in the shoe 
business for 40 years, during which 
time he covered the territory of Balti- 
more, Washington, Norfolk, Richmond 
and Petersburg, Virginia, for Reis & 
Newman, of which firm his father was 
one of the founders. He also carried 
the Supreme Company line of Brook- 
lyn for many years. 


Display Unit Boosts 
Slipper Sales 

DENVER, COLO.—A new shadow-box 
shelf unit built in the form of the letter 


U and guarding the escalator in the 
women’s shoe department at the Den- 


ver Dry Goods compafty is proving to 
be an ideal means of displaying house 
slippers at this time. 

The shelves are open faced, three 
tiers high, alabaster white, highly il- 
luminated with hidden lights and dis- 
play over 200 pairs of slippers in every 
wanted style. 

As a result of this display floor work 
has not only been lessened but sales in 
house slippers have already reached a 
new high in Christmas turnover. 


Named Barrett 


Production Manager 


W. L. Tuttle of Lewiston, Maine, has 
become associated with the Barrett 
Shoe Company, Frankfort, as general 
superintendent in charge of produc- 
tion. 

The Barrett Shoe Company is a di- 
vision of the General Shoe Corporation 
of Nashville, Tennessee. The Frank- 
fort plant is making Littleway Lock- 
stitch Uni-Shank $4 and $5 women’s 
retailers. 

P. N. Burton is general manager of 
the Barrett division and in making 
this announcement he stated that the 
addition of Mr. Tuttle to the super- 
visory force was in connection with an 
expansion program for Spring which is 
made necessary by increasing sales. 
New equipment has been ordered and 
it is expected to increase production 
one thousand pairs per day. 


No Price Rise Until Forced 


Dauias, Texas—J. Ziff, manager of 
Dan Cohen store in Dallas says, “We 
do not intend to raise our prices until 
we have to. Quality will be maintained 
and if we have to raise prices to do 
it, then we'll raise. 

“I think that the sale of so many 
dark shoes in May, June and July had 
a bad effect on the August sales of new 
styles. When August arrived the 
woman who is usually looking out for 
something new found dark shoes and 
she didn’t buy. The switch back to 
conservative shoes in dark colors was 
too radical. If wine or green had been 
played up more, it would have resulted 
in a better early Fall business.” 





Lounge Abouts 


—- 
. 





“LOUNGE ABOUTS” —IN-STOCK 
shees with slipper comfort 


1101. Men's Tan 
Dress Elk Zipper. 
Beige trim. 
Oakbend 
sole and 
Insol e. 
Stite hdo 
comwesten. 
B1101. Boys’ .. 
1102. Men's White . . 
i104. Men's Black . . 6/12 
pees. Men's Tan 
Elk, Corded 
ak. 
sole. 
tm heel seat. 
6/12. $1.45. 


6/12. 


“0/22. $1.45 Ne. 1301 
Bu * * Black Patent In- 
iii te 


/10 N/30 752. 
SERVICE “Toor & LEGGING. €o. INC. 
120 East 16th Street, 





Men's Romeos In-Stock 





KID ROMEOS Fut Lester 


recent seasons, 











Soles and Heels 





LITHOX CORD HEELS 
NON-SLIP 
Greatest value on market today. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U.S.A. 
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Skating Shoes 


sll i tlie 


BROOKS 
ICE SKATING 
OUTFITS 
The Finest in America 


Write for 
Catalogue & Price List 


BROOKS SHOE MFG. CO. 
Swansen & Ritner Sts. 
Philadelphia 
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Raymond with Eastern 
Footwear in Middle West 


Cuicaco, ILL.—Jack Raymond is now 
contacting the larger accounts through- 
out the Middle West, for Eastern Foot- 
wear Corporation, with their lively line 
of play shoes and slippers. Jack oper- 
ates from Chicago. 

Last week he said, “The development 
and acceptance of casual clothes during 
not only for resort 


JACK RAYMOND 


wear, but for home and street wear, is 
giving a larger place to new types of 
play shoes and they are wanted in un- 
usual combinations. They are liked for 
their comfort. The more unusual some 
of them are, the better they seem to 


go.” 
Volume Business in New 


St. Louis Store 


St. Louis, Mo.—After six weeks of 
operation Morris Goldman of the newly- 
developed Shoe Center Store at Tenth 
and Olive Streets, St. Louis, reports a 
steady trade in suede shoes for women. 
The gabardine and patent leather com- 
binations have also been pointed out 
as good selling items. 

The new store is 100 feet deep and 
30 feet wide with a stock room in the 
rear of the store, although certain mer- 
chandise is carried in side wall shelves. 
The men’s department is placed in a 
recessed position to the left of the door 
as you enter and contains ten chairs. 
The women’s department is located 
straight back from the store and has 
50 chairs in green and red leather with 
ivory combinations. Green carpeting 
and green and ivory trim on the walls 
fills out the color scheme. An inset 
compartment at the rear of the store 
heralds the name of the store in large 
black cutout letters on an ivory back- 
ground. 

Other features of the store are the 
wrapping counter at the right of the 
front door, while on the right wall at 
the front of the door is placed the hand 


LA ST0LK PRE WHTS 


Style 553—Tan Elk 
Style 554—White Elk 


Shoe merchants selling Elam's are building 
steady, repeat business on these better mad- 
better fitting children's shoes. 


these superior qualities go a rapid turnover 


Along with 


and profits. Write the office nearest you. 


You'll like the Elam way of doing business— 








Speedy. IN-STOCK. 





F.S. ELAM SHOE CO. 








bag and hosiery department. Island 
displays of handbags carry out the 
merchandising principle of the extra 
hand bag department. 

One-fourth of the way back in the 
store on the left and bordering the 
men’s shoe department, is a 12-foot 
counter of slippers and _ incidental 
sports wear shoes, arranged above 
waist level for additional sales as the 
customer prepares to leave the wo- 
men’s department after having made a 
purchase of the regular line of shoes. 


Reopens for Resort Season 


MiaM1I BEACH, FLA.—Marking its 
fourth year on Lincoln Road, the Phil 
Davis shop has reopened for the sea- 
son. Dave Kaplan has been named 
manager. 

In addition to the usual line of men’s 
wear that the store has featured, Mr. 
Kaplan has announced that he has se- 
eured exclusive agency rights for 
French, Shriner and Urner shoes. 


Leader Store Sold 


Paris, Tex.—Purchase of the Leader 
Store from M. Koenigsberg has bcen 
announced and the new store will be 
operated under the name of Morris 
Wisenfeld, new owner. 

Mr. Wisenfeld was first employed in 
Paris as advertising manager of (on- 
way-Short & Co. in 1917, then was with 
the Carter Anderson Company in 1°26. 
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22 x 13. 
PRICE $7.50 


400 FIRST ST. 


EVERY SALESMAN NEEDS A 


PATENTED ZIPPER 
PORTFOLIO 


FOR SHOE SALESMEN 


Carries 16 samples in two 
Mayers’ Patented racks — silk 
covered. Weight 3 lbs. Size 


WINSHIP COMPANY, Inc. 





UTICA, N. Y. 





* 





* 














Adds Ready-to-Wear 
To Shoe Line 


New ORLEANS, La.—Winsberg’s shoe 
store, formerly located at 4320 Maga- 
zine Street, has moved to 4304-06 Mag- 
azine Street and has added women’s 
ready-to-wear to its extensive shoe line. 

Approximately $10,000 has been 
spent in erecting an entirely new one- 
story building with a black-and-white 
modernistic front and indirect lighting 
in the show windows. Ample interior 
lighting is augmented by a large sky- 
light. Built-in shelves line the walls 
and allow ample floor space. The store 
is managed by W. J. Winsberg, son of 
Jacob Winsberg, who founded the estab- 
lishment in 1924 when he moved to New 
Orleans from Franklin, La. Jacob 
Winsberg had previously been in the 
shoe business in Franklin with his 
brother, Meyer, since 1896. 


New Shoe Managers 


FALL River, Mass.—Henry Theberge 
has been made manager of* the Self 
Service Shoe Store, 300 South Main 
Street, succeeding Edward Barnaby. 

Benjamin Klass has become manager 
of the shoe department at the Enter- 
prise Store, where he succeeds Harvey 
Epstein. Mr. Klass comes to this city 
from an Enterprise shoe department 
located at Quincy, Mass. 


W. J. Carty Succeeds to Buyer 


DENVER, CoLo.—W. J. Carty has 
been appointed buyer of shoes at the 
Denver Dry Goods company to succeed 


W. J. CARTY 


the late Harry Teets. Mr. Carty is 
well known at the store, having been 
connected with the department, with the 
exception of a few weeks, since his 


Write for our s 
price list. 
competitors copying, H. J. Justin 
& Sons, INc., 


USTIN BOOTS 


Made Only by The JUSTIN BOYS-Fort Worth 
STANDARD OF THE WEST SINCE 1879 


The World Famous 
COWBOY 
BOOTS 


ARE MADE BY THE 
JUSTIN BOYS 
Fort WorRTH, TEXAS 


It’s taken 60 years experience to make 
these fine Cowboy Boots:*They can be 
copied, but you'll find the original al- 
ways has something the imitators can 
never copy. If you want to sell the best, 
the real Western boot, order Justins. 


ial catalog and 
See the styles that keep 


ORT WoRTH, TEXAS. 


coming to Denver from New York in 
1926. 

He worked to the position of assis- 
tant buyer in 1932 a position he was 
holding at the time of his recent pro- 
motion to buyer. 

Next to buying shoes Mr. Carty likes 
golfing or fishing in the trout streams 
in the high parts of Colorado. 


New Department Boosts 


Hosiery Sales 


FaLL River, Mass.— With a new 
hosiery department, affording fully 
three times the space of the former sec- 
tion, the Spencer Shoe Store finds its 
hosiery sales running 110 per cent 
ahead of its previous yeaf’s record for 
the past four weeks. The department 
stands second in point of sales in- 
creases for the entire Spencer district 
which includes Boston. 

In charge of Mrs. John Slater, hos- 
iery is attractively displayed and dis- 
played in windows at all times. During 
the past few weeks, Mrs. Slater has 
been displaying packaged hosiery as a 
Christmas gift suggestion. 

Hosiery sales are clinched while 
Mrs. Slater rings up shoe sales and 
wraps shoe packages which gives her 
an excellent opportunity to show hos- 
iery to match. The big seller is a line 
of five pairs for a dollar. Women’s 
hosiery is sold at three price levels. 
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Bowling Shoes 
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PROFESSIONAL BOWLING SHOES 


pierre end Wenen'a, High, Ghow and Oxfente, mats 


































(Style £730) 8 
THE ARNOFF SHOE CO. 
101 Deane St. New York City 
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SING PRES 















LO Oe 











Winter Footwear | 
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SKI BOOTS 
Men's and Women's 
Designed by Swiss ski experts 

IN STOCK 


$2.40 up 





ICE SKATE 


OUTFITS 
Men's, Women's and 
Children's 
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MERCHANDISE SOURCES 






Country Shoes—1l. Holland-Racine Shoes. Inc. 2. C. H. Alden. 3. Walter Booth Shoe 
Co. 4. Natural Bridge Shoemakers, Div. Craddock-Terry Shoe Corp. 5. French, 
Shriner & Urner Mfg. Co. 6. E. E. Taylor Corp. 7. Cole, Rood & Haan Co. 8. Free- 
man Shoe Corp. 9. Nunn-Bush Shoe Co. 10. Jarmin Division, General Shoe Corp. 
11. United Men’s Division, Brown Shoe Co. 12. Commonwealth Shoe and Leather Co. 

13. Stacy-Adams Co. 14. Geo. E. Keith Co. 15. Edwin Clapp & Son, Inc. 





Makers 
of 
Town Types 


From pages 108-109 

















i 


— 












Street Shoes—1. Cole, Rood & Haan Co. 2. Nunn-Bush Shoe Co. 3. E.T. Wright & Co.. 

Inc. 4. E. E. Taylor Corp. 5. Stacy-Adams Co. 6. The Florsheim Shoe Co. 7 & ?. 

French, Shriner & Urner Mfg. Co. 9. Edwin Clapp & Son, Inc. 10. Stacy-Adams Co. 

11. W. L. Douglas Shoe Co. 12. Commonwealth Shoe & Leather Co. 13 & 14. Geo 
E. Keith Co. 





Wide Choice in Fabrics 


[CONTINUED FROM PAGE 250] 


motes two groups of colors. For street 
and formal dress, he favors the muted, 
off-shades; for play clothes, he is going 
to town with the brilliant reds, blues 
and yellows. One fabric house has 
looked back to the year 1927 and re- 
peated a bold brilliant floral print com- 
bined with embroidery, which was very 


popular in that golden era. He calls i 


“Enchant.” 


. ——_—_—_ 


Regal Moves Offices 


New York—The general offices «' 


warehouse of the Regal Shoe Compa: 
at 111 Eighth Avenue, this city, w 


moved on Dec. 20 to 401 South Aven! 


Whitman, Mass. 
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New Edition Now Ready 


1940 
Directory 


Shoe Manufacturers 


37th ANNUAL EDITION 
Flexible Leather Binding, Fits Vest Pocket (23/4 x 51/2) 
Many More Changes Than Ever Before 
POST 
PAID 


ORDER TODAY 


$2.00 


23, 1939 





of 





AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 





BOSTON, MASS. 


NATIVE HUARACHES 


2900 Steerhide, Netural with Brown or Brown with Notural. 
SHOWING — HOTEL STEVENS — CHICAGO 
ROOM 1209A JAN. 2-5 
ILLUSTRATED LEAFLET ON REQUEST 


FRED LEIGHTON 


In Full Sizes Only — 3-12 





129 Sth AVE., N.Y. 





Tel. Liberty 0190-0520 








Blue and Patent Look Big 
For Spring 


PHILADELPHIA — Looking toward 
Spring, retailers expect to see patent 
leather just as popular as it was last 
year, although some are already cal- 
culating the effect an unusually early 
Easter may have on patent sales. A 
few feel it may possibly shorten the 
period when patent leather can be sold. 
Blue is already talked of as being 
bigger than usual this Spring; other 
colors seem to be less talked of than 
this time last year. A few stores antic- 
ipate less color business this Spring and 
plans now are to buy accordingly. 

Brown, much talked of earlier as the 
dark horse of the Fall season, seems 
generally to have fallen down some- 
where short of the finish line. Stores 
here on the whole considered it dis- 
appointing from anything but a sports 
shoe angle, which is staple. Brown 
dress and street shoes have not yet 
made their mark, although a few 
rather large size promotions have been 
done on the brown theme as a shoe 
fashion. A few retailers, however, still 
look to this trend to make some head- 
way, pointing out that they may find 
a more ready acceptance from now on, 
to wear with brown fur and fur- 
trimmed winter coats. Stores selling 
around $5 have in fact, seen some ac- 
tual signs of this, reporting a fair 
amount of demand developing the last 
week or so in November for brown 
suede dress and street shoes, with a 
sprinkling of renewed interest in wine 
and green suede. 

For wear right now smooth leathers 
and gabardine shoes are being shown. 
One store, in the above $10 range, finds 
customers, after purchasing their first 
or second pair of suede shoes earlier 
in the season, look at this time for 
something different which can be worn 
now and will also be suitable for early 
Spring. They find smooth leathers, 
mainly in black, are the answer and 
Teport this type of shoe selling well in 
the department right now. Another 
store shows gabardine shoes, in built- 
up models mainly, from this same mid- 
season angle—closed and high they can 

worn now as a change off from 


New Pittsburgh Store Outstanding at Night 


Pittsburgh, Pa.—Edgar G. Wheeler, formerly owner and operator of the Arch 


Preserver S 
a short time ago. 
Company. 


Shop, opened this outstanding new store, featuring Selby shoes, 
Mr. Wheeler is president of the new Edgar GC. Wheeler 


Realizing the need for larger and new quarters, Mr. Wheeler brought in the 


franchise for Ground Gripper and Cantilever Shoes. 
A new store-room was sought and found. 


company. 


These are now part of the 
It is part of a new building 


on the corner of Liberty Avenue and Stanwix Street, a busy downtown Pittsburgh 


intersection. 


The store is of modern construction and design. 


Good window frontage is one of the assets of the store. 


It is thoroughly air-condi- 


tioned. The wood in the interior is of natural blond birch. A deep red carpet 


covers the floor with blue upholstery setting it off. 
interior beauty. The ceiling is ivory with walls of an apricot shade. 
The neon sign on the outside of the store has a clock incorporated into it. 


Indirect lighting adds to the 
“Let 


the clock be off-time,” says Mr. Wheeler, “and we would get more phone calls 


than a sale ad would produce.” 


Although the store specializes in women’s footwear, a complete line of men’s 


Ground Gripper shoes are on hand. 





suede and made of gabardine, they will 
still be good with first Spring costumes. 
The store reports customers have been 
buying them with this in view. Re- 
tailers who don’t want to change their 
basic selling price structure in the face 
of higher leather costs also look to 
gabardine in combination with leather 
or trimmed as a means of bridging 
this cost gap. 


Shoe Department Moved 

KNOXVILLE, TENN.—The shoe depart- 
ment of the Darling Shop, 413 South 
Gay Street, has been moved to a leased 
building at 22 East Market Square. The 
business is owned by H. L. Beeler and 
M. E. Carver, manager at the former 
location, will continue in charge of the 
new store. The Market Square site was 
recently occupied by Tom’s, a shoe 
store for women. 














JANUARY 






ARE NOW 
READY 







The January price ticket is in 
white, yellow, and blue and has 
adequate space for wording or 
stock number. 


Put life and color into your New 
Year window display with har- 
monizing show cards and price 
tickets. The January show cards 
are now ready in an attractive 
and seasonal design in shades of 
blue and deep yellow on a silver 
background, and bear messages, 
in the form of resolutions, per- 
taining to style, quality, hosiery, 
etc. 


Write for samples today! 














CARD HOLDERS 

Two styles are available: 
Natural wood finish or 
oval base — burnished 
gold — three color trim. 
These modernistic holders 
take any size card, and 
harmonize with the finest 
window display fixtures. 





























































Everyone Passing 
is a Possible Prospect 
SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $1.10—I2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 
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Polly Clips 
Pouy Ci For Price Tickets — Adjustable 
Tickets . —Tilt at any angle. 


ere: 
I aia dre.s00 ace 


Recorder Stock Record + + 
vice | 
for shoe cartons. Cyclone clips 


Natural View included. 
SHOE HOLDER ERB gle Aaddly Aletalel $1.25 
















Polly Shoe Holder = 


to display arch, branded, and a 

fibre-sole shoes. Always re- — 

mains in upright position. 
Lekdiléohawer sevaceses 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combino- 
tions: corn with green border, or buff with 
green border. Choice of forty selling 
phrases, or blanks. 


12 dozen [te or sen ..++ $2.00 
1.10 


oon CD 


6 dozen (printed or blank 
| dozen (printed or blank 


SPECIAL: 


Combination of one gross Polly 
Clips and ~~ Arrows, only 
00. 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 


their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35c¢ per fifty, additional. 





BLANK 


HOLDERS | TICKETS 


SERVICE MONTHLY 





$5.00 6 100 





4.00 4 100 





3.00 50 





2.25 























rom: ITSERF. -« 

















White board. “G” — A White board. “X” — Fuchsia 


be Pad “yr 
Design in bright - 


ground. 


yellow. 


SIZE: 1'/” x2%"—Prices on opposite page. 


IN 


? 
(fet > INCREASED BUSINESS 
/ MW ct ( ouprou : | fo/ 





quamarine and 
and yellow on white Design in green and green on white back- 
background. 


ee er eet 


Poe ee Ree eeeererreeeneeececeee 












































SERVICE 


ANNUAL 


FOR 


CHAR 


BO¢ 


SHOW CARD 


We sell Men’s, 


(Cross out 


Children’s Shoes and Women’s Hosiery. 
lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


Women’s, 


For this service we will pay 


payable 
For 


. per month. 


per year, 
cash in advance, full year’s 


service, 5% discounts. Checks 
from foreign subscribers 


must be drawn on VU. S&S. 


STORE NAME 


or include exchange. 


If for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 


banks, 


we agree to pay $1.00 


der, 
per 


Oo} Mt ES =e) 


for 


additional 
each month’s service deliv- 


month 


Keo ey 


ered, and agree to return the 


card holders. 


AACWYT 


Cheek, with order, please, unless C.0.D. preferred 


Please enter our order for the 


Recorder “Selling Messages,” 


beginning with January 


continuing monthly for one 
year, for Card Service No. 


» consisting 
card hold- 


” ieee 


first month's 


ers (with the 


cards, and 


service), ........ 


. blenk tickets each 


. IM- 


PRINTED TICKETS, at 35¢ per 


fifty, additional. 
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Southern Firm Opens Modernized Store 


* asda 





Interior of the new Abdalla’s, Inc. Indirect lighting and streamlining throughout 
the store make this one of the most attractive and modern in this section of the 
country. 


OpeLousas, La.—Abdalla’s, Inc., re- 
tailers, here, marked their forty-fourth 
year of business progress and expan- 
sion with the opening of a greater new 
shoe store adjoining their present lo- 
cation on the corner of Main and Belle- 
vue Streets. The brick structure offers 
the last word in modern architecture. 
Ten attractive windows adorned with 
modernistic backgrounds and illumi- 
nated with fluorescent lights attract the 
attention of shoppers at this ideal 
corner location. The facade of the 
building is of structural glass. High 
above the corner window a huge clock 
marks the hour. 

The greater shoe store, with a floor 
space of 4,196 square feet entirely cov- 
ered in azrock of softly blended hues, 
offers ample accommodation for stream- 
lined fixtures of blonde maple adroitly 
trimmed with zebra wood, an import 
from Africa. The Celotex ceiling boasts 


ultra modern indirect lighting. Al- 
coves, flooded with fluorescent light, for 
the display of shoes and leather goods 
are set above the stock shelves and at 
conspicuous angles throughout the de- 
partment. Seventy-five chairs and 
clerks’ stools of brown and beige 
leather with chrome trim accommodate 
the customers Abdalla’s serve, while 
near the entrance and at vantage points 
tired shoppers may enjoy spacious set- 
tees and chairs of the same material. 

Mr. James Abdalla, one of the 
younger members of the firm, is man- 
ager of this expanding department and 
deserves much credit for the success 
the store has attained. 

The personnel consists of ten well 
trained clerks, while during rush 
periods four extras are employed. 

To Opelousas Abdalla’s has brought 
Southwest Louisiana’s finest shoe store 
—as smart and as modern as tomorrow. 





Proposes Change in 
Capheal Structure 

T. Louis, Mo.—Johansen Bros. Shoe 
Co. stockholders have been asked to 
approve a plan to change the capital 
structure of the company. 

The plan calls for the exchange of 
the $7 preferred stock for the new par 
value $1 common stock at the rate of 
40 shares of common for each preferred 
share, of which there are at present 
6000 outstanding; the exchange of the 
30,000 shares of the no par value com- 
mon stock, share for share, and the 
exchange of the 87 shares of $100 par 
value Sohari, Inc., common stock on the 
basis of 10 new Johansen common 
shares for each Sohari share. 

The plan also proposes issuance of 
$97,750 5 per cent debentures due Feb- 
ruary, 1951, in exchange for the same 
amount of unsecured notes at the same 
interest rate which are due February, 





1941, and which are all owned directly 
or beneficially by the Johansen family. 

The Johansen company balance sheet 
as of April 30 last, showed a surplus 
deficit of $69,807 and Harry Johansen, 
president of the company, in the letter 
to stockholders stated the new capital 
set-up would remove the surplus im- 
pairment and make possible the pay- 
ment of a dividend, which he said the 
currént rate of earnings justified. The 
proposed capital change would leave 
an earned surplus of $46,111. 

The plan also calls for the consolida- 
tion of Sohari, Inc., a subsidiary, and 
the change of the Johansen name to 
Johansen Bros. Shoe Co., Inc. 





New Resort Styles Shown 


Miami BeacH, FLA.—With the open- 
ing of Delman’s on Lincoln Road, a 
number of new resort shoe styles have 
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appeared. One that is causing con- 
siderable comment is the glass slipper 
—a true Cinderella creation of spun 
glass net over kid and featuring a high 
crystal-clear glass heel. 

According to A. Blatt, manager, 
there is a lot of detail to heels; the 
new “teacup” being featured by Del- 
man’s is one that has already attracted 
attention. A double decker sole is an- 
other novelty in play shoes. 

Some kid is being shown and a lot 
of fabric, particularly wheat linen and 
sailcloth. Frequently linen and kid are 
used in combination. Many of the shoes 
have drapery treatment—the soft kid 
being laid in pleats across the front. 
Combinations are looked for to be out- 
standing this coming season. White 
will be the basic color with high color 
trim for accent. 

Evening shoes in the early showing 
are glamorous, with much glitter and a 
lot of detail. Play shoes are attractive 
in combination colors, fancy heels, plat- 
form soles and odd unusual trim. 

Sandal types are expected to lead 
everything right through the several 
style classifications. 





Seattle Travelers and Retailers 
Plan Dinner-Dance 


SEATTLE, WASH.—Carrying ahead a 
recently-established social “tradition,” 
travelers and retailers in this area ar: 
completing plans for a colorful dinner- 
dance scheduled for the Olympic Golf 
Club on Saturday, January 27. 

Earl McDonough, Peters Shoe Com 
pany, president of the Western States 
Shoe Travelers, recently announced ad 
vanced arrangements for the affai: 
which is expected to draw at least 75 
couples. Tickets will be $1.50 apiece. 

Two travelers, Cal Rorabeck, B. F. 
Goodrich Company, and Harry Mc- 
Donald, U. S. Rubber Co., are serving 
on the committee with two local retai! 
men, A. Y. “Tony” Drain, Rhodes D« 
partment Store, and Loren Anderson, 
of the Bon Marche. 

Elaborate decorations, the theme of 
which has not yet been disclosed, are 
being prepared. An intermission floor 
show will also be a part of the affair. 

Another joint traveler-retailer affair 
is under discussion for the early Spring 
of 1940, according to Mr. McDonough. 

Travelers in this area will be gather- 
ing at the Gowman Hotel, Seattle, 
sometime between Christmas and New 
Year’s for a bit of holiday festivity, it 
was declared. The date and time will 
not be announced until later, however, 
when the road schedules of a suf- 
ficiently large group of the travelers 
have been checked over. 





Gruendler Opens New Shop 


Fonp pu Lac, W1s.—A. G. Gruendl:r, 
operator of shoe stores in Manitow>c 
and Watertown, has opened the Gruon 
Art Shoe Store, here, specializing in 
women’s and children’s shoes. 
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SALESMEN WANTED 


HELP WANTED 


WANTED TO PURCHASE 








> * . * 

Live Wire Sideline 
Long established shoe polish manufac- 
turer selling all chains and jobbers has 
several territories open. State experi- 
ence and references, etc. 


Address 528, care BOOT & > one RECORDER 
239 West 39th Street, New York, N. Y. 











Se en wanted to handle line of ladies’ 
men’s leather sole slippers and ladies’ 
Sala sole sandals to retail from $1.00 to $2.00. 
Good opportunity for man with a large following. 
In answering, state territory you cover. Address 
$524, Care BOOT & SHOE ~~, 239 
West 39th Street, New York, N. 
SALESMEN W. pan eb co, carry as sideline 
the f ine Jai-Alai Shoes. Ex- 
tensive new _— styles—for men, wo 
men and children. All territories. _Commis- 
sion. Address $527, care Boot & Shoe Recorder, 
239 West 39th Street, New York, , 


WOMEN'S low-priced Novelty Line and well- 
known trademarked children’s line, want 
men in southern Illinois, Indiana, Iowa, Okla- 
homa. Both fines stocked in Chicago. Com- 
mission only. Address $525, care Boot & Shoe 
Recorder, 209 S. State St., Chicago. 


WOMEN’ S HOSIERY SALESMAN 
WANTED—Carry hosiery as a side line. 
Popular price range to retail at 59c, 69c, 79c 
and 89c. $1.00 small handy sample case fur- 
nished. Pay commission on all mail orders as 
well. Give full details and name of present 
employer, territory you cover, etc. Heyman 
“pi Co., 301 W. Adams St., Chicago, 

















Sar -ESMEN to sell in-stock Women’s Novelty 
shoes $2 and $3 retailers in territories of 
Eastern Pennsylvania and Central New York 
States, also in States of Kentucky, Tennessee 
and Alabama. New patterns sent weekly. 
Prompt deliveries. Commission basis only with 
mo advances. Give full details in letter ,4- to 
sbility, experience, age, territory covered 
ent and past employment. UNITED SHOE 
CO., 19 N. 4th n St. Philadelphia, Pa. 


q FOR RENT 


HOE DEPARTMENT for rent on percent- 
age basis in one of the finest ladies and 
children’s ready-to-wear stores in Delaware, 
a of Wilmington. Address $529, care Boot 
Shoe Recorder, 239 West 39th Street, New 








ASHINGTON, D. C. Attractive store for 
rent in the heart of the hest section of 
a * N. W. In same block with 4 chain 
$700 per month, A HOT snot for 
Feminine Footwear. Apply Agent, 1108 F St. 








PPORTUNITY —In Massachusetts — with 

nationally known Retailer-Manufacturer, for 
assistant to Stores’ Controller-Supervisor. Ap- 
plicant must have retail experience, preferably 
men’s shoes, also training and ability to handle 
accounting and make reports. Proper person- 
ality for inside and outside contacts; Age 25 
to 35; Personal data sheet will be sent to quali- 
fied applicants. Address $522, care Boot & 
Shoe Recorder, 140 Federal Street, Boston, 


ASSISTANT BUYER wanted women’s up- 

Stairs shoe department in large fine depart- 
ment store, Middle West. Application should 
be by letter stating complete personal and 
business aualifications. Replies Confidential. 
Executive Placement Division, Associated Mer- 
chandising Corporation, 1440 Broadway, New 
York City. 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-518! 











Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








POSITION WANTED 








EXPERIENCED SALESMAN 


12 years with one firm, desires connec- 
tion with reliable factory, manufactur- 
ing women’s shoes to retail from $4.00 
to $8.00, for Chicago and Central West 
territory. Has following of first class 
ficcounts, very good sales record and 
excellent references covering his abil- 
ity, character and integrity. Highest 
grade representation guaranteed. 


care Boor. AND Ponoe e PECORDER, 
209 S. State Street, Chicago, lilinels. 

















MERCHANTS’ NEEDS 








BUSINESS OPPORTUNITY 


WANTED: Married Man as partner in a 
long established family shoe store. Must be 
shoeman with $3,500 cash total invest- 
Ment; wants partner for expansion and each 
can draw $50.00 a week and over guaranteed 
by existing business. Owner has clean back- 
nd and partner must have good reference. 
big eeoertaniey for the right party. Address 
. Boot & Shoe Recorder, 239 West 
39th Street, New York. N. Y. 














WEB 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick. Vital- 
ity, Arch Preseryer, Queen Quality, Bes- 
tonians, Stetson, Red Cross, Nunn-Bush, Ete. 

7 Rvt N RUBIN 
The House of Jobe” 
88 Reade St., Cor. Church 

Phone Barclay 7-7887. New York City 











MERCHANTS’ NEEDS 








PROFIT. FLASHER 


ARAL 








mum charge, 75 cents. For all 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication. “*® 
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MERCHANTS’ NEEDS 





“THEY LOOK 


WRITE FOR A TRIAL ORDER 


Same price for either men's or 
women's shoes—specify type you 


AS THOUGH 
- FLOAT ON AIR” 

ispiayed cn y yt IDEAL sHoe 
YER. , A+ shops tee By = 


THEY 


nter and 
$12 per dozen 


$6.50 
per half dozen 


M. D. POLLINGER CO. stamford, Cons. 




















SHOE STORES 


CANNOT AFFORD TO B 


— WITHOUT 


ONE OR THE OTHER OF THESE 
SHOE STRETCHERS 


THEY STRETCH—THEY LENGTHEN—THEY 


EASE VAMPS—THEY LAST 


A LIFETIME 


SMALL AND COMPACT BUT PERFECT 


MANIPULATORS 





Made in U.S. A. 




















PARAGON STRETCHER 
COMPLETE WITH 3 LASTS 
VAMP EASER AND BUNION IRONS 
NEW LOW PRICE 
$15.00 F. O. B. PHILADELPHIA. 
Order through your Findings Dealer or write te us 


Laing, Harrar and Chamberlin 


43 N. 3rd St. 


Philadelphia 




















PROVIDE FOOT COMFORT 


with the original 
SHOE DOCTOR SHRINKERS 





FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 













pan geeaie’ the sides. Any fullness or 
$] 2 50 wrinkles in leather or fab- 

ric are easily shrunk with- 
Curved type tron out harm. 


Special combination offer $25.00 (fluids in- 
cluded in above prices) f.o.b. Indianapolis, 
Indiana. 

Eastern Representative: Cha-les Henry Brown 
& Son, Marbridge Bildg., New York City. 


Send your order or write for detail information. 





E. C. SMELTZER CO. 


121 EB. Gist Street, Indianapolis, Ind. 













The Complete Line of 
SHO 


ORNAMENTS 
AND SPATS 















e00 = Pouy Cup 
— for Price Tickets 

$2.25 

HALF GROSS 


—_—— 


Tilts at Any Angle 


M. D. Pollinger Co. 
Stamford, Conn. 














Mrs. Lena Rueping 


Fonp pu Lac, Wis. — Mrs. Lena 
Rueping, 67, wife of F. J. Rueping, 
head of the Fred Rueping Leather Co. 
here, died Dec. 6 in St. Petersburg, 
Fla., where she and her son, Philip E., 
had gone to spend the winter. 

A native of Detroit, Mrs. Rueping 
was interested in club and charity work 
and was affiliated with many organiza- 
tions in the city, including the Ram- 
blers, Charity club, Round Table and 
Progressive Sisters. She is survived 
by her husband, two sons, Frederick E. 
and Philip E., a daughter, Mrs. Clay- 
ton F. Van Pelt and four grandchil- 
dren, as well as a sister. 





MERCHANTS’ NEEDS 














ORIGINAL 
MARVELOUS 
DYES 


A 30-Day Trial 
Will Convince You 







@ Absolutely harmless. 


@ Neutralized for dyeing all 
fabric footwear. 








@ The dye levels itself 
while drying. 








@ Dyes quickly, safely, sat- 
isfactorily. 








Color card and satin scraps 
sent on request. 







Originators of fabric slipper dyes and dye con 
sultants to the largest manufacturers of shox 
‘abricea. . 


Original Marvelous Dye Co. 














299 Adams St. Brooklyn, N. Y. 
>; 
| 
| 
Pou Sos 
Hover. 
Pat. Pending 
Sheet piney hel tial ate 
right pesttion. Practically lavisible whee wood. 
Se Se oe or men's and women's 
$3.00 per dozen $1.65 per % dozen. 
M. D. POLLINGER CO. 
Stamford, Conn. 
























Shoe Retailers Hail 
Fair Reopening 


SAN FRANCISCO, CAL. — Announce- 
ment by the “Fair in 40” group that 
they have sufficient funds on hand to 
reopen the Golden Gate International 
Exposition next year was received with 
much interest by shoe dealers here. 
Since the Fair closed the last of Oc- 
tober the finance committee seeking the 
funds to assure reopening have been 
working strenuously to raise the neces- 
sary $1,650,000. 

The announcement that they had suc- 
ceeded, and that the Fair will reopen 
May 18 for four and a half months run, 
assures shoe dealers of another Sum- 
mer of good business. 

Last Summer thousands of pairs of 
comfort type walking shoes, suita)le 
for long hours of walking and standing 
while attending the Exposition, were 
sold by the stores in the San Francisco- 
Oakland Bay area. With this year’s 
experience in public buying trends in 
the kinds of shoes preferred for Fair 
wear, dealers will plan to go after this 
business more aggressively than ever 
next year. 
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Big Increase in Footwear Sales 
In War Time Britain 


LONDON, ENGLAND—During the first 
month of war there was an unprec- 
edented demand for boots and shoes. 
According to the retail trade statistics 
prepared by the Bank of England and 
published in the Board of Trade Jour- 
nal the increase in the sale of boots 
and shoes during September amounted 
to 36.7 per cent. The bulk of this in- 
crease came from retailers outside 
London Central and West End which 
suffered the severe contraction of 27.5 
per cent general retail business. In 
September each of the four provincial 
areas of England and Wales scorel 
increases of 20 per cent or more. 

The large increase in the sale of foot- 
wear has been mainly due to a desire 
on the part of the public to buy their 
winter requirements before prices were 
increased. It was this sure knowledge 
that prices were bound to go up at 
least 10 per cent and probably more 
that encouraged this abnormal demand. 

Apart from strong winter shoes there 
has also been a call for rubber gum 
boots, supplies of which are difficult to 
obtain owing to the calls of the fighting 
services. The whole of the output of 
the big factories has now been com- 
mandeered by the Government until the 
Spring. The serious deficiency in sup- 
plies is due mainly to the run on these 
goods by civil defense units, such as 
auxiliary firemen, A.R.P. squads, etc., 
before war started. 


More Better Grade Upper 
Leather Being Used 


Peasopy, Mass.—It’s figured by tan- 
ners that more high grade upper 
leather has been used in medium price 
shoes this year than in any former 


The larger increase was in the men’s 
trade. The women’s trade, generally 
speaking, scanted leather uppers. 

As leather prices trended low, during 
the year, it became practicable for 
makers of men’s medium grade shoes 
to cut their uppers of better grade 
leather in quantities. 

As the women’s trade scanted uppers, 
more upper stock was available for the 
men’s trade at lower prices. 

Furthermore, economies in making 
shoes, especially in cutting rooms, en- 
abled makers of men’s shoes to cut 
production costs, and they used the sav- 
ings for buying better grade upper 
leathers. 


Conner Store Enlarged 


Davenport, Iowa—The Conner Shoe 
Co, which opened for business here a 
year ago has been enlarged to permit 
the addition of an extensive hosiery 

t. 

Cal H. Conner, proprietor, announces 
that the Neumode line, which formerly 
was sold in the company’s own store, 
here, would be handled. 





BOOTS AND SHOES 


Altman Bros., Shoe Mfg. Co., Cincinnati, O 
Arnoff Shoe Co., New York City 

Bass, G. H., & Co., Wilton, Me 

Brauer Bros. Shoe Co., St. Louis, Mo 

Brooks Shoe Mfg. Co., Philadelphia, Pa 
Brown Shoe Co., St. Louis, Mo 


Collins, Thos E., Co., St. Louis, } 

Conformal Shoe Company, St. Louis, Mo 

Connell, J. M., Shoe Co., Inc., So. Braintree, Mass 

Connolly Shoe Co., Stillwater, Minn 

Conrad Shoe Co., No. Abington, Mass 

Craddock-Terry Co., Lynchburg, 

Curtis Shoe Co., Ime., Marlboro, Mass.......... 

Curtis, Stephens, Embry Co., Reading, Pa 

Diamond Shoe Co., New York City 

Dickerson, Walter T., Co., Columbus, 0 

Douglas, W. L., Shoe Co., Brockton, Mass... ..........0. 000 ccccceucene 
Drew, Irving, Compamy, Portsmouth, 0... ... 2.22. o.oo ccee 
Dunn & McCarthy, Inmc., Auburn, N. Y 

Eastern Div. of International Shoe Co., Manchester, N. 

Edwards, J., & Co., Phila., 


Enna Jettick Shoes, Ine., Aubu-n, N. 

Field & Flint Co., Brockton, 

Florsheim Shoe Company, Chicago, 

Forest Park Shoe Company, 8t. Louis, Mo 

Freeman Shoe Corp., Beloit, W 

Friedman-Selby Shoe Co., St. 

Green, Daniel Co., Dolgeville, N. 

Green Shoe Mfg. Co., Boston, Mass 

Groves Shoe Company, Chicago, 

Hannahsons Shoe Co., Haverhill, 

Hermal Shoe Co., Everett, 

Holland-Racine Shoes, Holland, 

Hollywood Screen Stars Footwear, Los Angeles, Cal 

House of Crosby Square, Milwaukee, Wis a ‘ 
Huth & James Shoe Mfg. Co., Milwaukee, Wis....... 22... ..6 6606 ccc ccuee 
International Shoe Co., Dun-Deer, St. Louis, Mo 

Jefferson Shoe Co., St. Louis, } 

Johnson, Stephens & Shinkle Shoe Co., St. Louis, Mo.. 

Joyce, Inc., Pasadena, Cal 

Julian & Kokenge Co., The, Columbus, 0 

Justin, H. J., & Sons, Inmc., Ft. Worth, Texas 

Kane, Dunham & Kraus Shoe Co., St. Louis, Mo 

Keith, Geo. E., Co., Brocktor, 

Leighton, Fred, New York City 

Locke, Dr. M. W., Shoes, Columbus, 0 

Mackey, J., & Som, Jersey City, N. J 

Manfield & Sons, Philadelphia, 

Meis, Charles, Shoe Mfg. Co., Cincinnati, 

Middletown Footwear, Inc., Middletown, N. 

Milius Shoe Company, St. Louis, 

Miller, 1., & Soms, Long Island City, N. Y................. ; 

Miller Shoe Co., The, Cincinnati, . 

Mrs. Day’s Ideal Baby Shoe Co., Danvers, 

O’Donnell Shoe Co., Humboldt, Tenn 

Owens Shoe Co., Salem, Mass 

a in Pe PE. . so sess cececbaess desedbbasecsionseuceeusct 
Pennant Shoe Co., St. Louis, Mo 

Peters, Branch of I. 8. Co., St. Louis, Mo 

Pincus, Lester, Shoe Corp., New York City...............55. , 
Pli-Mode Shoe Co., Everett, Mass ze aiee 
Queen Quality Shee Co., St. Louis, Mo... ... 2... cece cece ccc weeees , 
Reed, HB. P.. & Ce. Rochester, N. YV..........ccececeeses ; 
Rice-O’Neill Shoe Co., St. Louis, Mo 

Roberts, Johnson & Rand, Inc., St. Louis, Mo..... 

Rohn Shoe Mfg. Co., Milwaukee, Wis 

Saco-Moe Shoe Corp., Portland, Me 

Saks, M. J., Shoe Corp., New York City 

Sandler, A., 

Service Boot & Legging Co., New York City... . 2.666 c ccc ween en nnnnes : 
Spalsbury-Steis-Deevers Shoe Co., St. Louis, M0... 1... 6.66 cece eee eeeewenees 
Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., Imc., So. Weymouth, Mass. 

Swan Shoe Co., Inc., Baltimore, Md 

Taylor, E. E., Corp., Boston, Mass 

Tober-Saifer Shoe Co., St. Louis, 

Trimfoot Company, Inc., St. Louis, Mo 

Tupper Footwear, Inc., New York Oity 

Tweedie Footwear Corp., Jefferson City, Mo 

United States Shoe Corp., Cincinnati, 

Virginia Shoe Company, Fredericksburg, Va 

Vitality Shoe Co., St. Louis, Mo 

Weil, M. K., St. Louis, 

Weyand Shoe Co., The, Jacksonville, I.. 

Winthrop Shoe Co., St. Louis, Mo 

Wohl Shoe Company, St. Louis, 

Wright, E. T.. & Co., Ime., Rockland, Mass 





